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The index of 90 stocks is based on Standard & Poor's daily stock price 
indexes of 50 industrial, 20 railroad and 20 public utility stocks combined 


CASUALTY FIRE 


Right in the heart of town 1950 1951; 1952 1950 1951 1952 


Make the PITTSBURGHER your stopping place on : __.. 479.0 480.1 495.6 ; 296.3 325.0 
every motor trip. Located right in the heart of town... { will 496.8 481.8 488.0 . 298.4 320.2 
easily reached from all major highways. Enjoy the finest _ = 486.9 469.8 497.2 ' 301.7 326.7 
in modern facilities, too . . . 400 rooms each with free ‘ 478.1 465.5 495.2 . 306.9 323.1 
radio, bath and circulating ice 492.8 455.6 503.9 A 302.7 rs 
water; 125 rooms with televi- - . 445.0 456.2 522.4 7 300.9 349.9 
; ; a ott Phote/ 413.1 473.3 530.1 J 313.0 348.2 
tion. Gesoge sorvies. [Prot [fore ' 444.7 494.0 539.9 2 323.1 3543 
soccer P. SUSDT, MANAGER 478.9 483.9 534.3 O 318.7 351.1 

; (2 a 477.0 457.2 J 305.0 

474.8 458.3 . 304.4 

466.8 469.4 y 315.3 
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Does your client 

know when he is 
Under- Insured ? 

Over-Insured? 


@ Insurance coverage based on Con- 
tinuous American Appraisal Service 
prevents hazardous under-insurance 1933 1998 1995 1996 1937 1996 1959 1960 196) 1962 1963 1908 (986 i986 Tose 1960 1980 196) 
and costly over-insurance. Such ser- ia Ae i tom 
vice expedites equitable loss adjust- 1939 1952 ; 1939 1952 

é Boston 210 566 Minneapolis 202 516 
ments as well. In the interest of Saws Sash 219 555 Kansas City 209 512 
Buffalo 205 594 St. Louis 203 549 
Baltimore 198 569 = Atlanta 186 602 
Philadelphia 196 558 Dallas 171 503 
Pittsburgh 219 555 New Orleans 194 559 


The AMERICAN Cincinnati 209 536 Denver 195 498 


Cleveland 206 566 = Seattle 196 579 
A PRAISAL Chicago 205 529 = San Francisco 183 513 
P Indianapolis 206 568 Los Angeles 167 539 


Detroit 208 582 a oa 


Company Milwaukee 209 596 National Average 200 558 
This index (1913 100) applies to construction only and does not in 


; clude building fixture items such as plumbing, heating, lighting, sprinkk 

Over Fifty Years of Service system, etc. It is based on average costs under normal conditions with m 

| tllowance for overtime, premiums on materials, or special conditions. It ts 

OFFICES IN PRINCIPAL CITIES the composite of four types of buildings, frame, brick, concrete and stcel 
sul therefore should be used only as a trend as it is not applicable to 

| specific buildings 

} Furnished through the courtesy of American Appraisal Co 





your client, insist on appraisals by 
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INSURANCE STOCKS LTT 


Closing Bid Prices 


Furnished through the courtesy of The First Boston Corporation 
1952 Range Sept 
High Low 30, 1952 

Aetna Casualty & Surety Company os 85 92 


Aetna Insurance Company wt) BD Bs 56 


Aetna Life Insurance Company ‘ 79%, 9314, 2 e 
Agricultural Insurance Company 7 6714 79, POUS 
American Alliance Insurance Company i 5 32% 

American Automobile Insurance Company 

American Equitable Assurance Company 

American Insurance Company 


American Re-Insurance Company 


American Surety Company J % 52 
Automobile Insurance Co ! { : 

Bankers & Shippers Inst e Co. { 

ankers & Shippers Insurane , 5 lly Doky 


joston Insurance Comps 
Camden Fire Insurance 
Connecticut General Life 
Continental Casualty Comy 
Continental Insurance 
Employers Group Ass« 
Employers Reinsurance i 
Federal Insurance ( any wn ow ° ee 

Fidelity & Deposit Company o ' d 4 ; S ecializin in 
Fidelity-Phenix Fire 1 nee 1 p g 

Fire Association o iladelphi ui th, 

Fireman's Fund Insurances 





Firemen’s Insurance Compat V I ‘ 2n% < . 
General Reinsurance Corporation ; 2814 se, workmen 4 
Glens Falls Insurance Compar 2 nat 

Globe & Republic Insuratr 
Globe & Rutgers Insurance on } , 

Great American Insurance mpany IRA % . 

Hanover Fire Insurance ompat : why com ensation 
Hartford Fire Insurance 1 my 2 ¥ p 

Hartford Steam Boiler Insp. & o 1! , 

Home Insurance Company 
Insurance Company of North eries 1 7 pa 
Jefferson Standard Life Insur:s ‘ “pt 2 and all lines 
Jersey Insurance Company « i? j 

Jersey Insurance Company o 
Kansas City Fire & Marine 


Life and Casualty Insurances i 2 : 

Lincoln National Life Insurance NL, ; : of 
Maryland Casualty Company oI 

Maryland Casualty Conv. I’fd 2 

Massachusetts Bonding & Inst 0 
Merchants Fire Assurance Compat : 14 a 

Merchants & Mfrs. Fire Insurar v liabilit covera e 
Monumental Life Insurance Comp d) i y g 


Monumental Life Insurance 





National Casualty Compat 
National Fire Insurance ¢ 
National Life and A 

National Union Fire Insura 
New Amsterdam Casualty Co 
New Hampshire Fire Insurar 
New York Fire Insurance Cor 
Northern Insurance Company 
North River Insurance Compan) 
Northeastern Insurance Co. of Hartfo 
Northwestern National Insuran 





: 
i 
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Ohio Casualty Insurance Comy 


ria if foe i oem ruMINOUS Casuarty 
pea Neoware aes =. f= [PE agRPORATION | 


Phoenix Insurance Compan 

Providence Washington Insuranes ‘ 

Providence Washington Ins. ¢ my ! 52 Hl, 5% ¥ b 
Reinsurance Corporation o “ rk Wl, 9% (em (af i1LLinors 
Republic Insurance Co 

St. Paul Fire & Marine 

Seaboard Surety Company 

Security Insurance Company (Nev 

Springfield Fire & Marine Insurance 

Standard Accident Insurance Comy 

Travelers Insurance Company 

U. 8. Fidelity & Guaranty Com; 

U. 8. Fire Insurance Compan 

U. S. Guarantee Company 

Westchester Fire Insurance 
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Smokey Bear and Harry Hazard say: 


With your cooperation, 
this week can last 
all year! 
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HIGH SPOTS IN HISTORY 


46: RHODE ISLAND 


STATE 
IS FOUNDED 


FIRST GAS 
LIGHTING 


ort was the scene of 
first how lighted by 
made from 
Melville in 
grante 


Roger Williams left Massa 
chusetts founded i 
settlement in Rhode Island 
in 1636. He and his followers 


sought religious freedon 


and 


Davie 


was 
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ALWAYS A HIGH SPOT... to every agent is 
when he joins Hawkeye-Security & Industrial. 
These agents know every service is provided to help 
them step up production . . . pro- 
viding service without red tape... 
prompt, equitable settlement of 
claims . . . and home office repre- 
sentatives always at their service. 


HAWKEYE~=SECURITY INSURANCE CO. 
INDUSTRIAL INSURANCE CO. 








Gasser Compiney 


NEW YORK 


BALTIMORE 


A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 
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COMPANY DEVELOPMENTS 


SUMMARY of the insurance company developments 
throughout the United States and Canada in recent months 
appears hereafter. This summary includes notices of examina 
tions conducted, and also new, licensed and retired companies 


AMA Licensed 
Continental Union Ins. Co. . 
Ac imitted 


American Casualty Co 


Birmingham, Ala 


Pan Houston, Texas 
ARKANSAS \dmitted 
Ohio Farmers Ins. Co. ..... : dé Le Roy, Ohio 
CALIFORNIA Dissolved 
\llied Employees Ins. Co Los 
Withdrew 


Angeles, Cal 


Dallas, Texas 
Celina, Ohio 
Indianapolis, Ind 


Atlantic Ins. Co 

Celina Mutual Casualty Co 

Secured Fire and Marine Ins. Co 
COLORADO Admitted 
Standard Ins. Co 
Universal Mutual Casualty Co 


Tulsa, Okla 
Chicago, Ill 


CONNECTICUT Admitted 
Virginia Surety Co Toledo, Ohio 
DELAWARI Admitted 
lransport Indemnity Co Los Angeles, Cal 
COLUMBIA 
Admitted 
and Marine Ins. Co 
Examined 


DISTRICT OF 
Kans: 


Kansas City Fire as City 


Washington, D. ( 


Washington, D. ¢ 


Ins. Co 
Ins. Co 


All-American 
Abbey Casualty 


IDAHO Admitted 
Bankers Life & Casualty Co 
Birmingham Fire Ins. Co. 
Carolina Casualty Ins. Co 
Electric Mutual Liability Ins Co 
State Farm Fire and Casualty Co 


Chicago, Ill 
Pittsburgh, Pa 
Burlington, N. ¢ 
Lynn, Mass 


Bloomington, II] 


Incorporated 

Co Ch 
Admitted 
Minnesota Farmers Mutual Ins. Co 


ILLINOIS 
Corn Belt Ins 


ampaign, I] 


Minneapolis, Minn 


INDIANA Admitted 

Minnesota Farmers Mutual Casualty Ins. Co 
Minneapolis, Mim 
Minneapolis, Mint 


Minnesota Farmers Mutual Ins. Co 
Angeles, Cal 


Olympic Ins. Co : niedeil Los 


IOWA Withdrew 


Equitable Charleston 


Fire Ins. Co 


KANSAS Admitted 
Lititz Mutual Ins. Co 

KENTUCKY Admitted 

Citizens Casualty Cx 

Health Service, Inc 

La Salle Casualty Co 


Examined 
Assn., Inc 


MASSACHUSETTS 
Massachusetts Protective 


I icens¢ d 
Ins. Co 


MINNESOTA 
American General Minneapolis 


MISSOURI \dmitted 
Lititz Mutual Ins. Co. . 
Michigan Surety Co. ... ‘ : I 


United Fire & Casualty Co Cedar 


Lititz, Pa 
ansing, Mich 
Rapids, Iowa 


Admitted 


Houston Fire and Casualty Ins. Co Fort Worth, Texas 
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Lumbermen’s Underwriting Alliance Kansas City, Mo 
Virginia Surety Co., Inc. ... Toledo, Ohio 


a 


REINSURANCE 


All forms for Casualty and Fire Companies 


NEW JERSEY \dmitted | |. teh nal al iat 


NEW YORK Examined 
Andes Mutual Fire Ins. Co. .... —-e \ndes, 
Broome County Patrons’ Fire Relief Assn 
Whitney Point, 
Cambridge Co-operative Fire Ins. Co Buskirk, 
Caroline Farmers Fire Ins. Co. . Brooktondale, 
Charlton Fire Ins. Co. ..... Amsterdam, 
Farmers Mutual Fire Ins. Assn Athens, 
Farmers Town Mutual Ins. Co. . Rhinebeck 
Franklin Fire Ins. Co Franklin, 
Jefferson County Patrons’ Fire Relief Assn., 
\V atertown, 
St. Lawrence County Farmers’ Ins. Co Ogdensburg, 
Seaboard Fire & Marine Ins. Co. New York, 
Stamiord Ins. Co. .. ia , Stamford, 
Venice Town Fire Ins. Co : Genoa, 
Wilton Mutual Fire Ins. Co Gansevoort, 
Yorkshire Ins. Co., Ltd York, England 


a 


EXCESS ‘& SPECIALTY COVERS 
for Brokers and Agents 


Ol 


y 
2 


EXCESS UNDERWRITERS, INC. 


NORTH DAKOTA \dmitted » 
\ffiliated F. M. Ins. Co Providence, R. I Representing 
All American Casualty Co ..Chicago, Il 
La Salle Casualty Co Chicago, Ill 


ot 
Ss 
: 
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Domestic & Foreign Carriers 


OHIO Admitted 
Interboro Mutual Indemnity Ins. Co New York, N. Y. 
Examined 


% ane 1s oO oO bus, Ohio 
Permanent Ins. ¢ Columbu u 90 John Street, New York, N. Y. 


Progressive Mutual Ins. Co Cleveland, Ohio 
| 


PENNSYLVANIA Examined 454 Montgomery St., San Francisco, Calif. 


Bankers Mutual Fire Ins. Co Harrisburg, ‘ : 
Bucks County Mutual Ins. Co Pipersville F Insurance Exchange Bldg., Chicago, tl. 


Coal Operators Casualty Co Greensburg, 


Countrymen’s Mutual Fire Ins. Co Lebanon, Pz wand, 
j Erie, Pz _ waacssitiily 
> 





Erie County Mutual Ins. Co. 
Indiana Mutual Fire Ins. Co Indiana, Pa. | 
Swatara Mutual Storm Ins. Co Annville, Pa. . - . . > 
Washington Mutual Fire Ins. Co New Castle, . CONV ENTIONS AHEAD 
Western Pennsylvania Mutual Fire Ins. Co... New Castle, 
. OCTOBER 
RHODE ISLAND Examined 


Manufacturers Mutual Fire Ins. Co Providence, R. I ae 
What Cheer Mutual Fire Ins. Co Providence, R. I Tennessee Association of Insurance Agents, annual meeting, 


Noll Hotel, Nashville. 
National Safety Council, 40th National Safety Congress and 
Exposition, Chicago, Illinois. 
phere +. Association, annual meeting, Marshall Field & 
- oan ; ompany, icago, Illinois. 
TENNESSEE Admitted Massachusetts Association of Insurance Agents, annual 
Farmers Mutual Hail Ins. Co Des Moines, Towa meeting, Copley-Plaza Hotel, Boston. 
Preferred Ins. Co. swows Grand Rapids, Mich National Negro Insurance Au.sociation, annual meeting 
Houston, Texas. 
VIRGINIA Admitted Insurance Accountants Association, annual conference, Sky 
Preferred Ins. Co er Grand Rapids, Mich top Lodge, Pennsylvania. 
Midwest Managers Conference, annual, sponsored by 
, sengns , Indianapolis General Agent: nd Managers A iation 
WASHINGTO) Admitted ps ; gents a gers Associatio 
— ; a . ae, oe itte Chicago, II French Lick Springs Hotel, French Lick, Indiana. 
Cal Saris tas. ¢ ey . ie , Betiesler. ‘Cal Missouri Association of Insurance Agents, annual meeting 
Electric Mutual Liability Ins. Co Lynn, Mass Sheraton Motel, St. Louis. 
; — eee Fire Rating Bureau, annual meeting, Camel Back Inn 
in es oenix, Arizona. 
WYOMING Admitted 2 ‘ National Fire Protection Association, regional meeting 
Implement Dealers Mutual Ins. Co Grand Forks, N. D Cleveland, Ohio. 


SOUTH CAROLINA Admitted 


Preferred Ins. Co. Grand Rapids, Mich 


HAWAITI Withdrew 

Surety Fire Ins. Co. . New York, N. ¥ NOVEMBER 
PUERTO RICO Admitted Southern California Fire Underwriters Association, annual 
meeting, Biltmore Hotel, Los Angeles. 

Arizona Association of Insurance Agents, annual convention 

Hotel Westward Ho, Phoenix. 

Fire Underwriters Association of the Mountain States, annual 

meeting, Denver, Colorado. 

United States Fire Companies Conference, annual meeting, 

New York, New York. 

NOVA SCOTIA Admitted New England Association of Mutual Insurance Agents, annual 
Beacon Ins. Co., Ltd Birmingham, Eng meeting, Hotel Kenmore, Boston, Massachusetts. 
Co-operative Fire and Casualty Co Regina, Sask Wisconsin Association of Insurance Agents, annual conven 

tion, Hotel Schroeder, Milwaukee. 

QUEBEC Admitted American Management Association, fall insurance confer- 
Employers Mutual Liability Ins. Co Wausau, Wis ence, Drake Hotel, Chicago, Illinois. 


Fire Association of Philadelphia Philadelphia, - Pa 
DOMINION OF CANADA 


Licensed 
Great Lakes Reinsurance Co Toronto, Ont 
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Take Sparky’ advice |! 


“Sparky”, the Dalmatian pup selected 

as the symbol of the Advertising Coun- 

cil’s new fire prevention campaign, may 

be an animal, but he’s notdumb. Asa 

matter of fact, everyone — including insurance 
agents can profit from his advice. 

In these days of inflated property values, fire 
prevention assumes ever-increasing importance. As 
a valuable public service, it gains community 
recognition and good will for you and your busi- 
ness. And remember, every fire prevented before 
it starts means money in your pocket — con- 
tinuing premiums that would otherwise be lost as 


soon as insurable property is destroyed. 


Make fire prevention a regular part of your work 
the entire year, not just during Fire Prevention Week. 
There are plenty of fire-prevention aids to assist you. 
Motion pictures, posters, prepared talks and book- 
lets are available through our companies as well as 
from the National Board of Fire Underwriters, the 
National Fire Protection Association, and the 


National Association of Insurance Agents. 


AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 
FIRE AND MARINE UNDERWRITERS 
HARTFORD 15, CONNECTICUT 


Fire and Marine Insurance — All Forms 


Affiliated with AATNA LIFE INSURANCE COMPANY « AETNA CASUALTY AND SURETY COMPANY 
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ORNER 


*** In our September issue we reviewed the six 
months’ operating results of a representative group of 
stock fire and casualty companies. This month we out- 
line some of the major trends as developed in the mutual 
field during the first half of the year in the study Mutual 
Semi-Annual Experience on page 15. 


*** Problems faced by investment departments of in- 
surance companies have been similar to those faced by 
all institutional investors. How they have been solved 
is high-lighted in the special study Classification of 
Admitted Assets; on page 16 for the stock carriers and 
on page 17 for the mutual carriers. 


*** Even the most optimistic will admit that the public 
relations activities of the industry as a whole have not 
achieved their full potentialities. The pessimist will 
maintain that it is good money and valuable time thrown 
away for no tangible results. However, these efforts 
need not fail. Insurance has an inspiring story to tell 
and ample facilities with which to tell it. One of the 
most fruitful techniques to use in its telling, and one 
which has been amply proved in other industries, is what 
the author of the article on page 18 calls Progressive 
Repetition. 


*** Approximately one hundred twenty million people 
in the United States pay insurance premiums of one type 
or another. On pleasing them rests the success or failure 
of company and agent alike. The professional buyer 
writing on page 21 points out that he is more inter- 
ested in services than in indemnity and more interested 
in indemnity than in premium expense. His article is 
entitled The Buyer and the Agent. 


*** There are a number of valid limitations in the 
coverage aftorded by the comprehensive general lia- 
bility policy with which there can be no argument. The 
author of “Comprehensive-type” Coverage on page 25 
takes definite issue, however, with the exclusion of con- 
tractual liability. 


*** The attitude of an assured toward the insurance 
industry, his agent as well as the company and its claim 
men, depends upon the courtesy, celerity and accuracy 
with which claims are handled. He may have had a 
claim himself or he may know of the treatment received 
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by a friend or neighbor. The manner in which Accident 
«& Health Claims Relations are important to all seg- 
ments of the industry is pointed out on page 29. The 
article is taken from the report of the A. and H. Claims 
Relations Committee of the Health and Accident Under- 
writers Conference. 


*** It is pretty generally agreed that some drivers are 
accident prone and are responsible for more than the 
average number of accidents. The question naturally 
arises as to how these drivers can be recognized and 
what the basic reasons are for their proneness to acci- 
dents. On page 37 is a summary of the results of a 
three year study into the Human Factors in Highway 
Safety conducted among a large number of truck and 
bus drivers. 


*** Probably every agent has tried at some time or 
other to induce a client to take a complete inventory 
of the contents of his home. He has found that such a 
task looms as a formidable chore in the eyes of the man 
who must undertake it. So procrastination enters the 
picture and in time the entire project is forgotten 

until there is a fire. Two ways in which taking a house 
hold effects inventory can be made pleasant and easy 
are described in You Can’t Afford to Guess on page 45. 


*** Words are the tools with which salesmen make 
sales and like other tools must be kept at a high level of 
efficiency. It has been found, moreover, that when a 
salesman can talk well before a group, he can talk 
effectively to an individual. Since selling is A Talking 
Business, one firm has organized effective speaking 
training courses for its men. The thinking behind such 
a course and the benefits resulting from it form the theme 
of the article on page 48. 


*** It is a lot easier to tell what makes a good salesman 
than it is to be a good salesman. However, constant 
review of the fundamentals of good salesmanship is a 
must for every insurance agent be he a beginner or a 
man of long experience. The article on page 59 names 
the Four Partners, planning, time control, record keep- 
ing and motivation which every agent can and should 
have working with him every day. 


*** It has been said that our nation has passed through 
the pioneering stage, the stage of industrial revolution 
and the production stage and is now in the selling stage. 
That means a time of competitive selling for all busi 
ness men for the billions of dollars of expendable income 
available in this country. It will be A Challenging Job 
to convince the public that this money should be spent 
for protection and security rather than for more tangible 
things. However, it can and must be done if agents 
and companies are to remain prosperous. See page 69. 














The amount you pay 


for Automobile Insurance 


is determined by: 


1. HOW YOU and your neighbors drive! 
Automobile insurance rates are based on experience in EACH com- 
munity ... not a national average. The number of accidents, local 
court and jury decisions, the cost of claims in YOUR OWN COM- 
MUNITY help determine how much or how little you pay. 


HOW MUCH you drive your car! 
When a car is used for business, mileage is greater, exposure is greater 


—hence the rate is higher. 


HOW OLD you are! 


Drivers under 25 years old have an accident record higher than aver- 
age. Insurance companies have to charge more if you or others who 
drive your car are under 25. 

How you drive, how much you drive and how old you are help to deter- 


mine how much your insurance must cost . . . based on actual experience. 


Your local agent is constantly ready to serve you. Consult him as you 
would your doctor or lawyer. For U. S. F. & G. claim service in 
emergency, call Western Union by number and ask for Operator 25. 


S.F.&G, =: 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 








AUTO INSURANCE PROBLEM 


N UNDERWRITING loss of 
Asi million in automobile lines 
for 1952, despite the recent rate in- 
creases, was predicted by Commis- 
sioner Leslie of Pennsylvania in an 
address to the state’s insurance 
The commissioner rejects 
compulsory insurance and feels that 
the only solution lies in the preven- 
tion of accidents. 

Thomas N. Boate of the Associa- 
tion of Casualty and Surety Compa 
nies warned the American Society of 
Safety Engineers that not only would 
we not make any real progress but 
we would have difficulty in keeping 
the automobile accident situation 
from getting worse unless (1) there 


agents 


was wider use made of the means of 
controlling accidents, (2) the level 
of safety activities was stepped up 
and (3) there was a general pooling 
of highway accident prevention 
knowledge. He called for tighter 
more traffic laws strictly 
and impartially enforced by an ex 


uniform 


panded and reorganized police force, 
periodic inspection of vehicles and 
increased emphasis on accident re 
peaters and chronic law violators 


Market Tightness 


The 
brokers, especially in the 
politan New York area, that com 
panies are refusing automobile lines 


complaints of agents and 


metro 


unless accompanied by other business 
bring about Federal interven 
tion which the industry has been so 
careful to avoid. The September 5 
issue of the New York Journal of 
Commerce carried a story indicating 
that the Justice Department is mak 
ing a preliminary inquiry to de 
termine if there have been violations 
of the Federal anti-trust laws. The 
results of the preliminary inquiry 
will determine whether or not there 
will be a full-scale investigation and 
possible future court action. The 
New York Insurance Department is 


may 


said to be conducting a similar sur 
vey of so-called “tie-in” deals 

To ameliorate the effects of the 
tight auto insurance market, the 
Greater New York Brokers Associ- 
ation has suggested that the assigned 
risk pool be empowered to write 
higher liability limits and medical 
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assurance | Insurance 


CORPORATION (om an 
non Company 
DISTRICT OF 

COLUMBIA 


THE 





payments coverage. Insureds who 
have been forced into the pool, pri 
marily lack of a 
market, have been particularly bitter 
because they were unable to buy this 


because of the 


protection. Such a change in the 
pool's rules was sought several years 
ago but was turned down 

\Ithough it has not yet reached 
definite conclusions, the Wisconsin 
committee studying the 
state’s automobile accident problem 


legislative 


is reported to be showing a healthy 
scepticism about compulsory auto in- 


Insurance Companies 
something about it 


Through the Association of Casualty & 
Surety Companies, an institution main- 
tained by 110 stock insurance companies, 
driver-education courses have been given 
to nearly 4,000,000 high school students. 
About 10,000 teachers of driver-education 
for schools and colleges have been trained, 
and a half-million copies of the Associa- 
tion’s driver-education textbook, “Man 
and the Motor Car,” have been distributed 
since 1942 and are now in use in approxi- 
mately 6,000 high schools throughout the 


NO.1OFASERIES 


EXECUTIVE OFFICES 


GENERAL BUILDINGS 
PHILADELPHIA 


surance, Other measures being con 
sidered by the group include the im 
pounding of uninsured automobiles 
involved in an accident and an un 
satishied judgment fund 

Superintendent Albert F. Jordan 
of the District of 
stated that he 
the filing of a demerit plan of rating 
individual automobile drivers of the 
type which will become effective in 
New York on November 1. 
tends that the plan is unsound and 
difficult to administer 


Columbia has 


would not approve 


He con 
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S A number of mutual 
Fe se do not file 
complete semi-annual fig 
ures, it is difficult to ob- 
tain a sufficiently repre- 
sentative group to 
very much indication 


(Figures in thousands) 


Total Admitted Assets 
Policyholders’ Surplus 
Case Loss Reserves 
Unearned Premiums 

Net Premiums Written 
Net Premiums Earned 

* Loss Ratio 

t Expense Ratio 

Combined Loss & Expense Ratio 
Underwriting Profit or Loss 
Net Investment Income 
Other Investment G. or L. 
Federal Taxes Incurred 
Dividends Declared 


give 
of 
general trends of the busi 
aggre- 
gate figures in the mutual 
fire and casualty field are 
subject to easy misinter- 
pretation of the 
wide differences in size of 


ness. Moreover, 


because 
carriers, class of business 


underwritten and plans of 
operation followed. With 
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* Loss and loss adjustment expenses incurred to premiums earned 
t Expenses incurred to premiums written 


curred, [:stimated country 
up 

Straight fire 
while not quite 
so profitable as last year, 
is still satisfactory. 

Extended 


COMPANIES wide fire losses were 


about 4 


6/30/51 ? 
business, 


12/31/51 6/30/52 
$419,312 
130,737 
104,251 
152,425 
162,638 
145,147 
57.4 
27.4 
84.8 
17,315 
3,848 
-246 
1,438 
13,272 


$445,060 $477,251 
136,363 140,856 
118,959 125,282 
156,634 179,157 
324,099 191,939 
302,577 169,877 
59.1 58.8 
28.2 27.7 
87.3 86.5 
32,507 17,083 
8,150 4,749 
2,004 676 
2,994 1,871 
28,248 14,801 


very 
coverage ex- 
marked 
in the first 
half of 1952. This improve- 
ment stems from the No 
vember, 1950 storm: First, 
in the first half 
of 1951 was affected by a 


p* rience showe d 


improvement 


experience 


carrvover of losses result- 
ing from the storm, while 
the 1952 in- 





experience 





this word of caution, we 
present this tabulation of thirty-two carriers, individual 
figures on which appeared in Best’s Weekly News 
Digest of September 8 

Underwriting results for the first half of the year 
reflect the continuing inflation in our economy and were 
slightly less favorable than for the first half of 1951. 
Over-all premium volume advanced by 18% but varied 
considerably among carriers and lines written. 


Fire Carriers 


Fire carriers, which have been writing an increasing 
amount of installment business as a replacement of 
business formerly underwritten on a term basis, showed 
I ttle or no increase in net premiums despite an increase 
in the face amount of policies outstanding. Automobile 
liability and property damage underwriters not only 
benefited by the emergency rate increases granted in 
most jurisdictions last year but with additional autos 
insured showed a rather substantial gain in net pre- 
miums. 

Inflation to all fronts. 


Higher average settlement costs coupled with an in- 


continued raise losses on 


crease in number of claims caused a rise in losses in- 
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cluded no such carry-over ; 
second, additional business written because of the storm 
increased earned premiums ; third, higher rates adopted 


as a result of the storm losses also added to earned 


premiums. 


Automobile Liability 


\lthough still in the red, both automobile liability 
and property damage experience showed some slight 
signs of improvement in the first half of 1952 as a 
result of higher rates which went into effect in 1951. 


Higher rates granted on excess limits early this year, 


together with the current round of rate increases, should 
\utomobile 
physical damage loss ratios continue to rise but so far 


materially help experience on these lines 
the line has remained profitable. Both general liability 
and workmen’s compensation insurance are still causing 
trouble but upward rate adjustments should soon be 
reflected in the experience 

Unearned premiums advanced 17'2% on the larger 
volume of business underwritten and loss reserves were 
boosted 20%. 14% 
about 8%. Investment income was substantially higher 
and federal taxes were uy 


Assets advanced but surplus only 





CLASSIFICATION OF 


Steck Companies 





have 


last 
witnessed a tre 


twenty years 
mendous growth in the fire 
fields 
econom 

have dictated 
shifts in investment policy. 


and = casualty and 


Cash 

Bonds 
Government 
State, etc. 
Railroad 
Public Utility 


Miscellaneous 


changing condi- 


tions major 
These shifts have been made 
gradually and 
through the channeling of 
new investment funds rather 


principally 


Total Bonds 

than through sales of cet Stocks 
Railroad 
Public Utility 
Insurance 
Bank 
Miscellaneous 


tain classes of securities 
Problems faced by invest 
ment departments of imsur 
ance companies have been 
similar to those faced by 
virtually all institutional in- 
vestors and they 


about 


Total Stocks 


Real Estate & Mortgages 
Agents’ Balances 
Other Assets 


have been 
the 
Lower interest 


solved in same 


way rates, 





CLASSIFICATION OF ADMITTED ASSETS 


represents about 1.2% 


hav 
ing shrunk from about $275 
million in 1931 to $133 mil 
lion at the 1951 
Stocks owned are relatively 
slightly less important now 


1931 195! at al 
Casualty Fire & Cas. 
» 8 


—— 
ota oe 
nN—-N US 


than they were in portfolios 
of 1931, with the increase in 
dollar due to ap- 
preciation in market value 
rather than to increased pur 
Stock portfolios to 
day, just as they did twenty 


amount 


wo 
S 
ib 


chases. 


years ago, show the highest 
holdings in 
miscellaneous common and 
Holdings 
the 
the 


percentage of 


a-xw- 
wo 


insurance shares 


Ww 
Oo 
2 


in railroad stocks show 
greatest decrease 


period 


over 


o> o> ae 
owe 


\gents’ balances were 








refinancing and refunding 


of many issues, government deficit financing during the 
depression years and to finance the huge cost of World 
War II led inevitably to a tremendous increase in hold 
ings of U.S. Such holdings were 
less than $300 million in 1931 but at the end of 1951 
amounted to $4,173 million for the stock fire and casu 
altvy companies. As total assets increased from $3,830 
million to $11,535 million during this period, it is at 
that a 


Government bonds. 


substantial portion of all 
into 
Despite the continued in 


once apparent very 


new funds available for investment have gone 


LU. S. Government bonds 


crease in dollar amounts of U. S. Government bonds 


held by the companies, the percentage of U. S. Govern 
ment bonds owned showed a decline in 1949 and again 


in 1950 and 1951 


Changes in Emphasis 


\lthough the tremendous increase in holdings of 
U.S. Government bonds overshadows all other changes, 
there have been some significant changes in emphasis 
Railroad bonds were 
ago, 
representing more than 10% of all stock fire company as- 


sets and 15% This classification now 


among other classes of securities 


the largest class of bonds owned twenty years 


of casualty assets. 
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understandably relatively 
higher in depression 1931, but cash accounts which 
were just over 5% in 1931 were nearly 9% of assets 
in 1951 and dollarwise were very much larger. 

The larger cash balances and lower yields on high 
grade bonds has resulted in net investment income for 
1951 being only 80% higher than it was for 1931, de 
spite the increase of 200% in total assets during the 
twenty-year period. Net return on assets was nearly 
+% in 1931 but is less than 2'2% currently 


Fundamental Differences 


Although it is hard to generalize, because of the 
varying programs followed by individual companies, 
there are certain fundamental differences between the 
investment policies generally followed by fire and casu 
alty companies. These differences may quite possibly 
have been influenced by the relative differences in fi 
nancial position, the casualty companies having a gen- 
erally smaller margin of over liabilities and, 
therefore, smaller capacity to absorb violent fluctuations 


assets 


in security values than the generally better capitalized 
field. 
even more conservative than the stock carriers in select- 


fire In general, the mutual carriers have been 
ing investments as indicated in the study opposite 
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ADMITTED ASSETS 


Mutual Companies 





HE 


have 


mutual 
faced the 
general economic conditions 


carriers 
same 


and factors of rapid growth 

that were faced by the stock Cash 

Bonds 
Government 
State, etc. 
Railroad 
Public Utility 
Miscellaneous 


carriers. The three hundred 
and mutual 
panies on which this study 


seventy com- 


is based include two hun 
dred and fifteen in the fire 
field and the balance in the 
caualty field. 


As was 


Total Bonds 


Stocks 
Railroad 
Public Utility 
Insurance 
investment Bank 
Miscellaneous 


the case in the 
stock company field, nearly 
type of 
program has been followed 
in the 
Some companies have con 


every 


selection of assets Total Stocks 

Real Estate & Mortgages 
Agents’ Balances 

Other Assets 


centrated on diversification, 
others on 
safety of principal, liquidity 


ap] reciation, 





CLASSIFICATION OF ADMITTED ASSETS 
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as a group, own more bonds 
than the 
fire mutuals but the differ 
ence in such holdings is rela 


and tewer stocks 

1943 
Casualty 
‘ 13.7 


1951 
Fire & Cas. 
8.3 


tively small 


The managements of mu 


ow 


NINN 
ae 
nN 


wirw on 
nen & 


tual companies have, in gen 
eral, invested a larger pet 
bonds, 


centage of assets in 


the corresponding ratios of 
mutual and stock companies 
being 69% and 50% respec- 
tively. Relatively, stockhold 
ings of the mutuals are ma 
terially less than such hold- 
stock 
ratios being 12% and 31%. 
Most notable difference in 
the stockholdings is the very 
natural almost complete ab 
stocks 


neo=-oeo 
—-Onon 
o~--NO 


monamws 


ings by companies, 
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or yield. However, as a 
group the companies have followed sound conservative 
investment principles and most of them maintain a high 
degree of diversification and marked liquidity. 

The over-all trend for the past fifteen to twenty vears 
cash and U. S. 


through the relative 


has been an increase in Government 
bonds made possible principally 
reduction in holdings of all other classes of bonds. How- 
ever, in the last three years, although the dollar amounts 
of both cash and U. S bonds continued 
their total 


Government bonds still constitute nearlv half 


(sovernment 


to rise, relative percentage ot the assets 
declined. 


of all assets and cash an additional 8% 


Bonds and Stocks 


Real estate, including home office property, and mort 
gages amount to only four and one half per cent of ad- 
mitted With the 
balances and other miscellaneous assets (totaling about 


assets. exception of cash, agents’ 
15%) all other items represent invested assets mostly 
in the form of bonds or stocks, usually high grade listed 
securities. 

The same general differences between the fire and 
casualty mutual companies exist as were noted in the 
stock field, but in lesser degree. The casualty mutuals, 
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held by mutual carriers and 
the relative importance of such holdings particularly 
in the stock fire field 
relative holdings in real estate and mortgages but about 


The mutual carriers have larger 


the same cash balances 

One of the most significant developments in 1948 
which carried over through 1949, 1950 and 1951 was the 
opening up of avenues of investment other than U. S 
Government bonds. While the increase in holdings of 
(’. S. Government issues overshadowed all other changes 
the very modest increase in holdings of municipals 
registered in 1947 was accentuated in the vears follow 
ing and was extended to other classes of bonds and to 
mortgages 

Just as in the stock field, in reviewing the exhibit 
showing the classification of admitted assets of the in 
dividual 


companies or in interpreting the investment 


practices of any company, one very important point 


should be kept in mind—the relation of such investments 
to outstanding liabilities. A company may have a higher 
than average percentage of assets invested in real estate, 
in common stocks or in some other class of security yet 
may, in addition, maintain as high a degree of diversi 
fication and even greater liquidity in relation to out 
standing liabilities than another company with a more 
normal diversification of assets but larger liabilities 





T SEEMS to me that we 
consider 


must 
a very profound prin 

ciple in future relations 
planning for We must 
appreciate more deeply than we have 
in the past that we c 
understanding of our business until 
we recognize the not 
only of telling our story, but of tell 
ing it 
again and again 
churches in 
don’t ring just once a 
They 
dreds of times a year to keep remind 
ing people of what the late Fulton 
Oursler called “the greatest 
ever told.”” And they have 
ringing down through the centuries 


public 
insurance 


innot create 


importance 


over and again and 
bells on the 


and 


Overt 
The 
your town mine 
year or on 
hun 


special occasions ring 


story 


been 


because even the great message of 
faith requires constant telling 
re-telling—in 


ind 
sermons, in literature 


and in great dramatic spectacles 


Personal Effort 


If a simple story like that, with all 
its inspirational human interest, has 
to be told and retold, think of the 
trying to get 
understanding of our 
business ! We cannot take for granted 
that it is enough to be part of a bene- 
ficial industry. We cannot take for 
granted that will stay 
told just because we tell it once or 
and not always to the 
right people. We take for 
granted that even the most effective 
telling of our story means that more 
than a fraction of our audience will 
understand more than a fraction of 
\nd we 
take for granted that a professional 
public relations program, whether it 
ten 
dollars, 
sity for personal effort, 


challenge we face in 


increased 


our story 
twice a year 
cannot 


what we are saying cannot 


dollars or ten 


us of the 


costs million 


can absolve neces- 
day in and 
day out 

We have to recognize at the outset 
that public relations means selling 
selling an idea as well as a product, 
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KENNETH J. BIDWELL 
Assistant U. S. Manager 
The London Assurance 


and keeping both of them sold. We 
in this country are living in the most 
competitive selling atmosphere the 
world has ever known. The intensity 
and frequency of appeals to men’s 
minds and to their pocket books is 
without parallel in the history of 
civilization. We can turn 


up out 


noses and say it’s vulgar... or 
or call it something 
equally uncomplimentary. We can 
pull the ostrich act and say that our 
different and that we 
simply do not operate that way. Or 
we can turn out our pants pockets 
and make a great display of poverty 
and say that we simply can’t afford 
to spend the money. 

We can do all these things 
more—but we can’t dismiss two dis- 
tinctive about the 
tional propaganda and public rela- 
tions we see all around us. The first 
factor is that it works. In spite of all 
its imperfections, in spite of the un- 
questioned waste of a great deal of 
money and effort, sound promotion 
in this country today is selling cars 


lowbrow 


business is 


and 


factors promo- 


and and chlorophyll tooth 


to say nothing of political and 


soap 
paste 
social ideologies. The second factor 
we can’t dismiss is the repetition of 
it all 


Selling by Repetition 


didn't 
come into our language overnight, 
or by Eversharp put it 
shrewd repetition over a 
period of years and at a 
many millions of dollars. 
\merican Tobacco Company 


The “64 dollar question” 


accident 
there by 
cost of 
The 
has 
consistently spent less on promotion 
than the other major cigarette com- 
Yet “Lucky Strike Means 
is one of the best- 


panies 
Fine Tobacco” 
known advertising slogans in Amer- 
ica, and the product itself is con- 
sistently the top-selling 
brands. Repetition is selling both 
the idea and the product. 
Cola you a 
quantity for the money than many 
competitive cola drinks. But “the 
pause that refreshes’ has become a 
national pastime. And if you don't 
spell “Coke” with a capital “C’ 
these days the company lawyers will 
set you right in short order. There 
again—repetition sells the idea and 
the product. 

Consistent, repetitive promotion 
through advertising, publicity and 
public relations programs 
troduced and sold scores of strange 
ideas we 
place. Take the idea of using canned 
fruit and vegetable juices, for ex 


one of 


Coca lesser 


gives 


has in 


now accept as common 


ample. Napoleon sponsored inven 
tion of the canning process nearly 
a century and a half ago, but as 
recently as World War I canned 
juices were both rare and expensive 
Yet in Florida, I have had difficulty 
finding decent native oranges. Most 
of the crop these days is going to the 
canners for processing. 

\ generation ago telegrams were 
used almost exclusively to convey 
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bad news or for high-level business 


and government communications. 
Today a telegram is no longer a| 
novelty. We have been sold on wer} 
| 
| 
| 
| 
| 
| 


idea that it is good business and good 
manners to let Western Union carry 
a vastly-increased volume of all types 
of personal and business corre- 
spondence. 

Consider the Bell Telephone sys 
tem. A. T. & T. has no competi- | 
tion to speak of within its own field. | 
It is selling an idea and a service. 
The idea is that those shiny black | 
instruments in our homes and offices | 
ought to be used a lot more often. 
And it is also selling the idea that 
Bell system service is just about as | 
good as engineering ingenuity can | 
make it today—and likely to be| 
better tomorrow. It keeps repeating | 
those ideas again and again and| 
again. Two things have happened. | 
Most of us are using telephones more | 
often than we did only a few years | 
back. And the service idea has been | 
sold so well that the Government } 
couldn’t get the public even mildly | 
excited when it moved in on} 
A. T. & T. not too long ago and} 
shouted “monopoly !”’ 

Constant repetition of its product | 
and service story has given the Bell | 
system a backlog of sound public |} 
relations that has enabled it to} 


| 


survive recurring attacks. 


A Fundamental Principle 


\ll the companies I have men- | 
tioned are putting to work one of | 
the most fundamental principles of | 
practical public relations. It is what | 
can best be described as the principle 
of “progressive repetition.” It in-| 
volves not only having a sound story | 
and telling it effectively—it also 
involves telling that story again and 
again and again, not trying to tell 
the whole story at once, but establish- 
ing basic facts first, and building on 
those facts as the story is retold 

It is a principle that is most effec- 
tive for a company or an industry if 
it is put to work before trouble 
develops. But it can also be ex 
tremely useful in an emergency. 
Twice within recent years there have 
been dramatic uses of the principle of | 





progressive repetition to get under 
standing for a company and an 
industry that considered themselves | 
under unfair attack. 


... but your insurance 
agent can save you from 
the consequences! 


Through a single insurance policy, 

you can be protected against financial loss 
due to the loss of money and securities 
from Dishonesty, DESTRUCTION or 
DISAPPEARANCE. And it makes no 
difference whether any of these 3 D’s 
happens on or off your premises. 


Your American Surety Agent will fit this 
*3-D” policy to the exact needs of your 
business. Play safe—phone him today! 
For the best in protection— 
call your American Surety Agent! 


AMERICAN SURETY 


 Mammmammmree ore COMPANY 


100 Broadway, New York 5, N. Y. 
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of state and loc ei Be — 

throws in a) Next month, from coast to coast, 

—_ a just about every victorious candi- 
date will be required to furnish 
BOND before he can qualify for 
office — and that’s where the 
agent who is wide awake can 
really ‘‘cash in’’! 
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Read the facts — the whole story 
— about the vast lucrative BOND 
market that will be created by 
the coming elections. Write 
NOW for your free copy of this 
helpful and informative article as 
it appeared in THE HARTFORD 
AGENT. 


Hartford Fire Insurance Company - Hartford Accident and Indemnity Company 
Home Office: Hartford 15, Connecticut 
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THE BUYER and THE AGENT 


HE insurance buyer is esti 

mated to be 140,000,000 

persons. By this I mean 
140,000,000 people have a direct or 
immediate beneficial interest in life, 
casualty and fire insurance. Ap 
proximately 120,000,000 people ac 
tually pay insurance premiums of 
some sort. One hundred and twenty 
million 
tomers, however quickly you say it 


customers is a lot of cus 


Immense Sums 


What premiums do they pay? 
The following estimates are on 1951 
In round figures, life 


50% 


experience. 
accounts for over 


premium, 


insurance 
of all insurance 
billion dollars with losses of approxi 
mately four billion. Casualty is next 
with four billion in premium and 
two and three-quarters in losses 


eight 


Fire and marine run over three and 
one-half billion in premium and 
almost The total 
insurance bill for the United States 
for 1951 was in the neighborhood of 
16 billion dollars with losses approxi 
mating 9 billion. This 
billion dollars for the 


two in losses 


leaves 7 


insurance 
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R. B. GALLAGHER 
Manager, Insurance Department, 
Philco Corporation 


company, taxes, overhead and profit 
after paying the American public 
$25 million each day of the year for 
losses. Yes, the insurance buyer is 
gigantic and he spends an immense 
sum, annually, to pass the insurable 
the life 
to the professional carriers of risk. 


results of vicissitudes of 


This tremendous sum approximately 
equals the corporate income tax for 
1951, and is over half as large as the 
total of all personal income taxes 
payable for that year. 

What is the agent’s relationship 
to the insurance buyer? This de 
pends upon the nature of his account. 
To the individual householder or 
the smaller merchant he is somewhat 
in the class of the attorney or tax 
consultant, if his client believes he 
is doing a good job 


Professional Level 


To the larger buyer, it becomes al 
most a staff specialist. In either 
event, he is on a basis of professional 
intimacy. It is important that this 
intimacy be kept at the professional 
level. It must not be permitted to 
drop to the personal level. Most 
people do not like to do business 
with close personal friends, because 
of the possibility of business 
putes. Unfortunately, most people 
find they must do business with close 


dis- 


friends if they wish to avoid social 
difficulties. The wise agent follows 


ntinued on the next paae 





Buyer and Agent—Continued 


a principle I recently heard ex- 
pressed, “When people see me | 
don't want them to think of the in- 
but 
think of insurance, I want them to 
think of me.” 

Probably 
real 
Commercial solicitation from friends 
should be made only when he is 
certain he which 


surance business, when they 


an agent will have no 
trouble with personal accounts. 


has a service 


valuable to them. Too often, an un- 
qualified agent solicits an account 
without the knowledge required to 
handle it. He believes that if he 
secures the services of a special 
agent it will be unnecessary for him 
to make a personal study of his pros- 
pect-friend’s problems. 

The professional insurance buyer 
doesn’t claim to be omniscient. He 
doesn’t know everything about all 
But he is, usually, the 
world’s greatest authority on his own 


things. 
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many forms of participating contracts. 
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backyard! He doesn’t expect his 
agent to know everything about in- 
surance which is known to anyone, 
but the agent must know everything 
about insurance as it applies to the 
buyer’s problems. 

Where does the agent come into 
the picture? Who should be in a 
better position to study the insurable 
problems of his client, to advise as 
to what and how to insure? The in 
surance company’s special agent or 
engineer may be charged, generally 
wrongly, with trying to insure every 
thing from the foundations to the 
skies. An agent to the contrary, can 
have the reputation of hewing to 
the line, neither too little nor too 
much. It is his problem to select 
the company which give the 
best service. No one company does 
all things best. “Companies” are 
not inanimate. They are people, just 
like all of us. They make mistakes, 
they have preferences, they 
have phobias. The agent must know 
the market and who does what and 
why. 


will 


even 


Competition 
The 


sheltered business. 


business is a 
It has no need 
or opportunity to build an inventory 
of products which fail of public ac 
ceptance. It is never confronted with 
forced liquidation of inventory. It 
does not face the problem of diminu 


insurance 


tion of assets because of technical 
developments by competitors. It is 
free from real competition in that 
the various regulatory bodies listen 
largely to its advice in approving 
higher rates and rejecting 
rates. Its statistics permit it to 
the 
knowledge that the science of large 
numbers, often miscalled the “law 
of averages,” 


lower 


proceed on its way secure in 


is on its side. 

The buyer has none of these ad 
vantages. At any time he may see 
the value of his home destroyed by 
sudden neighborhood changes such 
in the dust-bowl. His 
inventory may lose half its value be 
cause a competitor's new model 
takes the public fancy. His invest 
ment in plant and equipment can be 
lost because of technological ad 
vancements. The graveyard of in 


as occurred 


dustry and commerce is full of the 
bones of buggy-whip and carriage 
makers. In contrast, to quote News- 
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week, May 19th, 1952, . . . “more 
than a third of Union Carbide’s 
earnings since 1939 have come from 
products which were not made com- 
mercially prior to that date.” This 
means ‘that other products, made 
by other manufacturers probably be- 
came unsaleable. 

These problems are dramatic to 
those who experience them, costly 
to all of us. The insurance buyer 
wishes the insurance business to be 
spared drastic But, 
sometimes he wonders, “How does 
the insurance business feel about the 
matter ?” 


experiences. 


For Whose Benefit 


For some reason, a peculiar mis- 
understanding appears to permeate 
the insurance business. If I appear 
to be disillusioning, I am sorry, but 

the insurance buyer does not exist 
for the sole benefit of the insurance 
business. To the contrary the insur- 
ance buyer is the sole reason for the 
existence of the insurance business. 
Despite this fact, he does not believe 
the insurance business exists solely 
for his benefit. By and large the in 
surance buyer believes the insurance 
companies, the agents and brokers, 
are a part of his life. They are en- 
titled to the same life he 
enjoys and should be limited by the 


form of 


same rules of conduct which circum- 
his existence. In short, he 
believes he is entitled to an 
break and he expects to give one in 
For example, I believe sin- 
that the 


never considers loss ratios 


scribe 
even 


return. 
cerely average individual 

Even if 
he did, he would not relate loss ratios 
to his premium cost. As a result, he 
pays little or no attention to those 
people who subscribe to the theory 
that larceny is dishonest when their 
but perfectly 
unsuspecting 


attacked, 
the 
donor is a public utility or insurance 
company. Nor the 
on the basis that discussion will di 
vert citizenry to 
the path to the left of righteousness. 


assets are 


honorable when 


do companies 


even more of our 

The same lack of reasoning does 
not obtain in commercial circles, ex 
cept in that twilight class that is in- 
clined to defraud stockholders, as- 
sociates, creditors, customers, in 
short everyone with whom it comes 
in contact. The professional insur- 


ance buyer prides himself, rather, on 
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MANY CITIES on the North Amer- 
ican continent thrive where once 
a fur trader’s post stood. Because 
elts were valued in Europe as 
high as thirty times their cost in 
the colonies and because they 
were obtained at such a risk of 
life, trading in furs was once 
the most important industry in 
French America. In fact, it might 
be termed one of the causes of 
the French and Indian Wars. 


Furs today are owned with 
no less appreciation, even 
though doy have become 
so popular. ioe deserve 
the protection which only 
a fur floater can give. 


Agents, look about you. How many thousands of dollars are 
represented in the coats, scarves, stoles, and capes which 
adorn the ladies in your town? Approach these neighbors 
and tell them about the all-risk policy you can offer them. 
Convince them insurance is the only sure way to protect 
their investments. 





the fact that his carriers make a 
profit on his business. He is willing 
to be judged by his ability to hold 
premium expense at a point which 
does not permit too much _ profit. 
He is 
than in indemnity; more interested 
in indemnity than premium expense, 
a point on which I will later en- 


more interested in services 


large. 

The insurance business, above all 
others, is built upon the premise of 
good faith. It is a business whose 


every transaction is based upon oral 
agreements which though in full 
force and effect stand unsupported 
until the formal the 
legal instrument known as “the pol- 


execution of 
icy.” Its practitioners have a place 
unique in our economy. The lawyers 
will not agree with me, but I think 
agents can 
This is perfectly 
factory if they are able to so serve 
them that they preserve the interests 


insurance serve two 


masters. satis- 


Continued on page |24) 
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THIS IS AMERICA 


... this ts your right / 


It is by far the greatest right that man, woman or 
child can ever hope to inherit. 


It is the right to elect, in company with your free 
féllow men, those who will represent you in govern- 
ment, and to sit in final judgment on the manner in 
which they administer the affairs of your country. 
This is your right, your privilege and your sacred 
duty as a citizen, be you a person of much or little 


education, of small or large possessions. In this free 
democracy of ours it is always the people who have 
the last word. 

This is America. 

May we always preserve and protect, by every means 
at our command, our precious right to vote — the 
right which insures our continuing freedom. 


Vote as you will... but vote! 


The EMPLOYERS’ GROUP Insurance Companies 


AMERICAN EMPLOYERS INSURANCE Co. 
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THE EMPLOYERS’ FIRE INSURANCE Co. 


110 MILK ST. 
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Fer all types of Fire and Casualty Insurance or Fidelity and Surety Bonds, see your local Employers’ Group Agent, The Man With The Plan 
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OME ten or twelve years ago, 

when the resurgence of public 

mterest in photography had 
reached a peak, certain vendors of 
photographic equipment used to ad- 
vertise a “candid-type” camera. This 
weasel-wording described a camera 
which looked like the popular and 
more expensive small-film fast-action 
job, but which lacked the lens size 
and shutter speeds qualifying it as 
the genuine article. It is suggested 
that today’s comprehensive general 
liability policy would be more hon- 
estly presented as the “Comprehen- 
sive-type” policy, or perhaps as the 
“Comprehensive (Well, almost)” 
policy. 


Exclusions 


Naturally, there have to be some 
exclusions in the comprehensive 
form. There must be exceptions 
drawn to emphasize the inherent na- 
ture of the form, stressing its third- 
party character, as for instance the 
reference to goods in custody of the 
assured. Where other standard 
third-party forms parallel the com- 
prehensive policy at points, there 
must be exclusions to serve as a 
boundary line, such as those pertain- 
ing to workmen’s compensation, or 
use of vehicles away from the prem 
1ses 

Exclusions of these types have 
valid motivation, but consider the 
contractual liability exception : “This 
policy does not apply . . . to liability 
assumed by the insured under any 
contract or agreement except a con- 
tract defined herein.” 

“Contracts defined herein” include 
warranties of goods; or, if written, 
easement agree- 
ments, municipal ordinance agree- 
ments; sidetrack agreements and 
elevator or escalator maintenance 
agreements. This may appear quite 
generous, until one considers the 


premises leases; 
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primary theory behind the compre 
hensive form. Its basic purpose is 
manifestly to relieve the assured of 
all ot his third-party liability (ex- 
cept where well-established parallel 
forms are equally available), yet in 
the contractual liability exclusion we 
run squarely into a flat denial of 
principle, creating at times situations 
which can cause the insured exces 
sive Why is this limitation 
necessary ? 


kk ISS. 


An official of a leading casualty 
company says “It has always been 
our thought that since so many rami 
fications could arise in the way of 
indemnification, each and every con 
tractual agreement should be 
cussed and rated separately.’ 
ultra-conservative underwriter 
no doubt agree. However, it is neces 
sary to recall that the introduction 
of the comprehensive liability form 
was a departure from the ultra 
conservative viewpoint that had ob 
tained up until its advent. The in 
suring public was led to think that 
this contract would solve practically 
all of its general and/or automobile 
liability problems. “Comprehensive” 
means just that to the layman. There 
is certainly justification on the side 
of the policyholder who complains 
bitterly that his all-inclusive wide 
scope foolproof contract isn’t going 
to take care of the trouble he un- 
wittingly assumed when he signed an 
agreement in which a “save-harm- 
less” clause shyly nestled. 


dis- 
The 


will 


They Forget 


It is all very well for the theorist 
to point out that it is up to the agent 
to see to it that the insured under- 
stands the limitations of the policy. 
This tends to ignore the thesis that 
a comprehensive policy should be 
comprehensive. Furthermore, you 


can tell most buyers all about it to 
the point of boredom, upon which 
they forget everything but the word 
‘Comprehensive. ’ 

We here a_ self-avowed 
“Comprehensive” contract which 
should have the inherent virtue of 
affording protection against all the 
things that may occur under the head 
of third-party liability claims, where 
both “accident” and injury to per- 
son or property are involved. Some 
apologists claim that the intent of 
the comprehensive form is basically 
to cover only against liability “im- 
posed by law” as opposed to liability 
imposed by contract, and that the 
extension to include certain types of 
contracted obligations was meant 
only as a gratuitous and expansive 
gesture on the part of the formula 
tors 


have 


The Door is Open 


To this may be replied, first, that 
most policyholders and many at- 
torneys feel that “liability imposed 
by law” includes liability assumed 
under contract, and second, that hav- 
ing broached the matter of contrac- 
tual liability at all, the door has been 
opened. A situation fraught with 
danger has been created, and full 
coverage must now be provided. 

In a few quarters, efforts are now 
being made to meet this problem by 
providing one form or another of 
full contractual liability coverage. A 
certain few underwriters are includ- 
ing blanket contractual in their basic 
comprehensive form ; others are issu- 
ing more or less standardized en- 
dorsements. 

A compromise device is the “Au- 
tomatic” contractual liability en- 
dorsement, probably the best from 
a rating standpoint, since it permits 
most accurate application of rates. 
There are drawbacks to this form. 


(Continued on the next page) 





Comprehensive-Type—Continued 


It tends to impose on the company 
auditor or on the independent audit 
ing service man the burden of 
identifying any and all contractual 
agreements signed by the assured 
All too the auditor isn't 
equipped by training or experience 


often, 


to recognize a “save-harmless” clause 
when he sees it. Or, perhaps he 1s 
too pressed for time, or maybe he 
lacks the assured’s co-operation. This 
the the dubious 


leaves insurer in 


purposes 
and the office we work in. 


A company, in its final essence 
brick and mortar, machinery ana patents 


considerate and courteou 


ynctr 
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but a group of people the ire 

if they are teamworkers 4 ave the 
tively helpful, they reflect the kind « m= 
insurance agent, would find it profitable to repre 


~ i i 1} ry 
snd two Casualty companies of the Commercial Union-UOcean 
ncere friendly people to do dusine 


through their personalities also 


The 


position of having granted full con 
tractual coverage for a price of ques 
tionable adequacy. 

A typical “Automatic” form now 
cautiously used by some companies 
attaches to the comprehensive gen 
eral liability policy and extends the 
contractual basically pro 
vided therein to include (1) all pur 
chase agreements, and (2) any other 


coverage 


written agreements, excluding steve 
doring operations and work on ships 
The assured must 
pany promptly after having assumed 


notify the com 


Lrueryone has a mirror-like 


known 





characteristic which i 
as Personality. In business, 
through our personality, each 
of us reflects the stan dards, 


and attitudes of our company 


not 





the 
| 
ent. 


4 and office staff of the Fire 


even 


The 


high in 


with 


tana 
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Commercial Union 


Assurance Company Ltd 


The Ocean Accident and 


Guarantee Corporation, Ltd 
American Central Insurance Co 
Columbia Casualty Company 

he California Insurance Company 
Union Assurance Society Limited 


Ltd 


British General Insurance Co 


The Palatine Insurance Company Ltd 


11 Union Fire Insurance Co 


such liability, but “inadvertent omis 
sion or such 
notice shall not operate to exclude 
the coverage.” Why not simply state 
that all such shall be 
picked up on audit and be done with 
it’ 


oversight in giving 


agreements 


Rating Methods 


Whatever its limitations, the “Au 


tomatic” form would suffice for the 
job, if policyholders could be 
suaded to the 
veloped by methods used by those 


One 


per 
pay premium ce 


favoring this form typical 
rating approach involves taking a 
percentage of the total 
sales, or in some cases, total payroll 
This be tor 
but not for others 

1 contractor special 


assured’s 


may fair some risks, 

For example, 
izes largely in public work involving 
contracts requiring heavy and com 
plete liability coverages, but not con 
“save-harmless” clauses. A 


are handled 


taining 


tew jobs tor private 
industry, where occasional contrac 
tual 


\nnual 


agreements are encountered 


sales total S600,000. One 


leading insurer demands a deposit 
of $426 for “Automatic” 
added to 
sive liability policy con 
tractual the 
assured became party during an av 


had 


additional 


contractual 
coverage the comprehen 
lf the 


which 


lew 
agreements to 
been specifically 
for 


year 
rated, the 

contractual un 
doubtedly half 


of $426, judging from flat rates pro 


erage 
premium 
coverage would 
have been less than 
mulgated for similar industrial con 
Yet, this 
approach might be entirely equitable 
for the l 
solely in private work 


tract agreements rating 


contractor if he engage¢ 


One or two independent insurers 
have adopted the “Blanket” form of 
contractual coverage 
Cheir 
simple statements to the effect that 
“all contractual lability shall be in 
cluded,” be printed as a 
part ot the standard comprehensive 
liability 
porated in an 


with apparent 


success forms are usually 


and may 


contract, or may be incor 
endorsement for at 
This should 
not imply that full contractual cov 


ore 


tachment to this form 


erage 1s carelessly red o all 


comers 
Ordinarily, a careful survey of 

each risk is made before such cover 

The method of 


age can be offered 
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rating may differ widely between 
different risks. In some cases, it may 
be found that the closest reflection 
of exposure derives from the as- 
sured’s payroll, whereas other risks 
may be more fairly gauged by taking 
total annual Even 

curity tax remittances may 


sales. social Se 

be used 
as a base, or perhaps total number 
of items manufactured. In any event, 
the annual earned premium so de 
veloped will approximate 
what would have been earned had 
contractual 


rated separately 


closely 


each agreement been 


Contracting Firms 


contractual 
offered manufacturing risks rather 


Blanket coverage is 
freely by these underwriters, but con 
tractors are approached cautiously 
However, an official of one of the 


larger independent insurers states 
that his company is not panicky about 
the 


tractual liability, and will offer it to 


dangers of full-coverage con 
almost any risk which would qualify 
for “imposed-by-law” liability cov 
whether manufacturer or con 


tractor. 


erage, 


these 
underwriters seem to make the 
point that full contractual liability 
can be afforded, and that 
it can be fairly priced by taking an 
intelligent look at the 
method or another. A prior survey is 
though 
the earned premium for contractual 
liability exposure may 
upon the final audit 


The progressive action of 
few 


coverage 


risk by one 


manifestly necessary, even 
have to wait 
Those under 
writers who fix a price on the ex 
posure by flat charge or by percent 
age of sales or payroll are guided 
by the past experience of the insured 
in engaging in agreements imposing 
contractual liability 

The quoted 
previously said that every contrac 
“should be discussed 
This is the 
ultra-conservative viewpoint as op 


company executive 
tual agreement 
and rated separately.” 


posed to the opinions of those who 
grant full coverage for a percentage 
but it might be 
a starting point if it 
weren't necessary to withhold pro- 
tection 


of payroll or sales, 
acceptable as 
from the insured while the 
going on. Business 
quickly ; are 
signed todav for work that begins 
tomorrow Detail 


discussion is 
moves agreements 


work is moun 
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tainous. What agent can promise his 
client that he will positively be on 
hand to examine each and every con 
tract ; submit all of same to a bureau 
for rating, and secure underwriters’ 
approval in time? 


Requirement of Notice 


Che suggestion has been made that 
a form of automatic coverage be ad 
vanced in which the insured is re 
quired to give notice of all contrac- 
tual agreements within thirty or 
sixty days after signing. This seems 
ineffectual Policy 
holders are bound to overlook this 
policy requirement in the press ot 


a most device. 


business ; agents would be forced to 
make regular and frequent calls as 
The underwriters would 
in many cases find themselves grant 
ing free contractual liability cover 
age for thirty or sixty day periods, 
which might include the entire per 
formance of the job for which the 
contract was signed. 

If the ultra-conservative element 
won't adopt the blanket contractual 
form, then why not as a starter offer 


reminders. 


an automatic torm carrying a nom 
nal advance premium, subject to a 
review of contracts and agreements 
at the end of the policy period 

In order to avoid the problem 
previously mentioned, involving in 
ability of auditors to determine con 
tractual exposure, it is suggested that 
the agent should be charged 
the job of identifying and obtaining 


with 


copies of all “save-harmless”’ agre¢ 
ments for presentation to the insurer 
at audit time. 

The agent already has the respon 
sibility of examining his insured’s 
contracts and agree 
ments whenever he sells comprehen 
sive general liability coverage where 
contractual liability coverage is in 
cluded. Why not let him assume this 
further responsibility? Most 
scientious agents call on each of their 
comprehensive liability 
policvholders before each renewal 
date to review the probable exposure 
for the coming vear, and it should be 
no particular hardship to review the 
past year’s batch of contracts and 


leases, other 


con 


general 


agreements at the same time. True, 


(Continued 


on the next pace) 














. + Remember the baker’s dozen? Remember how he 
tossed in a little something extra...the 13th roll... 
free, for nothing. Just to show you he thought something 
of your patronage. 

Well, General Cover does the same thing with its 
Reporting Form. It does more than a Standard Fixed- 
Amount policy. It takes to heart the man with the prob- 
lem of the fluctuating inventory. It’s the answer to his 
prayer for complete, not-too-much-or-too-little protection 
when his stock values dip or soar. 

Because ... for spending perhaps 30 minutes a month 
filling out a form he has complete and automatic coverage 
at all times. And he pays only for the amount of insur- 
ance actually required. 
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many contracting risks may enter 
into dozens or even hundreds of con- 
tracts in a given year. In such case, 
a departure from the automatic form 
would be indicated. A listing of con- 
tractual liability obligations of the 
past two or three years should give 
the underwriters sufficient data on 
which to base a sound flat annual 
premium for the entire exposure. 

As far as the manufacturer goes, 
there should be comparatively little 
difficulty in identifying his contrac 
tual liability exposure accurately 
advance to the point where a reason- 
able flat annual premium could be 
fixed. At this point, casualty com- 
pany officials will throw up their 
hands and state flatly that the aver 
age agent is incapable of undertaking 
such duty. They will point to the 
comprehensive general liability risk 
survey as a horrible example of mis 
placed reliance on agency ability 

To this it must be replied that the 
comprehensive form policies are still 
much in the minority in the files of 
the average casualty insurer, and 
that field forces can well afford to 
devote a little more time in educa- 
tional work among those agents felt 
to be unqualified in this respect. The 
agency system seems to have “mud 
dled through” rather well with the 
comprehensive forms, and the asser 
tion that it cannot cope with the 
comparatively easy task of reviewing 
clients’ contracts and picking out 
contractual liability agreements does 
not seem to be too well-founded 

The demand for full-coverage con 
tractual liability insurance seems to 
be increasing. Whether this stems 
from publicity given by the few 
sources who now write this form 
with comparative freedom, or 
whether it arises out of an increas- 
ing complexity in business contracts 
makes little difference. The fact is 
that there exists a third-party lia 
bility exposure which cannot be 
avoided if the word “Comprehen 
sive” is to mean just that. 


It must be granted that in at- 
tempting to solve this problem head 
aches will be created, and somewhere, 
sometime, an insurer is going to find 
itself with a handful of trouble in 
the way of a contractual liability 
obligation it didn’t bargain for 
However, the French say “One can 
not make an omelet without breaking 


ROYAL INSURARCE COMPANY. LIMITED » ROYAL INDEMNITY COMPANY © AMERICAN & FOREIGN INSURANCE COMPANY © THE een? weal te on ; ow 
BRITISH & FOREIGN MARINE INSURANCE CO.. LTD. » NEWARK INSURANCE COMPANY © QUEEN INSURANCE COMPANY OF AMERICA eggs, and it seems time to break a 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LTB, © GLOBE INDEMNITY COMPANY + STAR INSURANCE COMPANY few eggs and take a chance on some 


BF AMERICA © THAMES & MERSEY MARINE INSURANCE COMPANY. LTD. + VIRGINIA FIRE & MARINE INSURANCE COMPANY of them being rotten. 
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N THE proper payment of 

claims rests, to a very large 

degree, the good name and 
success of the accident and health 
insurance industry. Though the 
sales organization procures the busi- 
ness and the underwriter evaluates 
it, the claim examiner keeps it, for 
sound claim relationships are a basic 
determinate of the persistency of the 
insurance. When an applicant se- 
cures insurance he has in mind its 
maturity as a claim which means to 
him the prompt payment of money 
at the time that he is disabled. His 
attitude toward his policy, the in- 
surer, agent and the whole industry 
will depend upon the courtesy, celer- 
ity and accuracy with which his 
claim is handled. The payment of 
the claim is fulfillment of the obliga- 
tion undertaken by the insurer when 
the risk was accepted and it is the 
responsibility of all who affect the 
claim relationship to see that acci- 
dent and health insurance “in action” 
measures up to the high ideals of 
the business and the public’s expecta- 
tions of it. 


Cannot :Do Less 


Claim payments consume the 
major portion of the premium dollar. 
In discharging its claim obligations, 
the insurance company must seek and 
find the middle course between over- 
payment, with its consequence of 
higher cost to the policyholders, and 
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of underpayment which means even 
tual deterioration of the company’s 
reputation. In a business grown far 
more complex through the introduc- 
tion of very liberal types of coverage, 
this is not an easy task. The impor 
tance of claims relationships must 
continue to demand the attention of 
top company management. Upon 
proper claims administration depend 
the price that must be charged for 
the insurance protection offered 

in some instances even the solvency 
of the enterprise—and in all cases 
the public regard in which the com- 
pany and industry are held. The 
wide spread of disability protection 
has quickened the interest of govern- 





“There was no need of your fuming about 
paying my hospital bill. The insurance com- 
pany sent a check for the full amount today.” 


ATION 


ment both at federal and state levels 
in accident and health insurance. 
\ny deviation from high standards 
of performance in the payment of 
claims is quick to evoke criticism 
from supervisory authority and 
properly so. As more and more 
millions of Americans come volun- 
tarily to depend upon private forms 
of disability insurance for essential 
protection, the industry cannot do 
less than achieve the very highest 
standards of performance in dis 
charging its claims obligations. 


Peace of Mind 


The essential ingredient of acci- 
dent and health insurance, the in- 
gredient which the public buys, is 
peace of mind. Most wage earners 
can provide in their ordinary budgets 
for the small costs of very short dis 
abilities, but lost income and heavy 
medical bills cannot be budgeted 
without the help of insurance. Part 
of the insured’s peace of mind comes 
from knowing that he has insurance 
to help meet those losses ; and a very 
important part of his peace of mind 
from fair, reasonable and 
prompt settlement when he has a 
claim. It should be the purpose of 
the insurer to pay disabled policy 
holders an amount which a reason 
able and objective observer would 
consider fair under the policy and to 
make the payment in a prompt and 


continued 


comes 


n the next page) 


29 








NOW 


'The Complete Circle 
of Personal Protection) 


'|North American Fieldmen are 
jenee fo ee s Ceae 
| personal insurance— 





Life— 





To replace the breadwin-| 
ner. 


To guarantee comfortable || 
retirement. 


To provide security for the || 
youngsters. 


Accident & Health— ! 

Substitute Income during || 
disability. 

1) 

| 

Hospitalization— | 


Ready cash to help through I 
| 


hospital expenses — 
the family, too. 


Surgery— 
| 
mily Surgical || 


| 
! 


| Maybe North American can | 
|help you to build a profitable) 
| “Personal Protection” business? 


Why not ask for details of | 
North American's liberal * ‘Circle || 


| of Protection” contract. i! 
i} 


| North Americen Accident 





| ” , 
209 So. LaSalle Street, Chicago 4 
| S. Robert Rauwolf, Agency Vice President 


| I'd like to see your Circle Plan of Pro- 
tection. No obligation. 


Name 
Address 


i} Town 


| 
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Claim Relations—Continued 


manner. A fair amount 
paid grudgingly, or an argument 
over a small difference, makes a 
dissatisfied policyholder who might 
have been satisfied at the price of a 
different attitude or a very slightly 
larger payment. 


cheerful 


Accident and health insurance 
provides protection against a variety 
of hazards. In many 
difficult to determine 
tent of disability or the exact amount 
of expense for which the insured 1s 
entitled to reimbursement. The diffi- 
culty of securing the facts should not 
the objective of making a 
reasonable settlement with the least 
possible amount of “red tape” for 
the insured and his physician and 
hospital. overpayment to a 
particular policyholder penalizes 
every other policyholder, 
surance in essence is simply a shar- 
ing of risk. When claims are grossly 
overpaid the entire insured group 
suffers in the form of higher pre- 
mium rates. On the other hand, 
settlements, even if they 
average slightly more than the com- 
pany might be obligated to 
pay under the policy contracts, are 
justified if the result is a real in- 
in policyholder satisfaction. 


claims it is 
the exact ex- 


obscure 


(aross 


since in- 


reasonable 


legally 


crease 
Peace of mind can be regarded as 
a commodity for which the policy 
holder expects to pay a fair price and 
which, if not delivered, will place the 
reputation of the and of 


the industry in jeopardy 


company 


Claims Relationships 


There are many parties who af 
fect, directly and indirectly, the 
maintenance of satisfactory 
relationships. Each of them is in a 
position to exercise a beneficial or 
deleterious influence on the proper 
handling In our constant 
endeavor to improve claims relation 
attention should be 
to each of these parties: 


claims 


of claims. 


ships, devoted 


. Top management 

The attitude of the top manage- 
ment determines the claims policy 
and business philosophy of the com 
pany. If the chief executive officers 
of the insurer are diligent in initi- 
ating and implementing sound claim 
policies and programs, their attitude 


are not 
_ 


will be reflected in the activities of 
their subordinates both in the 
office and the field organization. 
The responsibility of top manage- 
ment goes that of 
enunciating policy—it includes the 
duty of periodic review to see that 


home 


beyond simply 


policy decisions are being carried 
out and that the activity of all eche 
lons of the is consistent 


with the claims philosophy 


enterprise 


The creation of a claims philoso 
phy should begin with the full reali 
that the 
must be constructed in 
a fashion that the 
vided measure up to the public ex 
pectation of 


zation policy contracts 
themselves 
such benefits pro 
sound coverage to be 
followed by satisfactory performance 
by the insurance 


quires clearly 


carrier. This re- 


worded and unam 


biguous policies which real 
protection with a 


and 


provide 
minimum of ex 
clusions reductions. It is im 
plicit in any sound claims philosophy 
that an adequate policy must be sup- 
ported by an adequate premium rate 
Every company’s approach to 
claims administration must include 
emphasis upon adequate and clear 
explanation of the coverage by the 
agent at the time of sale. The agent 
initiates the and thereby 
determines its quality. The founda 
tion for future satisfactory claims re 
lationships is laid at the time of the 
sale by a proper explanation of both 
what the coverage and 
equally what it does not provide 
Every company’s claim principles 
must recognition that 
claims personnel, whether in the field 
or in the home office, 
fully 


business 


pre Vv ides 


include a 
must be care 
selected and trained and thor 
oughly 
good claim 


indoctrinated. To become a 


man requires careful 
study and preparation, 
ity to deal with and a pro 
found interest in the work. Integrity 
is a prime requisite. The claim rep 
resentative must be keenly observant 
and an astute judge of human na 
ture. He must be tactful and diplo 
matic. He must 
knowledge of law and a speaking 
acquaintance with The 
risk classification by oc 
hazard puts upon the 
claim representative the necessity of 


a native abil 


people, 


have a_ working 
medicine. 
system of 
cupational 


knowing the working conditions and 
different 
talents and abilities 
come by. Their de 


terminology of industries 


These diverse 


easily 
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velopment warrants a well consid- 
ered program of training comparable 
to that given the field underwriter. 
Such training must be a continuing 
process in a dynamic and changing 
business. Management has the re- 
sponsibility of keeping claims per- 
sonnel informed of industry devel- 
opments that affect claims adminis- 
tration. 

The claims principles of every 
company should include some 
method for recognizing excellence of 
performance on the part of claims 
personnel who do a satisfactory job. 
It is important to the success of the 
carrier and to the maintenance of 
sound public relations that such in- 
centives be established for claims 
personnel. In establishing such in- 
centives it is necessary to have some 
definition of what constitutes ex- 
cellent performance. A claim is an 
opportunity for either a complaint 
or a commendation, and good per- 
formance involves emphasizing the 
right side of that coin. Policyholder 
satisfaction is an essential criterion 
of good performance, and it is a re- 
sponsibility of management to create 
and maintain an atmosphere in which 
the claim man will be confident that 
his work will be judged primarily on 
the basis of policyholder satisfaction. 
Executive management in establish- 
ing these incentives and methods of 
recognition acknowledges that the 
solvency and good name of the enter- 
prise depend upon satisfactory pay- 
ment of the company’s losses. 


Minimum of Litigation 

There is increasing recognition 
by all companies that when the out 
come is a foregone conclusion it is 
most unwise to litigate claims for 
the sake of litigation. The atmos 
phere of a trial is usually favorable 
to the plaintiff in an insurance case 
The allegedly disabled _ plaintiff 
versus the corporation creates sym 
pathy in both the court and jury 
The cause may not only be lost but 
the expense engendered and ill will 
resulting from the litigation will do 
no good for the company or the in 
dustry. 

Promptness in claim handling, 
both in the field and home office is 
essential. All personnel should be 
required to give the highest priority 

{Continued on page |14) 
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Nation-wide Service 
“The Agents’ Own Company” 
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Viv. WC 0) Oi 
FIRE INSURANCE COMPANY 


HOME OFFICE + SAN FRANCISCO 
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United States Branch 1863 
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United States Manager 
_ J. K. BATTERSHILL, INC. 
J. K. Battershill, President 


161 East 42nd Street, New York 17, N. Y. 
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Here is a platform everybody can understand and wholeheartedly support. But it isn’t 


enough just to give it lip-service. When you are in the woods, hold your match till it’s 
cold—then pinch it. Don't throw lighted cigarettes, cigars, or pipe ashes on the 
ground or out of car windows. Crush them out first. Drown your camp fire, then 


stir and drown again. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY «+ THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY «+ STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 





This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 





FOUNDED IN 1819, the Aetna 


Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 


THINK FIRST OF THE AETNA 











AGENTS HOLD ANNUAL MEETING 


HE National Association of 

Insurance Agents held its 

fifty-sixth annual convention 
from September 22 to September 25 
in Cleveland, Ohio. Registration ex- 
ceeded 2,000 and required four hotels 
for accommodation. The association 
now has 30,000 member agencies and 
represents approximately 150,000 
agents and employees. It thus ranks 
among the ten largest trade associ- 
ations in the country. At the 1952 
convention the territory of Hawaii 
was, for the first time, represented on 
the National Board of State Di- 
rectors. The Board of Underwrit- 
ers of Hawaii has forty-four mem 
bers. In addition, the Puerto Rico 
Association of Insurance Agents was 
represented for the third year. There 
are twenty-five members in the 
Puerto Rico association. 

The executive committee of the as- 
sociation met on the 18, 19, 20 and 
21 before the general convention was 
called into session. The night of the 
21st was devoted to showing recent 
movies concerning insurance. The 
National Board of Fire Underwrit- 
ers’ new films “Tony Learns About 
Fire,” “Fire—And Your Hospital” 
and “The Magnolia Story” were 
shown as was the Western Under- 
writers Association’s new film en- 


titled “I Take Risks.” 
Bond Manual 


The new simplified bond manual 
was discussed by J. Kenneth Cor- 
mack, chairman of the Fidelity and 
Surety Committee. Mr. Cormack 
noted that the preponderance of 
bond production is now centralized 
in the offices of the larger agencies 
who maintain specialized service or 
have ready access to the facilities of- 
fered by the bonding companies. He 
pointed out that in the difficult cir- 
cumstances that exist today, the 
agent who can offer his companies a 
full line including a volume of fi- 
delity, surety and burglary business 
will be far better off in the future 
than one who is continuing on the old 
“take-order” road, where the chances 
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are he will wind up with an un- 
balanced easy-to-write but hard-to- 
place volume of business. He recog- 
nized the past reluctance of some 
agents to actively participate in fi- 
delity and surety production on the 
theory that they are a specialist’s 
lines and therefore only the experts 
can be expected to be successful. 
Mr. Cormack showed the agents 
that there are many classes of bonds 
that can and should easily be handled 
as an every day part of their busi- 
ness. He said that the set-up of the 
abbreviated manual with its under- 
writing and handling tips, together 
with the elimination of material not 
generally useful to the average agent, 
at long last pointed the way for him 
to write his share of the bonding busi- 
ness. He suggested that an agent’s 
own portfolio of customers be ex- 
amined for eligible prospects in the 
field and predicted that the agent 
would be surprised at the number of 
potential buyers to be found right on 
the records of his own agency. The 
agent with the courage and confi- 
dence to tackle and solve the more 
difficult problems found in this field 
would, assured Mr. Cormack, gain 
greater respect in his community and 
be of real service to his customer. 
He told the agents it was high time 
they took advantage of the implement 
now available, the simplified manual. 
The philosophy of customer-ac- 
count analysis was developed for the 
agents by L. Allen Beck, C.P.C.U., 
manager of the insurance department 
of Morrison & Morrison, Inc. of 
Denver. He told his listeners that a 
familiarity with the multiplicity of 
policy forms and endorsements with 
manual rules, rate structures and 
procedures and an understanding of 
the personal or business or combined 
personal and business hazards that 
surround each client is not sufficient 
That each insurance agent must be a 
professional as well, which meant 
that he may sometimes recommend 
the coverage with the low premium 
and commission in preference to the 
higher one that has perhaps more 
claim frequency but less possibility of 


catastrophic loss. He pointed out 
that agents now have on their 
shelves merchandise of a far greater 
variety than previously existed. To 
market that merchandise, he said, the 
agent must not only know something 
of its texture, its ability to withstand 
strain and its elasticity but must 
have all the tools of his craft and 
know how to use them. 

He must know if the risk is prop 
erly classified, properly rated, what 
its loss experience is and whether it 
is entitled to and eligible for experi 
ence rating. Further the agent, said 
Mr. Beck, must know when to sell 
one of the new packages and when to 
tailor one of the old forms to fit the 
clients need. In addition to all that, 
he must have a desire to serve his 
clientele, a sense of responsibility to 
those whose premium money he ac 
cepts. That sense of responsibility, 
said Mr. Beck, builds confidence and 
the agent then has the professional 
relationship so necessary to his suc- 
cess, 


Driver Training 


The agents were addressed by Dr 
Herbert J. Stack, Director of the 
Center for Safety Education of 
New York University on driver 
training programs. He warned that 
the present emergency in the auto- 
mobile insurance situation calls for 
reduced accidents and reduced claim 
frequencies and loss cost. These, 
however, cannot be effected by wav- 
ing a wand endorsing a program or 
by bemoaning the sad state of affairs, 
said Dr. Stack. There is clear evi 
dence, he pointed out, that driver 
training programs will tend to reduce 
accidents and it is for everyone in 
the industry to get to work either 
as individuals or through their as- 
sociations and promote training pro- 
grams, 

Along the same lines Deane W. 
Merrill, C.P.C.U. of Thomas Merrill 
and Company, Newark, New Jersey 
told of the beneficial results of adult- 
driver refresher courses. He ad- 


(Continued on the next page) 
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mitted that the ultimate effect of such 
courses on adult students could not 
be directly determined. However, he 
attitude of stu 
that had 
learned about driving 
they had had 
gotten and that they would go away 
to carry 


the 
thes 


said, from the 
dents it was evident 
many things 
never known or fer 
from the class determined 
out the lessons they had learned \ 
police court judge who attended the 
he had 
trattic 
never 


course said learned many 
about 


had 


a driving 


things practices and 


ty he known. before 


sate 
ind school operator, who 


session agreed t 


came to eve ry 
publicize the among his 
students and said that he himself had 
learned a lot Mr. Merrill 


terized the education as one of the 


program 
charac 


intelligent approaches to the 


most 


problem of traffic safety and 
all other local 
similar courses 


saved one life it would be 


associations 
If as he said, eac 
well 


course 


worth the effort « Xp nded 
Committee Reports 


\ great amount of work im carry 


ing on the aims of the issociation Is 
contributed by the vat 


\s is usual, the reports of the 


commit 


Sease 
tees 
committees comprised a large portion 
of the agenda of the convention 
Maurice J. Hartson, Jr. of New 
Orleans reporting for the Property 
reported or 


Insurance Committee 


dustry. He said that the function of 
his committee should be to learn of 
improvements and changes just as 
soon as possible after they had de- 
veloped in any state or territory and 
try to see that these improvements 
are approved by the companies at 
the national level to become available 
to every state with the least possible 
delay. Discussing flood insurance he 
stated that the committee was of the 
opinion that an all-risk dwelling pol 
icy which would include flood dam 
age could secure the necessary spread 
and is worthy of further consider- 
ation 

He reported that the one-write 
policy has now been officially adopted 
and is in use in thirty-seven states 
and the District of Columbia. He 
noted that the association has offered 
its assistance in passing the legisla 
tion needed for adoption of this type 
of policy in New Hampshire and 
Minnesota. He further noted, that 
this type of policy is being considered 
in other lines and that the committee 
was in favor of its extension into 
the inland marine field 
that the committee continued to rec 
ommend to the Insurance Executive 
Association that the 72-hour limita 
tion in the additional extended cover 
age contract be eliminated, that the 
deductible be optional and that con 
combined 


He reported 


sideration be given to a 
broad form which would include all 
of the present pe rils of the basic fire 
form, the extended coverage and the 


dditional extended coverage 


Mr. Hartson also reported on the 
liberalization clause which auto- 
matically includes all extensions of 
coverage granted without charge 
during the term of the policy. While 
this clause has only been approved in 
one state, it has worked well, he said, 
and should prove useful in eliminat- 
ing the detail of endorsing many 
policies so as to take advantage of 
such liberalization of coverage as oc 
curs during policy periods. He re 
ported on a survey on business in 
terruption coverage which asked 
whether the inclusion of this cover 
age in the basic fire form might in 
duce the agent to sell and the assured 
to buy this coverage. The answer, he 
said, was most decidedly “Yes” but 
the moratorium on 
changes in business interruption 
forms no step has actually been taken 


because of 


during the past year. The subject is 
listed for attention, however, at an 
early date. 

John J. 


fire safety committee, reported that 


O'Toole, chairman of the 


the committee was hopeful that by 
1954 all or almost all calendars 
would have Fire Prevention Week 
designated in red 

Ernest 1.. Young, chairman of the 
educational committee, announced at 
the convention .new promotional 
items including a promotional dis 
play, short course school manual, 
standard measure circular and a re 
vised discussion group manual. He 
reported that 3,345 persons had en 
introductory course 


rolled in the 
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ASSETS 
Cash in banks and in office ...... 
Bonds 

United States Government 

State and Municipal ........ 

Industrial and Miscellaneous 


Preferred Stocks 
Public Utility 
DT Kcveneneaeds acesese 
Industrial and Miscellaneous ...... 


Common Stocks 
Bank 


an oan 
Publie Utility 
Railroad nen dewes med 
Industrial and Miscellaneous .. 
Fulton Fire Insurance 
Stock (wholly owned) ........ 
Agency Balances not over 90 days 
te . stetenenn Ges venseien 
Other Admitted Assets .. 


Company 


Total Admitted Assets 


and policyholders’ surplus $16,659,797 


WESTERN DEPT. 





$18,451,005 
3,098,337 


Insurance Exch. Building, Chicago 4, Ill. 


THIS COMPANY HAS PAID DIVIDENDS EACH YEAR SINCE 1853 


THE HANOVER 


FIRE INSURANCE COMPANY 


NEW YORK 38, N. Y. 


SEMI-ANNUAL STATEMENT, JUNE 30, 1952 


$ 2,529,601 


Reserve for Unearned Premiums 


20,331 
—— 21,569,763 


Reserve for all other Liabilities 


Capital .. 


Voluntary Reserve 


Net Surplus 


11,573,923 
2,382,423 


2,584,723 
4,238,350 


$49,882.210 


* Policyholders 


Total 


* Bonds and stocks valued in accordance with the requirements of the National Association of Insurance Commissioners 
On the basis of June 30, 1952 market quotations for all bonds and stocks owned, total admitted assets would be $49,734,420 


Securities carried at $1,068,403 in the above statement are deposited for purposes required by law 
PACIFIC COAST DEPT. 
340 Pine Street, San Francisco 4, Calif. 


Losses in Process of Adjustment 


Reserve for Federal and Other Taxes 


Surplus . 





LIABILITIES 
$23,044,217 
6,218,150 
625,000 
3,187 2568 
$ 4,000,000 
500,000 


12,307, 587 


$49,582,210 








which is especially prepared for use 
by newly employed agency person- 
nel. The standard course, the more 
technical part of the over-all educa- 
tional program, had an enrollment of 
5,229. The agency management 
course prepared primarily for pres- 
entation at short course campus 
schools had an enrollment of 420. 
Furthermore, 135 persons had en- 
rolled for the introductory corre- 
spondence course and 595 for the 
correspondence adaptation of the 
standard course. 

Maurice G. Herndon reported on 
the activities of the association’s 
Washington office. He explained that 
next year Congress is expected to 
consider an investigation of automo- 
bile accidents and the increasing au- 
tomobile insurance rates and also to 
investigate alleged tie-in sales of fire 
and casualty insurance in New York. 
He reported that a. plan to allow tax 
deductions on certain money con- 
tributed by a self-employed to his 
voluntary retirement plan is now be- 
ing studied by tax experts of the 
U. S. Treasury. Furthermore, he 
predicted that a considerable easing 
of F.H.A. insurance bid require- 
ments on public housing projects 
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should develop within the next sev- 
eral months. On Wednesday the new 
officers for the following year were 
elected and the annual presentation 
of awards made. The new officers 
are: 

President, Walter M. Sheldon 
(Chicago, Ill.) and vice president, 
E. J. Seymour (Monroe, La.). Mr. 
Sheldon was formerly vice presi- 
dent and Mr. Seymour a member of 
the executive committee. Elected to 
the executive committee were: 
Joseph A. Neumann (Jamaica, 
N. Y.), Ralph D. Callister (Salt 
Lake City, Utah) and Kenneth Ross 
(Arkansas City, Kansas). Ap- 
pointed to the executive committee 
were: Robert E. Battles (Los An- 
geles, Calif.), Robert Maxwell 
(Texarkana, Arkansas) and Louie 
E. Woodbury, Jr. (Wilmington, 
mn. (.}. 

Eight member agents were hon- 
ored by president J. F. Van Vechten 
for bringing prestige and credit to 
the American Agency System dur- 
ing the past year through eminent 
accomplishments in their business, 
civic or personal life. Presidential 
citations were awarded to: J. L. 
Ashton, Milwaukee, past president 


\ssociation of 
Robert E 
president, 


Wisconsin 
Insurance Agents; 
Battles, Los Angeles, 
California Association of Insurance 
Agents; Arthur B. Fair, Natick, 
Mass., state national director, Massa- 
chusetts Association of Insurance 
Agents and chairman of the NAIA 
Legislation Committee; Ralph W. 
Howe, Richmond, Va., co-chairman 
of the NAIA Comprehensive War 
Projects Rating Plans Committee ; 
Emil L. Lederer, Chicago, chairman 
of the Metropolitan and Large Lines 
Agents Committee ; Melvin J. Miller, 
Fort Worth, Texas, immediate past 
president of the NAIA; T. K. Rob- 
inson, Memphis, Tenn., chairman of 
the NAIA Practices Committee ; and 
William E. Webb, Jr., Statesville, 
N. C., president of the North 
Carolina Association of Insurance 
Agents. 

At the conclusion of the conven- 
tion, it was announced that Walter 
H. Bennett was retiring as general 
counsel of the association. Mr. Ben 
nett served the association for 33 
years and following his retirement 
will write a comprehensive history of 
the National Association of Insur- 
ance Agents. 


of the 





@ There's no halfway feeling about fire and its resulting 
destruction with an expert fire protection engineer ...he ac- 
tually hates to see a little fire roar into a raging inferno and 


create a sizeable loss. 
man This personal sense of responsibility is inherent with 
C-O-TWO Fire Protection Engineers...a definite plus in 


your behalf. Whether its fire detecting or fire extinguishing 
...portables or built-in systems...C-O-TWO means top 


e quality backed by experienced engineering that results in 
Wi | a operating superiority for you at all times. 
With C-O-TWO Fire Protection Equipment, simplicity, 


practicability, longevity and minimum maintenance are 
built-in features that guarantee fast, positive action the in- 
stant fire strikes. Furthermore, extensive manufacturing 
and field installation skills, together with approvals such as 
the Underwriters’ Laboratories, Inc., Factory Mutual Lab- 
oratories, Armed Forces and Government Bureaus assure 
you of the finest in modern fire protection equipment. 


Rushed production periods and future expansions are 
some of the many problems carefully considered in a plant- 
wide firesafety recommendation by C-O-TWO Fire Protec- 
tion Engineers ...the prime objective always being the best 
type fire protection equipment for the particular fire 
hazard concerned. 


WHEN BUSINESS STOPS... INCOME STOPS! 


Don’t take chances with your investment. Secure the benefits 
of highly efficient fire protection engineering today ...our 
extensive experience over the years is at your disposal with- 
out obligation. Get the facts now! 


€-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 
Squeez-Grip Carbon Dioxide Type Fire Extinguishers C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. ° TORONTO S ° ONTARIO 


Ory Chemical Type Fire Extinguishers : : nei iti p 
Gulthte Wah Geammate enh tan Peatenle Gothen Glatie Sales and Service in the Principal Cities of United States and Canada 


Type Fire Extinguishing Systems F 
Built-In Smoke and Heat Fire Detecting Systems AFFILIATED WITH PYRENE MANUFACTURING COMPANY 








HUMAN FACTORS IN HIGHWAY SAFETY 


HE following is a presenta- 

tion, in summary form, of a 

three year research program 
on human factors in highway trans- 
port safety. It was conducted by 
Dr. McFarland, project 
director of the department of in- 
dustrial hygiene, Harvard School of 
Public Health for the National As- 
sociation of Automotive Mutual In- 
surance Companies. The results are 
divided into four sections: the selec 
tion of drivers, human maintenance, 
the design of equipment and operat- 
ing practices. 


Ross A. 


Intelligence Level 


As a result of standard test pro- 
cedures it is recommended that 
drivers be chosen for intelligence 
so as to exclude those with execu 
tive ability, and also those who do 
not learn quickly and who can not 
make accurate emergency decisions 
This includes persons who are capa 
ble of being upgraded to staff and 
supervisory positions. In regard t 
temperament, it is recommended 
that attention be given to choosing 
the man who shows little variation in 
mood, low susceptibility to anger and 
who appears to be quiet in manner. 
Interest levels should he typically 
below average except in social serv- 
ice and in the mechanical interest 
traits. If the job requires record 
keeping the clerical interest should 
be present to some extent. The diffi 
culty of strong interests is the possi 
bility of preoccupation with other 
matters while driving. The results 
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DR. ROSS A. MCFARLAND 
Harvard School of Public Health 


should be analyzed for the purpose 
of developing a test to help to elimi- 
nate the accident prone driver can- 
didate. 


The Detection of Accident Repeaters 


Problem: To analyze the concept 
of accident “proneness” and to de- 
velop a method for detecting accident 
repeaters before they are employed 
and to prevent recurrences of minor 
or major accidents during employ- 
ment. 


Procedure: The first step in this 
study was to determine whether cer- 
tain drivers were having a larger 
number of accidents than others in 
comparable positions in various com 
panies. The next step was to match 
those having repeated accidents with 
drivers of similar age, exposure and 
other variables who were free of 
accidents. The final step was to ob 
tain information from public and 
private records of a sociological and 
psychological nature, such as juve- 
nile and adult courts, public health 
and venereal disease clinics, various 
social service agencies and credit 
bureau ratings. 


Results: 1. The accident records of 
many drivers within specific com- 
panies indicated that a small percent 
of the drivers tended to account for 
more of the accidents than chance 
alone would indicate and when ex- 


posure was controlled. 2. In a pre- 


liminary study of Dr. W. A, Till 
man, it was observed that drivers 
with a high accident frequency in 
the general population tended to have 
poor records in the various items 
mentioned above. He found, for ex 
ample, that sixty-six percent of the 
accident repeater drivers had a rec 
ord of antisocial behavior in com 
parison with nine percent of low 
accident drivers. Dr. Tillman con 
cluded that accident prone drivers 
can be detected by their living habits 
since a man drives as he lives. 3. In 
the city of Cambridge, three large 
trucking concerns asked to 
supply the names of two groups of 
drivers-—one accident free and the 
other having repeated accidents. The 
identity of each group was unknown 
to the research staff. The informa 
tion mentioned above was then ob 
The safety directors were 


were 


tained. 
then told which group had the high 
est accident rate. The results were 
correct in each instance. 4. A mort 
comprehensive study was then un 
dertaken with larger groups based 
on a detailed method of matching 
outlined below. The trend of the re 
sults was the same as in the pre 
liminary studies 


Application and Termination Records 


Purpose: 1, To describe the use of 
employment blanks in the sele 
tion of truck and bus drivers 

2. To evaluate records relating to 
the termination of employment 


ntinued +h next paae 





Highway Safety—Continued 
Procedure: Relevant information 
from the files of sixty operating 
truck and bus fleets were analyzed 
with regard to 746 driver applicants. 
Termination records were similarly 
studied 


Results: 1. In 34 percent of the ap- 
plication blanks one or more facts 
of major importance in the per- 
sonal or employment history were 
omitted 


2. In only 348 instances was the 
driving record of the applicant 
checked as a part of the employ- 
ment procedure. 

In 203 instances, or in 58 per- 
cent of the motor vehicle records 
for the drivers who were checked, 
unfavorable histories were discov- 
ered. 

Termination records fall in three 
classes: one third of the separa- 
tions are listed as “lack of work,” 
one third resign for various rea- 





NATIONAL FIRE 


PREVENTION WEEK 


OCTOBER S-Ih 


ROLLEI 


OCTOBER 1952 














Sure—Fire Prevention Week is a grand 


But 


idea! 


what about the other 51] 


weeks? Fire prevention, like any 


other safety measure, has to operate on a 


year-around basis to be effective. 


Why not stress it regularly in the community safety program 


sponsored by your agency? Highlight a specific fire problem 


each month: hazards at home, in industry, in public places; 
seasonal hazards; special hazards. The Zurich-American Safety 


Zone film, “The Firebug} can give you many helpful ideas and 


also stimulate the year-around program. 


The better the program, the better your loss experience—and the 


greater your gain in prestige and good will for a community 


job well done. 


AURICH- 
IMERICAN 


INSURANCE COMPANIES 


Zurich General Accident and Liability Insurance Company, Lid. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 


135 S. LA SALLE ST., CHICAGO 3, 


ILLINOIS 


sons, and one fourth are fired, al 
though the files seldom record the 
real reason for the termination. 


Recommendations: (1) Require that 
all information requested in the em- 
ployment blank be supplied, (2) 
check all the references, (3) check 
with the previous employers, re- 
questing a telephone call for informa 
tion that a correspondent may not 
wish to record, (4) secure the driv- 
er’s motor vehicle record from the 
state. Give considerable weight to 
the record of operating passenger 
vehicles. This is more significant 
and useful than the record in com 
mercial operation. (5) Give a road 
test in traffic to study driving habits, 
(6) employ on a thirty day trial 
basis, (7) keep permanent files on 
all driving employees 


Selection Methods for the Control 
of Accidents 


Problem: To determine the major 
difficulties in selection programs as 
revealed by accident reports, psycho 
logical test results, previous employ 
ment histories, medical examination 
records, personal interview data and 
personal information supplied by 
supervisors, 


Method: Accident reports were an 
alyzed to determine accident causes 
in selected truck and bus companies 
Psychological tests were surveyed 
and analyzed, previous employment 
history was checked, special inves- 
tigation was made on accidents in- 
volving high property damage and 
personal injury. Medical examina 
tions were item analyzed and inter- 
view data from driver supervisors 
were obtained. These data were sepa- 
rately analyzed in order to make 
recommendations for improving the 
selection program for accident con- 
trol. 


Recommendations: (1) A history of 
accidents on previous employment is 
highly significant in predicting acci 
dents in later employment. Of even 
greater value is the record of private 
passenger vehicle operation. Special 
attention should be given to the acci 
dents if they occurred within a short 
period of time or if they appear to 
involve a loss of consciousness. If 
termination from previous employ- 
Continued on page 132 
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MONTHLY FIRE 
LOSSES 


HE National Board of Fire 
Underwriters reports that fire 

losses in the United States during 
\ugust were estimated at $56,462,- 
OOO. This is an increase of 1.9% 
over losses of $55,416,000 reported 
for August, 1951 and a decrease of 
8.5% from losses of $61,675,000 for 
July, 1952 

Losses for the first eight months 
of 1952 now total $522,790,000, an 
increase of 5.6% over the first eight 
months of 1951, when they 
amounted to $495,077 ,000 

These estimated losses under fire 
insurance policies include an allow- 
ance for uninsured and unreported 
losses 

1950 1951 
September $ 45,922,000 $ 53,398,000 
October 49,953,000 54,660,000 
November 55,790,000 60,064,000 
December 66,820,000 68,206,000 
1951 1952 

January 68,686,000 74,155,000 
February 69,136,000 69,925,000 
March 71,507,000 72,254,000 
. . eer 62,965,000 67,380,000 
May ; 58,744,000 62,354,000 
June 56,403,000 58,585,000 
July : 52,220,000 61,675,000 
\ugust 55,416,000 56,462,000 


Totals . $713,562,000 $759,118,000 


MOTOR VEHICLE 
DEATHS 


1950 195i 1952 
January . 2,47 2,820 2,650 
February 2, 2,350 2,630 
March 2,48 2,730 2,730 
April 2,62 2,610 2,610 
May 2,75 2,820 3,160 
June .... 2, 3,070 3,010 
July 3, 3,150 3,210 
\ugust 3, 3,460 3,770 
September 3,2 3,580 
October vie 3,55 3,720 
November 3,2: 3,500 
December a 3,490 


Total ......... 35,000 37,300 23,770 


ACCIDENTAL 
DEATHS 


Seven Months 

1952 1951 Change 
ALL TYPES*. 53,900 52,400 
Motor Vehicle 20,000 19,550 
Other Public... 9,200 8800 
Home 16,900 16,400 
Occupational 9,200 9,000 


* The total for all types does not equal the sum 
of the four succeeding totals because deaths 
from occupational-motor-vehicle accidents are 
included under both headings. 
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a complete quide for accident prevention, ‘ire control 
t it and Itation Products and Equipment 
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THEY ALL NEED THE 
DIRECTORY information. BEST'S SAFETY AND MAINTENANCE DIREC- 
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BEHIND 


BUT IT'S SO 


PPLESAUCE,” says Dorothy 
Arndt, of West Bend, Wiscon 
sin, when questioned as to the cause 
of her disability. It appears Dor 
othy was cooking applesauce and in 
the process some splashed on her 
arm which resulted in an infection 
first, followed by a blister, then an 
other infection, followed by an in- 

surance company claim check. 
National of Detroit 


Agents’ Record 


PROPANE GAS 


HE farm fire hazards of pro 
pane as a motor fuel are now 
being more clearly recognized. Pro 


pane motor fuel, a liquefied petro 


leum gas, is being used more and 
fuel for farm 
and also for motor busses and trucks 


more as a tractors, 
Its danger for farmers comes from 
and care 

Any leak 


cause a 


faulty tractor installations, 
less storage and handling. 
fuel 
fire or explosion. All 


in the system may 


sudden pro 
pane tractors should be equipped 
with a “bang-switch” which will re 
shut off the flow 
stantly in an emergency. 
switch is 
trolled electric 
propane cylinder, which shuts off 


of fuel in 
A “bang” 
remotely 


motely 


merely a con 


solenoid valve on the 
the fuel when touched or “banged” 
by the operator 


Dale K 


Insurance 


Auck, Feder 


Companies 


Mutual Fire 


ation of 


HIGH SETTLEMENT 


N EIGHT 


suffered severe injuries, includ 


year old girl who 
ing loss of an arm from picking up 
a high-voltage wire 
$93,000 in Minneapolis 


awarded 
district 


was 


court. 


10 


HUNTING SEASON 


1. Never hold or place a gun so 
that it points toward yourself or 
any other person. 

2. If it is necessary to examine the 
interior of a gun barrel, always look 
into the breech end and never into 
the muzzle. 

3. Loaded guns should never be 
carried in an automobile, wagon, 
boat (except when hunting from a 
boat), nor any other conveyance. 

4. Never grasp a gun by the bar- 
rel to lift it or to draw it toward you 

take hold of it near the breech. 
5. When loading a gun be sure 
to point it away from any person 
near by. 

6. Before picking up a gun be 
sure that nothing is caught on the 
triggers or hammers. 

7. Never pull a gun through a 
tence. 

8. Don’t leave a loaded gun lean 
ing against a tree or a fence or lying 
on the ground. 

9. Before loading a gun, look into 
that the 
obstructions 
Make a similar inspection if the gun 


the breech to make sure 


barrels are free of 
has fallen on loose soil or into mud 
or snow 

10. When carrying a shotgun or 
a rifle, keep the 
at half-cock, according to 
Carry the 
gun with the muzzle pointed down 
and slightly to one side. 

11. When an object is seen indis 
tinctly, hold your fire until you are 
sure that it is a game bird or animal 
ind not a human being. Don’t shoot 
if a house, barn or other building 
is in the line of fire. 

12. Be careful of misfire. Count 
fifteen before opening or lowering 


“safety” on, or the 
hammers 
the type of mechanism 


the gun. 


From Safety Information published by the 
Royal-Liverpool Insurance Group 


LOSSES 


THREE OF A KIND 


WORKER was removing a 
from a cleaning tank. 
He was wearing gloves which had 
been with soap. As he 
pulled the screen out of the tank 
it slipped from his hands, fell on 
his foot and broke a toe. 

\n electrician removing a 
door from an operating panel. The 
metal door got away from him and 
he also suffered a fractured toe. 

A man was unloading cross-ties 
from a railroad car. The final tie 
was against the side of the car and 
as he attempted to slide it into a 
position where he could apply the 
tie-hook, it turned over and crushed 
his big toe. 


screen 


ce »vered 


was 


All were relatively minor injuries 
but the elimination of such injuries 
is so simple. Safety shoes are easily 
available, no more expensive than 
ordinary work comfortable 
and attractive 


From Safety Information published by the 
Roval-Liverpool Insurance Group. 


shoes, 


COURTESY AND 
CONSIDERATION 


RIVERS who have operated a 
car for ten years or longer 
without an accident have an import 
ant thing in common. They are 
courteous and considerate of others 
who use the highway. An analysis 
recognized by the Institute for Safer 
Living of the American Mutual Lia 
bility Insurance 
that in more than two-thirds of all 
traffic accidents involving fatalities, 
a discourteous act the 
principally responsible for the acci 
dent. 


Company shows 


was factor 
Discourteous driving in one 
form or another 
estimated 25,000 
deaths each year. 


accounts for an 
motor vehicle 
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WITH WAXES CONTAINING ANTI-SLIP ‘““LUDOX’“’ 


Anti-slip Du Pont ““Ludox”’ gives floor wax a unique 
snubbing action. When your foot hits the floor, 
tiny, hard particles of “‘Ludox”’ are pushed into 
larger, softer wax globules. This causes the foot’s 
forward-moving energy to be absorbed quickly and 


safely —helps keep the foot from slipping. 


Besides giving far safer footing, floor waxes im- 
proved with “Ludox’’ have extra hardness. And 
along with these outstanding advantages, all the 
basic qualities of gloss, water-resistance, freeze- 
resistance, and leveling are maintained in properly 


030% AnaDIVer?3a77 


Better Things for Better Living 
---through Chemistry 


formulated waxes. 


Many safety and sanitation engineers now spec- 
ify waxes made with “Ludox.”’ And even if yours 
is the exceptional case, a wax made with “Ludox”’ 
should fit your needs. A variety of formulations is 


available for business, industry, and institutions. 


Ask your wax supplier to show you his waxes 
containing anti-slip ““Ludox.”’ Or write for more 
information today. E. I. du Pont de Nemours & Co. 
(Inc.), Grasselli Chemicals Dept., 4147-B Du Pont 
Bidg., Wilmington 98, Delaware. 
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INTENSIVE SAFETY 
CAMPAIGN 


HE Citizens Traffic Safety 

Board, Inc., a civic organization 
to combat high accident frequency 
and traffic congestion, has been 
formed in New York City. The 
Board’s aim is to develop a program 
of modern, streamlined, progressive 
traffic safety and control. 

In listing its specific targets for 
action, the Board has grouped them 
under four headings ; street and traf- 
fic engineering, education and public 
information, police and court en- 
forcement, and licensing, legislation 
and motor vehicle administration. 

The Board’s traffic reform pro 
gram is as follows: 
Street and traffic 
peditious, efficient and safe use of the 


enginecring—ex- 
city streets for private, public, com- 
mercial, business, professional and 
recreational purposes, through the 
application of modern engineering 
methods in a citywide program of 
traffic planning and control. Spe- 
cifically : 
1. Sign and signal modernization 
2. Parking control. 
3. Off-street parking facilities 
4. One-way traffic. 
5. Speed zoning. 
. Traffic channelization and pave 
ment markings. 
Feeder streets, through streets, 
expressways. 
School crossing protection and 
the operation of schoolboy safety 
patrols 


Education and public information 

Improvement of driver and pedes- 
trian attitudes and practice and 
removal of public apathy and dis- 
interest in the city’s traffic safety 
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problem, through organized selective 

educational programs and the use of 

all possible media for keeping the 

public fully informed. Specifically, 

expansion of or improvement in: 
High school driver education. 
Pedestrian education. 
Adult driver education. 
Driver clinics. 

. Elementary, secondary 

safety programs. 
Mass _ education, all 
media. 

7. Commercial driving schools. 


school 


publicity 


Police and court enforcement—Pro- 
tection and regulation of vehicular 
and pedestrian activity through the 
application, in a co-ordinated system 
of police and court control, of the 
best known practices and techniques 
of traffic law enforcement. Specifi- 
cally : 

1. Support constructive police de- 
partment programs. 

2. Enforced parking restrictions. 

3. Police officer traffic training. 

4. Improved traffic and pedestrian 
regulations and speed control. 
Co-ordinated area uniform en 
forcement. 

Adoption American Bar Associa- 
tion traffic court program. 


Licensing, legislation and motor ve- 
hicle administration—Definition and 
regulation of the responsibilities and 
privileges of drivers and pedestrians, 
and appropriate legal requirements 
for vehicles through progressive leg- 
islation and the exercise of modern 
vehicle administration. Specifically : 
1. Modernized traffic regulations. 
2. Periodic motor vehicle inspection 
3. Police, court and motor vehicle 
department co-ordination in 
driver re-examinations, license 
suspensions and accident investi- 
gations, reporting and analysis 


FIRE FILM 


NEW motion picture film for 

training hospital staffs in fire 
emergency programs has been pro- 
duced by Audio Productions, Inc. in 
consultation with the National Board 
of Fire Underwriters and the Amer- 
ican Hospital Association. Called 
“Fire and Your Hospital,” it em- 
phasizes the importance of hospitals 
developing emergency plans to pre- 
vent possible disasters and cooperat- 


ing with local fire departments in 
such plans 

It is the feeling of insurance en- 
gineers, that if hospital staffs and 
employees are given a good organi- 
zational plan and instruction on how 
to act in emergencies, the possibili 
ties of serious fires, panic and loss 
of life will be materially reduced 
The theme of the film was developed 
to show how an emergency plan 
works under fire conditions. 

Prints in 16mm black and white 
are available for purchase through 
NBFU’s Film Library, 13 East 37th 
Street, New York, New York. 


PORTABLE FIRE 
EXTINGUISHER 


ANDOLPH LABORA 
TORIES, INC. has produced 
a new, portable twelve pound carbon 
dioxide fire extinguisher with 20% 
additional fire fighting capacity. It 
is a compact, lightweight unit, only 
11 inches wide and 24 inches high 
Designed especially for the average 
employee, it features a thumb-trigger 
release, and a new, lightweight, nine 
ounce nozzle, assuring finger-tip aim 
With no valve to turn or regulate, 
the unit gives panic-proof protection 
The extinguisher contains twelve 
full pounds of non-toxic, non-dam- 
aging carbon dioxide, and is espe- 
cially adapted to smother flammable 
liquid and electrical fires. It is ap 
proved by the Underwriters’ Lab- 
oratories, and in tests stopped a two 
gallon, sixteen foot gasoline fire in 
just eight seconds 
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FINANCIAL STATEMENTS DECEMBER 31, 1951 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Serples to 
Capital Assets (except capital) Policyholders 


$12,275,000. $108,470,990. $61,257,086. $47,213,904. 


Companies 


Firemen's Insurance Company of Newark, N. J. 
Organized 1855 


Girard Insurance Company of Philadelphia, Pa. 1,000,000. 10,711,510. 6,979,138. 
Organized 1853 
National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 10,476,694. 6,617,586. 3,859,108. 


Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 
Organized 1852 
The Metropolitan Casualty Insurance Co. of N.Y. 1,500,000. 36,291,676. 27,904,445. 


Organized 1874 


3,732,372. 


2,000,000. 28,159,650. 17,868,349. 10,291,301. 
8,387,231. 


42,686,336. 33,078,793. 9,607,543. 


Commercial Insurance Company of Newark, N. J. 2,000,000. 


Organized 1909 


Royal General Insurance Company of Canada 100,000. 433,385. 6,568. 426,817. 


Organized !906 
Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place PACIFIC DEPARTMENT 


Newark I, New Jersey 220 Bush Street 
San Francisco 6, Calit. 


WESTERN DEPARTMENT 
120 So. LaSalle Street 
Chicago 3, Illinois 

qTaAl S70. 


J 
SOUTHWESTERN DEPARTMENT BY Standard FOREIGN DEPARTMENTS 
912 Commerce Street ¢ egg 102 Maiden Lane 
Dallas 2, Texas “Any ins8™ New York 5, New York 
206 Sansome Street 
CANADIAN DEPARTMENTS Son Francisco 4, Calif. 


800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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You Can’t Afford to Guess 


Close your eyes. Can you recall every object you own? 


If not, we advise you to read this article 


T WAS bitter cold the night the 
Smiths’ garage burned, but Jim 
Smith was cheered by two good 
breaks. The wind blowing 
away from the house, so the house 
was spared. And Jim knew he had 
plenty of insurance to cover the loss 


was 


Jim was right; he did have plenty of 
insurance. Yet the Smiths collected 
far less than they lost, because they 
made a mistake that anvone might 
easily make. In listing what they had 
lost, they forgot something 

The Smiths’ policy covered both 
the contents of their house and every 
thing they had stored in their garage 
So they collected for their porch 
furniture, for their summer rugs, 
and for their garden tools. But they 
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completely forgot about two large 
cartons of summer clothes stored in 
the garage; they didn’t miss them 
until the weather turned warm 

It’s amazing how easily you can 
forget things as familiar to you as 
the contents of your own home. If 
think the Smiths’ oversight 
couldn't happen to you, just close 


you 


vour eyes and try to recall exactly 
what is in your living room. Use 
any system you prefer. List objects 
around the room from left to right ; 
make a note of the big pieces first 
and the small items later; or visual 
floor, 
tabletop, wall, and ceiling. Take as 
long as you like; but when you open 
your eyes and look around, you'll 


ize the room at various levels 


find you forgot something. Maybe 
it Was a picture, tapestries, draperies, 
or the contents of table drawers or a 
built-in cabinet. Possibly you over- 
looked something big that was out 
in plain sight. No one recalls every 
thing. 


But remember, if you have a fire, 
cannot possibly be paid for 
something you forget to claim. And 
in order not to forget, you need an 
inventory. Insurance adjusters know 
from sad experience how unsatis- 
factory it is to try to take an in 
ventory after a fire. Here’s what 
\lan Wikman, one of the veteran ad 
justers at the General Adjustment 
Sureau, says: “The householder 
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GOOD POLICY 


... to anticipate your clients’ 
needs: New car, increased in- 
ventory, plant expansion, 
appreciation of values, new 
construction, etc. Maintain 
contacts; develop friendly 
news-sources; watch local 
newspapers. 

One of a series of Helpful Hints 


from Successful Agents. Watch 
this column for more. 


and it’s a 
GOOD POLICY 
that bears this seal 


a progressive, agency-minded 
Company of unquestioned fi- 
nancial stability, nationally- 
known for prompt, capable, 
friendly service. 


PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


HOME OFFICE + SAN FRANCISCO 
FOREIGN DEPARTMENT + NEW YORK ANO 
SAN FRANCISCO 

EASTERN DEPARTMENT 
WESTERN DEPARTMEN 
SOUTHERN DEPARTMENT + 


INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 


Can't Afford to Guess—Continued 


with an inventory knows what was 
lost, knows that he is getting a fair 
deal, and usually has enough insur- 
ance. The others unfortunately are 
the vast majority. I try to remind 
them of things they may have for- 
gotten, but they’re sure to overlook 
something.” 


Tax Deduction 


An inventory can help you reduce 
your fire loss even if you don’t have 
any insurance at all. You can take 
a deduction on your income-tax re- 
turn for any loss you don’t get back 
from an insurance company. And at 
today’s high tax rate, that can be 
a substantial amount. But the gov- 
ernment, like the insurance com- 
pany, wants some proof of the loss 
you claim. That is why a good in- 
surance adjuster won't let you stop 
when you have listed enough items 
to warrant his paying you the entire 
value of your policy. He'll urge you 
to make the list of your losses com- 
plete; then, when the government 
tax bureau asks him about your de- 
duction (as it frequently does), he'll 
have all the figures in his report. 

Some people figure that they have 
such a small policy they’d be sure 
to remember enough to collect the 
limit. That may be true, but if you 
had a better idea of how much you 
stood to lose, you might decide to 
increase your insurance 

\nother frequent excuse for pro- 
crastination is that inventory taking 
is a difficult job and takes a long 
time. It needn’t. An inventory can 
be easy, quick, even fun if you take 
it the modern way—with a camera 
or a voice-recording machine. 

You don’t have to be a whiz with 
a camera to take a camera inventory. 
The simple snapshots required can 
he taken by anyone with any kind of 
camera, old or new. If your family 
does include a_ shutter-bug who 
wants to turn inventory taking into 
an art project, so much the better 
Many a simple inventory has turned 
into a beautiful album of home in- 
teriors that will serve as a happy- 
memory book. But a word of warn- 
ing is needed: If your camera 
wielder has a wild-eyed gleam, don’t 
forget to check him on practical 
matters. Make sure he gets views 


of every part of every room. And 
be sure to get a complete extra set 
of prints for storage off the premises, 
so your inventory won't burn up if 
your house and photograph album 
do. 

The photo-inventory job is easiest 
to do with a camera equipped for a 
synchronized flash. Then you don’t 
have special problems with lighting 
or exposure; all you do is walk 
through the house and snap pictures 
from various angles in each room 

However, if you do not have a 
flash gun, you can take time expo- 
sures. Don't try to hold the camera 
while you take a time exposure ; you 
won't be able to keep it steady, and 
camera movement will blur the pic- 
ture. Use a tripod if you have one; 
otherwise place your camera on a 
chair, table, or other solid support. 

Instructions about lighting and 
length of exposure come with the 
film or camera, so you'll probably 
have no trouble. But if you have 
never taken a time exposure before, 
take and develop a few shots before 
you take the whole house. If your 
first prints are poor, you can get 
advice from your photo dealer 


Plan Your Shots 


Plan your shots carefully. Re 
member that the purpose of your 
pictures is to provide, or to supple 
ment, an inventory. For objects you 
consider especially valuable (such as 
paintings, antiques, or small objets 
d'art), take individual closeup shots 
that will help establish the objects’ 
value if they should be lost. If your 
camera is a simple one, you may need 
to buy a special close-up attachment 
This is inexpensive and easy to use, 
and will help your picture show 
everything but sentimental value 
(Sentimental value can't show up 
in your claim anyway. To the in 
surance company, no object is worth 
more than its replacement cost. ) 

You can photograph such things 
as silverware with no bother by 
snapping it when you have it out for 
cleaning. But don’t try to take pic 
tures of all the contents of every 
drawer and cupboard. The impor 
tant thing is to show what you do 
take well enough to remind vou of 
all you own. Without a picture you 
might not remember how many 


drawers that highboy had. But a 
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photo revealing that it had ten 
drawers will usually also remind 
you of what was in them. 


Remember unlikely spots. Cellar, 
attic, kitchen, and storage closets 
may not be photogenic in the usual 
sense ; but even the contents of the 
broom closet can mount up in value, 
especially if you store a vacuum 
cleaner or a floor polisher there. An- 
other tip: Don’t take inventory while 
you're shifting summer and winter 
things or you may duplicate some 
items and omit others 

When your prints are complete, 
reconstruct the house with them. 
Compare the pictures to the house 
right through from cellar to attic to 
make sure that you didn’t skip some 
area and that all the shots came out. 

lf you want a minutely complete 
inventory, you may have to record 
some objects by other methods. 
Garment and linen closets and bed- 
room bureau drawers don’t yield 
their full story to the camera. But 
you still won't have to resort to old 
fashioned paper and pencil if you 
have recording equipment at home 
or can borrow an office dictating ma- 
chine for a weekend. 

If you are working with a mike 
on a long cord, you can walk around 
each room and take a complete in- 
ventory. To increase your accuracy, 
in each room start at the same side 
of the door and work around the 
room to the other side of the same 
door 

Less mobile equipment may be a 
little more trouble, but it is excellent 
for registering the contents of 
bureaus, closets, and storerooms 
You can do the job just about as 
fast as you can speak; but follow 
these steps to keep your inventory 
concise: Stack and count similar 
items before you begin to dictate; 
describe each item briefly but clearly ; 
wherever possible, include approxi- 
mate purchase date, source, cost, and 
present condition. 

If you can get someone to tran- 
scribe your recorded inventory, 
you'll find it nice to have a copy to 
refer to. But this isn’t necessary for 
insurance purposes. Keep the in- 
ventory room by room, and label 
each recording plainly ; then store the 
recordings off the premises so they 
won't be destroyed by the very fire 
that would create a need for them 
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Fashioned protective 
coverings worn to repel 
physical thrusts. 


1952 


is the National Surety agent whose 


stock-in-trade is INVISIBLE ARMOR, 
that unseen but ever-present shield 
which wards off losses and affords 


complete insurable protection. 


NATIONAL SURETY 


CORPORATION 


ny Street, New ork 
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A Talking Business 


FFECTIVE speaking is vital 
and any well- 
rounded training pro- 
gram. Selling is a talking business. 


necessary in 


sales 


Words are the tools with which sales- 
men make sales. Because the average 
salesman uses between 20,000 and 
35,000 words in a selling day, you 
can appreciate the importance of 
training in their use of words. 


Greater Returns 


It is that when 
salesmen talk well before a group, 
they talk well to an individual. When 
they talk well to an individual, they 
are of course better salesmen. Thus 
we touch the pocketbook nerve: 
when they are better salesmen, they 


our experience 


make more money 

From the company standpoint, 
there is another reason for this train- 
ing. A company wants to give full 
measure in all its associations with its 
When a salesman is 
trained to talk as well as he can, then 
this is another form of giving full 


customers. 


measure, or good public relations 
not taught to 
We have very care- 


Our salesmen are 
make speeches 
fully avoided any training in oratory. 
However, there is a definite need for 
Every- 
one coming in contact with customers 
should be trained—managers, super- 
visors, salesmen, and salesgirls who 
answer the telephone. 


better expression in selling 
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W. G. STRATHERN 
Director of Training 
Eastern Gas and Fuel Association 


Training in effective speaking can 
not be done by amateurs. Unless 
there is someone in your training de- 
partment who has had specialized 
training in this field, it is wise to 
bring in someone who knows how to 
do the job. 

Just as a good training director 
creates and tailors his sales training 
to meet the needs of his own com 
pany, so will he find it advisable to 
tailor the effective speaking pro 
gram to meet the needs of his sales 
force. 


“| have been asked ta say a few words.’ 


At Eastern Gas and Fuel, the ef 
fective speaking program includes: 


Vocabulary building, with special 
emphasis on the importance of the 
value of selling words. 

Proper use of the voice, with simple 
exercises specifically designed to 
build resonance and to correct the 
habit of talking on one level (the 
“Johnny-one-note” type of talking, 
and with emphasis on clarity and 
proper enunciation ). 

The mechanics of speaking. In our 
Company this has been streamlined 
into four important factors: 


Stance Is Important 


Stance—In our classroom train 
ing, the men do not stand in back of 
a desk or chair, but out in the open 

They are encouraged to stand with 
their feet positioned so that they are 
leaning slightly toward the audience 

\udiences do not like to be talked 
“at” but rather “to and with.” If 
some attention is not given to this in 
the beginning of the training pro 
gram, salesmen tend to stand flat 
footed and talk “at” the audience, 
or, not knowing what to do with their 
feet, wind up teetering or “pacing 
the deck.” 

Stance is as important to the 
speaker as to the golfer. When speak 
ing, get the habit of standing with 
the weight of the body resting on the 
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left foot, which is pointed straight to 
the front. The right then acts as a 
“balancer” and is turned outward at 
a slight angle. 


Eye Contact 


Audience contact or “Eye contact” 
—The tendency of the uninitiated 
speaker is to look down the middle 
of the audience. This indicates either 
self-consciousness or an indifference 
as to what an audience likes and ex- 
pects from the speaker. The trainee 
is reminded that the audience will 
help him make his talk if he will in- 
clude them all in his contact, 
audiences do talk back. They smile, 
they frown, raise an eyebrow, nod 
their head, etc 


since 


The trainee who does not readily 
acquire the use of good eye contact 
is given an exercise where fellow stu- 
dents in various parts of the room 
snap their fingers while he is talking. 
When they do, he must direct his at 
tention to them for a short period. 


Gestures—Any teaching bordering 
on “elocution”’ is studiously avoided, 
but salesmen should use gestures. 
There are thirteen rules for making 
gestures, and our salesmen are urged 
not to use any of them. It is sug- 
gested, however, that they let the 
gestures make themselves. This, of 
course, is impossible if they keep 
their hands in their pockets or be- 
hind their back. 

The trainee is shown that the best 
way to emphasize with gestures is to 
let his hands hang naturally and 
easily at his sides, and then when he 
wants to emphasize a point—if he is 
really enthusiastic about what he is 
saying—the gestures do make them- 
selves. 


Inflection 


Voice inflection—It is our experi- 
ence that 90% of our salesmen need 
an inoculation of voice vigor. Most 
of them have good voices, but they 
do not use them. What is worse, they 
talk on a dead level which tends to 
put prospects to sleep rather than get 
sales. A few exercises, therefore, 
that salesmen can practice two min 
utes a day get amazing results 

Trainees are told that a certain 
amount of nervousness and tension 
particularly at the first few sessions, 
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is to be expected. A little tension and 
nervousness is actually a good thing 
(the difference between a race horse 
and a cow). 

There are two important steps in 
overcoming nervousness. One is to 
thoroughly know the subject. The 
other way is to have a sincere desire 
to share ideas with others. Since a 
man can only think of one thing at a 
time, if he starts his talk with a de- 
sire to share ideas and an urgent 
wish to be helpful and informative, 
much of the excess nervousness will 
be lost. 

In selecting subject material, the 
men are urged to pick something in 
which they are keenly interested 
rather than to take subjects from 
textbooks, current magazines, etc 
Our average course is ten sessions 
of two hours each. A voice record- 
ing is made of each trainee at the 
first session and again at the tenth. 


The sessions include such subjects 
as benefits of the course as it relates 
to their selling ; criticisms on stance 
and eye contact; emphasis on ges- 
tures; voice exercises; how to in- 
crease your vocabulary ; how to de- 
velop selling words ; how to think on 


your feet; 
building 
stories ; 


extemporaneous talks; 
talk; how to tell 
how to use charts and ex- 
hibits ; and suggestions for speaking 
over a “mike.’ 


your 


Verbal Criticism 


After the first session each speaker 
is given verbal criticism. After that 
at least a minute or two of criticism 
is given after each talk, since that is 
the fastest way for the trainee to 
grow. In*addition to the verbal 
criticisma-card is handed the speaker 
rating’him on posture, stance, audi 
ence contact, change of pitch, prep 
aration, organization, 
and gestures. 


voice, words, 


Salesmen are unanimous that ef 
fective speaking training is helpful 
Most of the salesmen feel that it not 
only helps them in their selling ac 
tivities, but develops a confidence 
and assurance which they may not 
have had previously. This has been 
evident in watching and listening to 
our salesmen’s approach and presen 
tation at the point of sale 
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Over the years, the pharmacist accumulates a vast 

knowledge of the customers and doctors he serves so 

that his skill becomes a keystone for the health 

and growth of his community. 

Excess has, for years, served in the growth of From the Lascoyj 
Ccllection of 


reinsurance and, through experience, arranged contracts SMucthecnry Guligues 


which adequately provide necessary protection. 


EeXCE Nos) Ss INSURANCE COMPANY OF AMERICA 


99 John Street, New York 38, N.Y. ¢ 6 East Ith Street. Kansas City 6, Mo. 
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BUSINESS 


M. H. Blackburn, C.P.C.U. 


RETAIL 


going somewhere, namely: up 


DRUGSTORES are 
The 
National Bureau program announced 
late last year is a realistic approach 
to druggists’ liability insurance from 
an underwriting standpoint. It pro 
vides, in effect, product liability in 
surance (including the consumption 
of food or beverages ) for retail drug 
both on and off the 
premises. It also includes coverage 


stores store 
for errors or mistakes in selling, pre 
paring, compounding, dispensing or 
delivering drugs or medicines. This 
coverage is now afforded by endorse 
ment of owners’, landlords’ and ten 
and comprehensive _ liability 
pe licies. Your neighborhoc ol druggist 
made money in the past 

years; indications are he'll 
some more 


ants’ 
has few 


make 


CRO 


EVERY MAN HIS OWN 
HANDYMAN is the trend in the 
power tool business 

Eyeing the nation’s thirty million 
home owners as potential buyers of 
drills, saws, planers, lathes and the 
other delightful impedimenta of a 
beautifully cluttered workshop, the 
tool makers are fairly buzzing 
“Why, this home market has only 
been scratched,” they chortle. Some 
of these “scratches,” 
It reminds one of per 
sonal accident and comprehensive 
personal, not to mention residence 
theft. 

Data on this prospect: you'll find 
him clad in the traditional old cap 
and sweater, listening to the merry 
song of a scroll saw jigging through 
mahogany. 
himself as a “termite.” 


however, can 
be serious. 


In time, he will refer to 
Be sure to 
chuckle because this expression is 
actually an inside joke among ama- 
teur furniture craftsmen! 
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FORESEE DIS 


Nobody. Can you see 


WHO CAN 
HONESTY 
1 thought, a desire, a temptation, a 
How the human mind func 
tions is incomprehensible and un 
Honesty, like a time 
table, is subject to change 


scheme ? 


predictable 
without 
notice. 


In a study of the alarming in- 
crease in bank embezzlement cases, 
the FBI found gambling, excessive 
drinking, living 
women, and inadequate income were 


above means, 





stations on the road to ruin 
“Lacking a resolute moral character, 


the embezzler, step by step, succ umbs 


way 


to temptation.” 


We could add: what is happening 
in the banks is happening in com 
mercial too 
robber came in and held you up at 
3 P.M. today. Suppose he came in 


business, Suppose a 


tomorrow at three o'clock and re 
peated the procedure. You'd be 
waiting for him the third day (with 
a machine gun). But what about the 
He’s “holding you up” 
‘sup 


embezzler ? 
only now we're not 
A machine gun can't help 
against these “robbers on the pay 
roll,” but dishonesty insurance can 


every day 
posin’ 77 


BUILDERS 


"Protection" (The Travelers Insurance Companies) 


IN THE MAGAZINE RACK 
Editors of the general journals seem 
to be attention to the 
This is ail 


giving more 


subject of “Insurance 


to the -good because 


4 


the public gets 
get business 


information and you g 
In point are 

“How to Buy Farm Insurance” by 
H. L. Tinley, The Farm, Summer 


issue. A checklist of sound buying 


practices is reviewed. Comprehensive 
liability and livestock insurance are 


plugged ‘Livestock insurance’? 
inland marine people write a 
broad named-perils floater covering 


cattle, sheep, hogs, horses, mules 


Sure, 


It is designed for work animals and 
those kept for the purposes of feed 
ing, dairying, breeding or showing 
It is not designed for beef cattle 
kept in the wide open spaces 

Don Wharton in the July Nation’s 
Business beams a message encourag 
ing the ownership of the right kind 
of fire insurance in the right amount 
at the right time under the title 
“When Fire Strikes Home.” His 
definition of “a careful agent” strikes 
home, too. (This article is reprinted 
in August Reader's Digest with the 
caption “Is Your Home Properly 
Insured ?”’) 

In the 
Douglas R 


feature entitled 


land of 
Weston writes a regular 
“This Dangerous 
World” for Canadian Business 
\ugust examples include illustra 
tions of the need for public liability, 
boiler, fire, business interruption, and 


the maple leaf, 


partnership business life 
CLO 


FELLOW AMURRI 


It is indeed a pleasure and 


“MY 
CANS 
a privilege to sound a last clear call 
gallant standard-bearer 
Our candidate for vour 


tor our 
(Cheers. ) 


Continued on the next page 





Business Builders—Continued 


suffrage is a paragon of virtue, hon- 
esty and integrity. (Cheers.) Our 
candidate guarantees to protect the 
entire community against malfeas- 
ance, misfeasance, nonfeasance and 
in-between-feasance. ( Applause. ) 
Teleprompter, please. Our candidate 
agrees to accept the responsibility for 
the honesty and competence of depu 
ties, assistants and subordinates. Our 
candidate agrees to accept the possi- 
ble liability for loss due to forgery, 
burglary, robbery or holdup, for di 
version of public monies and prop- 
erty, for improper or illegal expendi- 
tures, for failure to collect taxes 
(Boos), for payment of warrants 
out of order, for interest or profits 


realized, and as if that ain't enough, 
our candidate accepts liability for the 
proper safekeeping and return, if 
you please, of collateral or negoti- 
able instruments. (Wild cheers.) 
From the sunny shores of California 
to the rock-ribbed coast of Maine, 
you won't have another chance to 
capture the ground swell of popular 
acclaim for our candidate until the 
next big election four years hence. 
In short, our candidate is riding the 
crest of a mandate from the peepul. 
You say you want to get on a band- 
wagon? (Shouts of ‘Yes, Yes.’) 
Here’s your bandwagon. You say 
you want a winner? (Shouts of ‘Yes, 
Yes.’) Here’s your winner—your 
friend and mine—Mr. Public Official 


‘P.O.’ Bonds !” ( Demonstration. ) 


PLAY SAFE! 
DRIVE CAREFULLY 


A careless pass can result in a serious 


loss — on the Gridiron, a game — on 
the Highway, a life 


Play the game fairly — sportsmanship 
is as important on the road as it is in 
the stadium. 


Remember — accidents don’t always 
happen to the other fellow. Enjoy the 


game!...and live to see another! 


DRIVE SAFELY! DRIVE SENSIBLY! 
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It's Wise to Centralize 


HOME OFFICE 


R E MCGINNIS, President 


KANSAS CITY, MISSOURI 





LA.C. AWARDS 


HE Insurance Advertising Con- 
ference has announced the first 

in a continuing series of annual 
awards to honor agents and brokers 
in the United States and Canada 
who have excelled in the use of ad- 
vertising. The first awards will be 
presented in March, 1953 in New 
York City in recognition of cam 
paigns conducted during 1952. 
Any agent or broker in the * 
States and its 
Canada who is a representative for 
stock, fire and casualty insurance 
companies may submit an entry. A 
statuette, cast in bronze, will be 
presented to the agent or broker who 
has exhibited the highest degree of 
excellence in the use of advertising 
without regard to premium income 


Jnited 
possessions or in 


classification. 

In addition, certificates will be 
awarded in the 
five premium income classifications : 
under $25,000; $25,000 to $50,000: 
$50,001 to $100,000: $100,001 to 
$250,000 and over $250,000. 


each of following 


How to Qualify 


To qualify for an award an agent 
or broker should submit a descrip 
tion of the campaign or campaigns 
he has conducted during the calendar 
year of 1952 and include samples of 
all materials used 
reviewed 


k:ntries will be 
a panel of five 
from 
segments of the advertising and in 
surance industries. 


judges 


who will be selected various 


The judges will accept as advertis- 
ing any sales or promotional aid 
which contributes to the agent's busi- 
ness or to the sualty and 
surety field in general. For example, 
space ads in newspapers and in other 
publications, publicity, radio 
mercials, tie-ins with community 
events, direct mail and window or 
counter displays. 


fire, ca 


com- 


The deadline for accepting entries 
for the 1953 awards is 4 P.M., De 
cember 31, 1952 or a postmark not 
later than midnight of this date. Any 
additional information desired can be 
obtained from Mr. M. C. Ellson, 
executive secretary of the Insurance 
Advertising Conference, 5203 North 
Broad Street, Philadelphia 41, 
Pennsylvania. 
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Ittakes teamwork to keep a deep-sea diver 
on the job—and it also takes teamwork 
between company and insurance produc- 
er to build a solid insurance business. 
The FIREMAN’S FUND fieldmen, picked 
for top-flight knowledge and experience, 
are part of this successful combination. 
By helping you to develop new business 
and service established customers, they 
can increase your productivity and fi- 
nancial potential. Another business- 
building service to agents and brokers is 
our monthly mailing, FIREMAN’S FUND 
IDEA INDEX. Whether or not you do 
business with us, mail the coupon—we'll 


be pleased to send you the current issue. 


” Advertising Department, Fireman's Fund Group 

Ath 401 California Street, San Francisco 20, Californio 

FIRE + AUTOMOBILE - MaRine - CASUALTY SuneTY @ FiocuitY : .J Without obligation, please send me the current issue of 
REINSURANCE 2 FIREMAN’S FUND IDEA INDEX. 


Head Office: 401 California Street, San Francisco 20, California 
Departmental Offices: New York + Chicago + Boston 
Atlanta + Los Angeles + Seattle 
FIREMAN’S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
FIREMAN’S FUND INDEMNITY COMPANY 
WESTERN NATIONAL INSURANCE COMPANY 














PHOTOGRAPH BY SARRA 


THE NECKLACE THAT ENDED 
WITH PEARL SIXTEEN 


A sixteenth pearl for her sixteenth birthday! Count 
on Dad to remember. 


Giving him a thank-you kiss, Joyce placed the pearl 
on her dressing table. Tomorrow it would be added 
to her precious necklace. 


The horn outside blared again, and Joyce raced down 
the stairs. Mustn’t keep Pete and the others waiting. 
They were already late for the picnic. 


As the car sped through familiar side streets, someone 
started singing “Happy Birthday.” The rest quickly 
joined in. 

Suddenly the song crashed to an end. Racing to beat 
a changing traffic signal, Pete had failed to see the 
other car at the intersection. He swerved, braked 
... but not in time. 


To help you become “Mr. Safety” in your : : a ; 
community, we have prepored a kit of On a dressing table in a girl’s room lies a loose pearl 
materials based on this message to young e 2 
drivers. Sell prevention as well as ...and a necklace that ended with Pearl Sixteen. 
protection; write for Safety Kit “B.” 
American-Associated Insurance Companies, 
Saint Louis 2, Missouri 
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HOSPITALIZATION CLAIM TRENDS 


OMPANIES writing any ap- 

preciable volume of hospital- 

ization insurance are becoming 
somewhat concerned because of the 
increasing loss ratios. Reports of the 
companies reveal that the trend is 
definitely and rapidly upward. These 
reports represent the experience of 
both casualty and life companies lo- 
cated in various sections of the coun- 
try and include hospital, surgical, and 
medical expense coverages. Some 
companies have reached the point 
where they are experiencing a rather 
substantial loss on this type of cov- 
erage. 


Several Factors 


The upward trend can be at 
tributed to several factors, some of 
which are not controllable so far as 
the industry is concerned. Other 
factors may be controlled, or at least 
partially controlled. One of the 
principal factors, of course, is infla 
tion. The Director of the Bureau of 
Medical Economic Research reports 
the following interesting statistics: 


If the total amount of the expendi- 
tures for medical care in 1950 is set 
equal to one dollar (the medical care 
dollar), 28.1c was spent for physi 
cians’ services, 23.lc for hospital 
charges, 17.2c for drugs and sun- 
dries, 11.7c for dentists’ services, 
and 19.9c for all other medical serv- 
The figures for these same 
for 1930 are respectively: 


ices. 
items 


For October, 1952 


A. P. DOWLEN 
Assistant Vice President 
Republic National Life Insurance Co. 


31.8c, 13.9¢ for hospital charges as 
compared to 23.1lc in 1950, 19.5c, 
15.9c, and 18.9c. These figures re 
veal that in the twenty-year period 
the hospitals’ share of the medical 
dollar increased 66%. Taking the 
1935-39 period as normal, with an 
index figure of 100, the Bureau of 
Labor Statistics reports that hospital 
rates which averaged 235.3 in 1950 
increased to 257.3 for the first 
quarter of 1951. 


We must all recognize the fact 
that higher rates must now be 
charged by hospitals because infla- 
tion has very materially increased 
their costs, and the industry, of 
course, has no control over inflation 


From the figures quoted above, how 
ever, it would appear that hospit 
payments have increased consider 
ably more in proportion to payment 
for other medical services. Perhaps 
one of the contributing causes is the 
ever-increasing use of new and ex 


pensive drugs 


Pause 


Although the industry can do 
nothing about inflation, we can take 
a look at the hospitalization cover 
ages we are offering, analyze our ex 
perience, and determine whether 
perhaps the time has come when we 
must revise our policies. Competi 
tion and pressure from agents and 
agency departments have resulted in 
considerable liberalization during the 
past several years 

Recent experience indicates that 
probably a greater portion of the in 
crease in loss ratios is attributable to 
the items, 
particularly those 
companies providing miscellaneous 
expense on the unallocated basis 
It would seem that payment of th« 
full expense allow 
ance may 


11 
Hy 


miscellaneous expense 


with respect to 


miscellaneous 
be expected in practica 
all cases where the insured is con 
fined to the hospital for as long 
three or four days, except on policie 
providing unusually liberal limits for 
extras. This is particularly tru 
surgical cases. Many underwriters 
have concluded that the unallocated 


Contlaced on the next cox 





Hospitalization—Continued 


method must be abandoned in favor 
of allocation. Other companies are 
apparently having fairly satisfactory 
experience with ‘policies paying a 
flat amount for each day of hospital 
confinement, the amount being based 
on the number of days confined 


Incidence of Confinement 


\nother factor over which the in- 
dustry can have practically no con- 
trol is the incidence of hospital 
confinement. Many claims are now 
being presented for confinements of 
one and two days because of minor 
ailments that could just as well be 
treated at This can be at 
tributed partly to the attitude of the 
public, but a great deal of the re- 
sponsibility rests with the doctors 


home. 


The public in general has become 
hospital-conscious. The attitude of 
many of those who carry hospitaliza 
tion to be that if 
they are sick, even though the sick- 
ness be of a minor nature, they must 
It would appear 


coverage seems 


go to the hospital 
that many people are using their hos 
pital policies as a convenience rather 
than a necessity 

We must not overlook the fact, 
however, that perhaps we in the in- 
dustry are partly responsible for this 
attitude of the public. As a matter 
of fact, a physician recently made 
that accusation to a group of insur- 


2 SEE 


Eastern Department 


PHILADELPHIA 


Pacific Coast Deportment 


SAN FRANCISCO 


ance executives in a spirit of con- 
structive criticism. His idea was that 
some of our agents in the field are 
perhaps encouraging the unnecessary 
utilization of hospital expense insur- 
ance. Many people get the impres- 
sion that once they purchase a 
hospital policy, it should be utilized 
at every opportunity. No doubt the 
agent is responsible for this in some 
cases 

Some of the doctors, however, 
must bé charged with part of the 
responsibility for the excessive and 
unnecessary utilization of hospital 
expense insurance. In many locali- 
ties it is extremely difficult to prevail 
upon a doctor to make home calls. 
This ‘is particularly true in rural 
areas where considerable mileage is 
involved. I: is much more convenient 
for the doctor to send his patients 
to the hospital, and some of us make 
this procedure more attractive to the 
patient and the doctor by providing 
payment for the doctor’s calls at the 
hospital. 

That the practice of promiscuous 
and unnecessary utilization of hospi- 
tal expense policies is becoming more 
or less common is evidenced by a 
letter recently addressed to a number 
of companies by a hospital in Texas 
The letter inquired as to the attitude 
of the companies in cases where a 
person wanted to be admitted to the 
hospital for diagnostic examinations 
and tests which could be done just 
as well in a doctor’s office. These 
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people frankly acknowledge that 
they want to be admitted to the hos- 
pital in order that they may receive 
the benefits provided in their poli- 
cies. With respect to the average 
hospital expense policy, premium 
calculations did not contemplate such 
a practice; neither did they contem- 
plate the ever-increasing claims for 
minor sicknesses which could just 
as well be treated in the home. As 
a matter of fact, many policies pro 
vide for payment if the insured is 
“necessarily”’ confined to a hospital 
The continuation of such practices 
can only result in additional limits 
and restrictions or increase in pre 
miums. 


Clinics 


In recent thousands of 
clinics have established 
throughout the country, and numer 
ous minor operations are being per 
formed in these clinics. Many of 
them, apparently for obvious rea 
the title of “clinic 
“clinic and hospital.” 


years 
been 


sons, assume 
hospital” or 
In some cases it is difficult to deter 
mine whether these clinics actually 
qualify as hospitals unless the policy 
involved includes a rather definite 
and restrictive definition of a hospi 
tal. Some companies have apparently 
established a practice of recognizing 
hospitalization claims of this char- 
acter. Others recognize such claims 
if the clinic in question has facilities 
for keeping patients overnight, has 
an operating room, and provides 24- 
hour registered nurse service. Some 
policies provide payment of a flat 
amount for tonsillectomies in a doc- 
tor’s office or clinic. 

This discussion is devoted pri- 
marily to claim trends with respect 
to hospital expense insurance, but 
surgical expense coverage may be 
properly considered as coming 
within the scope of the discussion, 
as practically all hospital policies in- 
clude such coverage 

Brief mention should be made of 
a matter that was brought up at a 
recent meeting of the Health Insur 
ance Council. A letter was presented 
from a committee of dentists urging 
that recognition be given to oral 
surgery and procedures performed 
by dentists rather than M.D. sur- 
geons. Some of the operations men- 
tioned, aside from removal of im- 
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pacted teeth and repair of fractured 
jaws, were removal of cystic tumors 
from the maxilla and mandible; 
treatment of acute infections arising 
in the oral cavity ; closure of orantral 
fistula; removal of foreign bodies, 
and benign tumors. No survey was 
made to determine the practice of 
the companies with respect to such 
operations performed by dental sur- 
geons, but it is believed that a great 
many companies pay for operations 
of this nature. 


V. A. Hospitals 


Another matter that is becoming 
of increasing interest is that of con- 
finement in Veterans Administra- 
tion hospitals. At a meeting of the 
National Association of Insurance 
Commissioners a representative of 
the Veterans Administration pre 
sented a statement regarding ‘pay- 
ment of hospital benefits when an 
insured is confined to a veterans 
hospital because of a non-service con- 
nected disability. It was brought out 
in this statement that although 
the veteran must state under oath 
that he is unable to defray the neces- 
sary expenses of hospital and med- 
ical care, no investigation is made 
by the Administration to determine 
whether the statement is true. It 
seems that under the language of the 
law the statement under oath shall 
be accepted as sufficient. 

It was pointed out that the law 
authorizes the administrator of Vet- 
erans Affairs, under such limitations 
as he may prescribe, to furnish to 
men discharged from the Army, 
Navy, Marine Corps, or Coast 
Guard, medical or hospital treatment 
for diseases or injuries. Under this 
authorization to prescribe limita- 
tions, the regulations, not the laws, 
were amended to provide that veter- 
ans who are potentially entitled to 
other hospital treatment because of 
membership in a union, or a group 
hospitalization plan, etc., shall not be 
furnished hospital treatment without 
charge therefor, to the extent of such 
reimbursement. 

It is under this regulation that the 
Veterans Administration bills insur- 
ance companies and group benefit 
plans for hospital treatment of vet- 
erans who are treated for conditions 
not attributable to military or naval 
service. The Veterans Administra- 
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tion has explained it is handicapped 
in making collections because the 
procedure for attempting collections 
from insurers is based on an admin- 
istrative interpretation of the law 
rather than on the law itself. That 
is apparently the reason the Admin 
istration has been reluctant to resort 
to the courts. 

It has also been stated by the Vet- 
erans Administration that federal 
compensation boards have been most 
cooperative, but that prepaid med- 
ical and hospital care programs and 
insurance companies have generally 
resisted payment. No attempt is 


made to collect from companies 
whose policies have exclusion clauses 
or persons carrying policies which 
pay on an indemnity basis. 

Many companies honor claims for 
confinement in Veterans Administra 
tion hospitals. It is not felt that 
those companies having exclusion 
clauses would object to paying such 
claims were it not for the fact that 
patients are kept in the hospital for 
such unreasonably long periods. The 
average stay in general American 
hospitals is about seven and one-half 
days, while the average for veterans 


(Continued on page 102) 





The Berkshire Mutual Fire 
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INTERESTING “REPRINTS 
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FOUR 


HERE are a few sales funda 

mentals that so often distin 

guish the successful from the 
mediocre insurance agent. The first 
is “Planning.” Trite as it may sound, 
there is no truer one-sentence guide 
management and 
salesmanship than the statement: 
“Plan your work and then work 
your plan.” Why should agents plan 
their work: * 


to effective sales 


1. For self-discipline. The difficult 
job of making yourself do what you 
don’t want to do or what you're too 
lazy to do is made easy for you, if 
you plan. yourself 
orders and stick to a rigid plan of 
executing them 


Give specific 


2. For direction. Going some place? 
Where? Ii don’t know, 
can you expect to get there? The 


you how 
man who plans, knows where he 
is going, knows what progress he 
is making and has a pretty good 
idea when he will arrive. 

activity. Being idle is 
lack of 
an agent has nothing to do 


3. For 


result of 


the 
planning. Of 
course, 
if he is uncertain about his next 
call. But when he 
next call will take him here and 
the following call will take him 
there, he is bound to keep busy. 
One trouble with this world of 


is that laziness is so 


knows that his 


ours seldom 


fatal. 


4. For time control. Lack of plan 
and inde 
cision means time. When 
you know hour is to be 
spent, you run little risk -of wast 
ing effort. Time should be 
eted. It's money. 


ning means indecision 
loss of 
how every 


budg 


5. For determination. In making 
plans you pledge yourself to their 
fulfillment. It is a matter of self 
that you want to 


out You en 


respect makes 
your intentions. 


thoughts of 


carry 
tertain no giving up 
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before the plans have been carried 
through. Planning gives you cour 
and a well defined 
your goal. Dr. Russell 
author of “Acres of Diamonds,” has 
said: “There has been altogether too 
much talk about the secret of suc- 
secret. Her 
voice is forever ringing through the 
market place and crying in the wil- 
derness and the burden of her one 
ery is Will 


vision of 
Conwell, 


age 


cess, Success has no 


Every man who hears 


and heeds that cry is equipped fully 
to climb to the very heights of life. 
If there is one thing I have tried 
to do through these years, it is to 
indent in the minds of men the liv- 
ing fact that when they give Will 


the reins and say, “Drive!”, they 
are headed towards the heights.” 
The secret of success of every man 
who has ever been successful lies 
in the fact that he formed the habit 
of doing things that failures don’t 
like to do. 


6. For preparedness. Planning 
keeps you wide awake when oppor 
tunity comes your You're 
ready to grasp it and make it work 
for you. When you have a plan for 
meeting every situation, you won't 
find yourself groping in the dark 
when a problem confronts you 


way. 


7. For results. Effort spells success. 
Well laid plans encourage effort and 
the right kind of effort always 
brings satisfactory results. Plan 
ning will take a man half way along 
the road to his goal of success. Ful 
fillment of plans does the rest 


\ great deal has been written 
and spoken 
Frankly, | 


such a thing 


about the ideal 


don’t 


plan 
believe there Ss 
I know one agent who 
is making a smashing success by the 
ten beans 


in his right hand pocket. When he 


simple process of carrying 


bean 


When 


makes a call, he transters i 
into his left 
the right hand pocket is « 


hand pow ket 


calls it a day 
wh h 


main 


| have another ag 
I do consulting worl 
tains a de luxe office 
person 


pecting ; anothet 


wency 


one takes pros 


superv! coll 
tions; another handles pet 
another prepa 

The cde 
this agency is bringing 
Income Vet 
friends starts out at the 


year and 


vevs,; 
surveys, et 
in a hand 
some anothet one ol 
my agent 
each 
school teacher, 
then 


His plan also pavs off 


beginning of sees 


every then every 


doctor, every accountant and 


' 
| 


so on wel 
Stand 
in a row and you'll have 
different 

The 
plan! 
Think one 


he beans 


a thousand successful agents 
a thousand 
working plans 

(set i 
Steal one! 


out for ourself! 


important thing is 


g 
' 

»OTTOW 

It may 
17 
ll 


that wi put you across, 


But what 
kind of 


our present 


or it may be secretaries 
ever if 18, 
that 


wasting, 


get some plan 


will defeat tin 


] 


energy-consuming, ind 


aimless method of trving to find 


business 
\ group ol men 
1 


about the old 


were talking 


moss-covered subject 


ic 





Four Partners—Continued 


discussions about 
‘swindle 


enters into 
salesmen—the 

sheet.” “Well,” said one of the 
group after a time, “insurance agents 
don't travel at the expense of a 
House and they don’t swindle.” “Oh 
yes, some do,” put in another man. 
The speaker was an agent. “When 
agents purposely take long jumps 
between prospects; when they take 
an unreasonable time off, when they 
sit down and do minor clerical work 
for hours; when they stay at home 
to act as handy man for the fun of 
it, they’re cheating themselves,” he 


that 


so-called 


asserted. “Each man is his own boss 
as far as deciding upon the way he 
will work, and of course, he’s the 
only one who can really detect the 
swindling and eliminate it—if he 
doesn’t like to be swindled.” So 
don’t let yourself be swindled 
an efficient work plan. 


get 


You can devise the perfect, tailor- 
made plan. But this is only half the 
battle. You must have the will 
power to carry it out. George Eliot 
has said: “A being in whom Will 


Power is dead obeys every external 


’ 


influence.” The insurance business, 
where a man’s time is very much 
his own, is no place for a being who 
obeys every external influence. | 
am reminded of the two solicitors 
who were working in the same 
town. One sent in a report : “Poured 
down rain all day—couldn’t work.” 
The next envelope was from the 
other salesman who sent in five lines 
without a word of comment about 
the weather. Asked how he 
able to get the business in a pouring 
rain, his only answer was: “I used 
my raincoat.” Exercising will-power 
is difficult. But will-power suff- 
ciently exercised becomes habit. And 
habit is easy. 


was 


Time Control 


A second fundamental which 
really flows from the first is the 
need for time control. The need for 
time control is amply proved by the 
oft-repeated statement that the av- 
erage agent spends only about 15% 
of his time in selling. 

\ group of representative pro- 
ducers were asked to give an esti- 
mate of the number of hours they 








agent’s office window 








worked each month. The uniform 
answer was, “Well, I put in 200 
month.” Notice the ex 
pression, “I put in 200 hours a 
month.” They did not have the 
nerve to say “I work 200 hours a 
month.” The time “put in” 
is your business, but remember you 


hours a 


you 


are paid for the hours you “work.” 
Increase them and your income in 
creases ; increase the price per hour 
for your time, sell more of it, and 
your income increases 

In the average office two-thirds of 
the price charged per hour is over 
head. If an agent wants to make 
$12,000 a year, which is $5 an hour, 
provided he sells each of the 200 
working hours of each month, he 
must charge his clients $15 for each 
of the 200 Each hour he 
wastes or gives reduces his 
the figure set 


hours 
aw ay 
income below Con 


servation of time, if agents are to 
survive, is imperative. Within the 
hour of today, the agent must pro 
duce 
several hours of vesterday. For ex 
the 


increased 


a sum equivalent to that of 


ample, in one large agency, 


agency's uncontrollable 
expenses (such as social security, 
wage and hour legislation) and de 
creased commission income because 
of rate and commission reductions 
aggregate well over $30,000 a vear 
as compared with the net income 
produced on the same relative num 
ber of risks and equivalent exposure 
You can't pull 
It can only 
better ad 
ministration and increased per hour 


of five 
that sum out of a hat. 
through 


vears ago 
be made up 


effort 


Eight-fold Job 


Before devising any plan of time 


control, one must consider the job 
at hand 
is eight-fold 


pects; (2) Making 


Essentially the agent’s job 
1) Getting new pros 
contact calls ; 

2 . : 
(3) Preparing surveys and othet 
(4+) Closing in 
(6) Office 
Planning and keeping 
(8) 


sales presentations ; 


terviews; (5) Service; 


detail; (7) 
records of per formance a: 
Study. Once his duties are enumer 
ated, he is prepared to distribute 
them intelligently over the working 
day. 

One agent friend of mine has this 
time control program. He is up at 
7 a.m. and is ready to leave by 7:45 
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But he can’t see anyone at 7:45, so 
he studies until 8:45. Why study? 
Because study is the price of keeping 
up-to-date in our business. The 
bankrupt of tomorrow is the one 
who learning today. Why 
study in the morning? Because you 
can’t study in the office during the 
business day. In the evening you 
may have social engagements; be 
tired or want to do preparation for 
the next day’s work. In the morn- 
ing you are refreshed and you can 
absorb new ideas more effectively. 
Finally, study is a stimulant for the 
day’s work. It starts you thinking 
of ideas before you make your first 
calls, and it’s ideas that make pros- 
pects buy. What should we study? 
One or two good trade periodicals, 
company literature, new insurance 
books, policy forms and rate man- 
uals, 


stops 


A Clear Desk 


From 8:45 to 9:45 he goes to his 
He tries with might and main 
to dispose of his affairs 
quickly. He knows that most agents 
are prone to clear their desks before 
setting sail for the harbor of door 
knobs; that the office chair is more 
comfortable than those provided 
his prospects’ that in his 
office he is the supreme ruler, the 
Kingfish. But he also knows that 
the role of a successful agent is not 
kingly comfort. So he 
hastens to clear up his work and 
go forth to the daily fray of selling 
You may recall the old jingle: “You 
can’t drive a nail with a sponge no 
matter how hard you sock it, and 
you can't sell insurance in the office 
chair, no matter how hard you rock 
it.” 

From 9:45 to 11:45 he performs 
items 1, 2, 3, 4, and 5 of his duties. 
From 12 to 2 p.m. he returns to his 
office for further office detail work 
and to take lunch. From 2 to 4:45 
p.m. he is . a7 calling on people 
as per items 1, 2, 3, 4 and 5. 

From 5 p.m. to 6, our agent plans 
tomorrow's work. He knows that 
to be efficient one must know where 


office. 
{ ftice 


offices ; 


one of 


he is going, going and 
what he is going to propose. He 
knows that successful selling in our 
business is selling policies that don’t 
come back to people who do come 
back. After 6 p.m. he has dinner 


and then relaxes. 


why he is 
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Rubbers, raincoat, rain hat and umbrella. “Pa” 

= was certainly careful to protect himself—from 

the elements. But, who will protect “Pa” and his family when 
he’s sued for a punctured eye? ACCIDENTS wall happen, no 


matter how 


careful you are. 


Remind careful families of 


this when you talk about Comprehensive Personal Liability. 
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Of course he doesn’t keep to this 
schedule with exactitude. A mark 
of 90%, he feels, will entitle him to 
enter the Hall of Fame. 

The third fundamental is effi- 
cient record keeping. An agent 
should constantly check on both his 
sales and office efficiency. To test 
his efficiency in the field, 
agent should develop the ratios be- 
tween the number of calls and the 
number of sales interviews; the 
number of sales interviews to the 


every 


number of sales. 
calls, on a cold canvass basis, 
produce twenty interviews ; 
interviews should result in 
sales. So the producer can 
sale for 


For example, fifty 
should 
twenty 
four 
count 
on one every twelve calls, 
on the If he makes fifteen 
daily calls, he will make 75 a week, 
300 a month, 3000 a year. This 
should produce approximately 250 
From records such as these, 


average. 


sales. 
you can: 


Continued on the next page) 





Four Partners 


(1) 
each call, interview, 
You 
time is worth 


(2) Check whether you are working 


Calculate the dollar value of 


working hour, 
sale can discovet 


what your 


the requisite number of hours 


(3) Determine whether vou are 
calling on enough people 
(4) Ascertain 


maintamning 


whether you are 


your closing average. 

The fourth and final fundamental 
that I want to mention is motivation 
Perhaps | can illustrate this point 
“You 
water but 


We 


show an agent why he should pros 


in the words of the old adage: 


can lead a horse to you 


can't make him drink.” can 


sell more ag 


pect more effectively, gy 





ACTUARIES 
& ACCOUNTANTS 





| CHASE CONOVER & CO. 
| CONSULTING ACTUARIES AND 
| ACCOUNTANTS 
135 SOUTH LA SALLE STREET 
CHICAGO 3, ILLINOIS 


Telephone Franklin 2-3868 
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HARRY S. TRESSEL & ASSOCIATES 


Certified Public Accountants and Actuaries 
10S. LA SALLE STREET CHICAGO 3, ILL. 


Harry $. Tressel, MLALA. ates y \ ° ~ 

M. Wolfman, F.S.A W. P. Kelly 

0. A. Moscovitch. ASA Robert Murray 
Franklin 2-4020 








Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 











WOSDWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


524 West 57th Street, New York 19 
Telephone Plaza 7-6612 








WOODWARD, RYAN, SHARP 
& DAVIS 


Consulting Actuaries 


65 BROADWAY, NEW YORK 6 
Telephone HA 2-5840 











But—unless he wants 
the rewards of better prospecting 
or more aggressive selling—nothing 
will happen. We shall have led him 
to water only to discover that we 
cannot make him drink. 

We may find help, however, in 
the story of the new salesman who 
back to his headquarters 
empty-handed after three weeks on 
the road. 


gressively. 


came 


He reported to his sales 
“T had lots of good inter- 

| couldn't quite get a 
signature on the dotted line. I led 
‘em to water, but | couldn't make 
them take a drink.”” And the sales 
manager roared at him, “Whatever 
gave you the idea that your job is to 
make them ‘take a drink’ ? 
is to make them thirsty!” 


manager 


views, but 


Your job 


No one has ever written a better 
one-sentence guide to selling, or to 
sales management. In other words, 
we are trying not through pressure 
from without, but from 
These, then, are our four 

for tomorrow—planning, 
Time control, Record keeping and 
motivation ! 


pressure 
within 
partners 


LIABILITY RATE INCREASES 


ODILY injury liability rates 
filed by the National Bureau of 


Casualty Underwriters and by the 
Mutual Insurance Rating Bureau 
have been increased in a number of 
states on a large number of owners’, 
landlords’ and tenants’ classifica- 
tions. The classifications affected are 
those rated on an area and frontage 
basis, including stores, hotels, 
churches, hospitals, clubs, restau- 
rants, apartments and tenements, 
boarding or rooming houses and 
mercantile and office buildings. 

In Ohio the filings of the National 
Bureau became effective August 25 
and those of the Mutual Insurance 
Rating Bureau on September 1. The 
National Board rates were increased 
on an average of 16.8% and those 
of the Mutual Bureau an average of 
18.4%. Storekeepers’ liability rates 
filed by the Mutual Rating Bureau 
and applicable to retail stores were 
also revised to reflect the changes in 
O.L.&T. rates. The new filings of 
both New York State 
became effective September 1. For 
manufacturers’ and contractors’ lia- 


bureaus in 


bilities the rates were increased an 
average of 28.2% in New York City, 


19.5% for the remainder of the state 
and 24.5% for the 
The O.L.&T. rates were increased an 
average of 30.4% in New York City 
and 29.4% for the entire state. Store- 
keepers liability rates for retail stores 
were also changed to reflect revised 

Co- 
basic 


state as a whole. 


rates for the other coverages. 
incident with the revision of 
limit rates, the rates for increased 
limits liability coverage were also in- 
creased. 

The 


new 


National Bureau also filed 
rates for manufacturers’ and 
contractors’ liability insurance in 
New Jersey effective September & 
The increase averaged 14.7%. New 
bodily injury rates for a number of 
O.L.&T 
filed in Kentucky by the bureau. In 
this case the average increase was 


25.3% 


classifications were also 


In West Virginia, the National 
Bureau filed increases in bodily in- 
jury liability rates for a number of 
O.L.XT, 
September 15. The average increase 
was 17.9%. 

The Mutual 
Bureau filed new bodily injury lia- 
bility rates for O.L.&T. classifica- 
tions in lowa and Virginia which be 
Ona 
state-wide basis the increases aver 


classifications _ effective 


Insurance Rating 


came effective September 1 


aged 42.4% for lowa and 26.7% for 
Virginia. Storekeepers’ liability rates 
for retail stores were also revised. 


STATE ASSOCIATIONS 
RETAIN COMMISSION 
AUTHORITY 


HREE state agents’ associations 

have served notice on the Na 
tional Association of Insurance 
Agents that they do not authorize 
it to represent them in discussions 
about commissions or acquisition cost 
Agents have his 
torically held that commission ne 
matter be 
tween the individual agent and his 
company. However, the N.A.LA. at 
its 1952 midyear meeting authorized 


loadings in rates 


gotiations should be a 


the national committee on commis 
sions to discuss acquisition cost load 
rates with other industry 
organizations. The Washington, 
Oregon and Rhode Island state as- 


ings in 


sociations have passed formal reso- 
lutions denying the national associ- 
ation the right to speak for their 
members. 
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Markel motor carrier coverage 


ives you a top renewal ratio 
aa | 


WITH NO SERVICE HEADACHES THANKS TO MARKEL MEN LIKE CARL WATSON AND HIS “CAMERA CAR” 


Over Carl Watson's head you see the famous Markel Patrol 
Car Camera used to check over-the-road performance of 
our insured’s drivers. The inset shows what the camera gets: 
including the exact photo of speed, distance and elapsed 
time as it happens. There are no arguments against this evi 


This is Markel service in action! 
It pays off for Markel agents 
with a top ratio of renewals 








MARKEL AGENTS OFFER TO THEIR PROSPECTS: 

* 24-HOUR ENGINEERING SERVICE *© DAY AND NIGHT CLAIM 
ALONG INSURED’S ROUTES SERVICE 

Effective accident-prevention progrom at no cost to insured, including: 

© SAFETY MEETINGS FOR * LOWER PREMIUMS BASED ON 
DRIVER PERSONNEL ic E 

® RESEARCH PROGRAM ON ® MECHANICAL INSPECTI 
AFETY METHODS AND ROLLING STOCK 
DEVICES * HIGHWAY DRIVER-CHECKS BY 

© NON-PROFIT WASHINGTON Ex SIVE CAMERA-EQUIPPED 
BUREAU FOR ASSURED’S USE PATROL CAR 

* AWARD SYSTEM FOR SAFE * TRAFFIC-HAZARD REPORT 
DRIVERS ERVICE 

NO RISK TOO SMALL—FLEET SIZE OR SINGLE UNIT OPERATION 


S EXPERIEN 


ON OF 








HOME OFFICE: 
RICHMOND, VA. 


MARKEL SERVICE 


dence on film when Markel Safety Engineers talk with drivers. 
Result? Drivers, who know they are under observation, drive 
safely. Policyholders enjoy a lower loss experience which 
reduces premiums 


- = = 


CHESAPEAKE 
MOTOR LINES: 


MECHANICAL REFRIGERATION 


B 


Successful agents make Markel the greatest company of its kind 
in the world. Our agents are successful because Markel-Men 
like Carl Watson and hundreds of other safety engineers like 
him do a complete service job. MARKEL AGENTS HAVE NO 
SERVICING HEADACHES! They spend their time on profit- 
making production! Markel Service offers you a source of un- 
tapped profits in bus and truck insurance, if you are an alert 
career agent with an eye to the future. Write for details. 


MARKEL AGENTS HAVE AVAILABLE TO THEM 
A 10 POINT TESTED SALES AND PROMOTION PLAN 
PLUS THE SERVICES OF 36 REGIONAL OFFICES 
MAIL COUPON NOW—YOU NEED NOT BE A SPECIALIST 


Markel Service, Inc., Richmond, Va., Dept. 8-!0 


GENTLEMEN: Please send me complete details on Markel Service 
1 cm interested in selling this coverage 


NAME 
ADDRESS 


city 


“ELIMINATES THE CAUSE TO ELIMINATE THE ACCIDENT” 


s 
Look for this symbol of sofety 


on Americo’s trucks & buses 


Exclusive Underwriters for the American Fidelity & Casualty Company, 
the largest stock company in the world specializing in motor corrier coverages. 


Inc., 








MASSACHUSETTS RATE 
DECISION 


ONSIDERABLE comfort for 
pew companies may be had in 
the decision of the Massachusetts 
Supreme Court on the fight begun 
January 14 to annul Commissioner 
Dennis E. Sullivan’s compulsory 
automobile insurance rates for that 
state. Although the court upheld the 
rates, the 
supported the principles for 
which the companies were fighting. 


commissioner's decision 


also 


The crux of the dispute was the 
experience base on which the 1952 
The 
sioner based his calculations on the 
period 1948, 1949 and 1950 and 
promulgated new rates which were 
9.5% higher than in 1951 for pas- 
higher for 
commercial vehicles. The companies 
(63 stock and mutual carriers writ- 
of this coverage in 
Massachusetts) maintained that be- 
cause of the sharp increase in auto- 
mobile the 1948 and 1949 
experience was obsolete and only the 
1950 experience should have been 
This would have re- 
sulted in increases of 21% and 30% 


rates were figured. commis- 


senger cars and 12.7% 


ing about 95% 


le Ses, 


considered 


for private passenger and commer- 
cial vehicles, respectively. The court 
noted that it could not have held the 
commissioner in error if he had fol- 
lowed the procedure favored by the 
carriers. However, as long as it 
felt the commissioner's act had rea- 
sonable support in the evidence, the 


court would not substitute its judg- 
ment for his. Moreover, the com- 
panies won another point in the 
controversy. The commissioner had 
contended that his rates could not be 
appealed to the courts unless they 
could be shown to be confiscatory. 
The court upheld the companies’ 
right to appeal without alleging 
confiscation. 


FIRE COMMISSIONS 


GENTS and company men 
A. are becoming concerned 
about the higher rates of commis- 
sions being paid by some companies 
on fire risks. “Donald C. Bower- 
sock, president of the Eastern Un- 
derwriters Association, has warned 
that commissions should not be made 
the basis of competition and sug- 
gested that company and agency 
organizations jointly study the situa- 
tion. Walter W. Sheldon, vice- 
president of the National Association 
of Insurance Agents, later endorsed 
the idea of a joint survey and would 
like it to also encompass the casualty 
field and the whole subject of the 
modern merchandising of insurance. 
Meanwhile Richard C. Hubbard, re- 
tiring president of the Vermont As- 
Insurance Agents, 
scored commission increases on fire 
business and said that such commis- 
sion deals would surely be followed 
by rate reductions. Such reductions 


sociation of 


have already been made in several 
territories 








PERSONALIZED SERVICE 


for 


PARTICULAR AGENTS 


TRI STATE INSURANCE COMPANIES 
Perry D. Inhofe, Pres. 


TULSA — OKLAHOMA 


CASUALTY 


BONDS 








CRIME ON THE INCREASE 


LL crime in the United States 

is increasing at an alarming rate 
according to Richard C. Steinmetz, 
chief special agent for the Mutual In- 
vestigation Bureau. He places the 
annual number of incendiary or sus- 
picious fires at 7,000 and the damage 
caused by them at more than $25 
million. Crime increased 5.1% dur- 
ing 1951, states Mr. Steinmetz, with 
1,115 burglaries, 143 robberies, 3,065 
larcenies and 540 auto thefts occur- 
ring daily. Also there was a 25% 
increase in bank and savings and 
loan association embezzlements with 
more than 700 officers and employ- 
ees involved. ; 


’ 


UNSATISFIED 
JUDGMENT FUNDS 


N UNSATISFIED judgment 
A tana similar to the one which 
will become operative April 1, 1955 
in New Jersey is being considered 
with favor in New York and has 
been endorsed by the traffic director 
of the District of Columbia. A legis- 
lative committee in Wisconsin, how- 
ever, was critical of such a fund. 


AWARDED JOSHUA 


HE New Hampshire Fire In- 

surance Co. was awarded a 
“Joshua,” symbolizing first prize for 
the most distinguished use of match 
book advertising by an insurance 
company or agent during the last 
year. The “Joshua,” a bronze wall 
plaque in the shape of a match book, 
was named for Joshua Pusey, a Phil- 
adelphia patent attorney who in- 
vented match books, and the pres 
entation was made on September 
26, sixtieth anniversary of the date 
of his patent. 

New Hampshire’s match books re- 
ceived top award in its classification 
on the basis of design, copy and dis- 
tinctive size, according to the panel 
of ten judges made up of top officials 
of advertising trade groups and pub 
lications 

The largest corporations in the country 
employ high-salaried insurance experts to 
look after the purchasing and handling of 


their insurance. The agent costs the small 
purchaser nothing extra. 


Hugh D. Combs, Vice-president U. S. F. & 
G. Co. 
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' tag that Ralps stop a fire... 
BEFORE IT STARTS! 





fing spot fire hazards in your home 

f@ is all part of the job to your Fire 
0 Reliance Field Man. He's 
ready to work with you — your 

e Fire Prevention Association — 
¥ local organization concerned — 

Pa thorough town inspection for 

intial danger spots. 

He'll help check on every industrial, 
commercial or public building — 
every school, church and hospital in 
town. And wherever he or his fellow 
inspectors find a fire hazard, up goes 
one of these red tags to mark the exact 
spot for corrective action. 


Town Inspections are an excellent 
way to make people in your commu- 
nity fire-conscious — not just during 
Fire Prevention Week but 365 days 
a year. 

They're also a fine example of the 
full company cooperation and support 
every Fire Association-Reliance Agent 
can count on — in handling every 
kind of insurance problem. 

Head Offices: 401 Walnut St., Phil- 
adelphia 6, Pa. Branches in Atlanta, 
Chicago, Dallas, New York, San Fran- 
cisco, Toronto. Claims and Settling 
Agents throughout the world. 


bire Association 


SINCE 1817 


sosee I Reliance 


INSURANCE COMPANIES OF PHILADELPHIA 





Insurance Textbook: 

his is the first revision of a text 
book originally prepared in 1942 for 
prospective agents to study when 
preparing to take an examination for 
a license to engage in the business of 
insurance 
Richard C. 


Casualty 


It has been prepared by 
Carrick, president of the 
and a 


Peerless Company 


number of his associates. Subjects 
covered include all lines of casualty 
and liability 


health insurance, fidelity and surety 


covers, accident and 
bonding and fire and marine insut 
ance 

Published by the Peerless Casualty 
Company, Keene, New Hampshiri 
Report of the Wisconsin Insurance In- 
dustry Committee on Motor Vehicle 
Accidents: 

This report takes the logic il stand 
that the 
deaths and injuries from automobile 


reduction in the number of 


accidents is the primary problem of 


highway safety. It considers 


satety 
responsibility laws, their applicatior 


and measures for further strengtl 


4 


ening such laws \lso considered 


are the extension of medical pay 


ments coverage, unsatisfied 


funds, vutomobil 
liability 


pulse Ty 


ment compulsory 


insurance laws and a com 


compensatior tem 


automobile accidents The report 


looks with favor upon the extension 


of medical payments coverage but 


criticizes unsatisfactory judgment 


funds, compulsory insurance laws 


and compulsory compensation sys 
tems for automobile accidents. 

without 
Vutual 


Drive, 


Copies are available 
American 
i a ke ? 


charge from the 
20 N. 
Illinois 


{iliance, 


( hig ago Oo 


Workmen's Compensation Law Pam- 
phlets: 

Supplements to the latest editions 
of the workmen's compensation law 
pamphlets for Alabama, Florida, 
Montana, Nebraska and New Mex 
Chey include 
recent important amendments to the 


ico are now available 


laws in those states plus a digest of 
the effect of the 1951 amendments, 
their text and annotations of recent 
decisions construing the law. 

Thirty cents per copy. Available 
from Editor, Law Publications, As- 
Casualty and Surety 
Company, 60 John Street, New 
Vorik 24 V ex V ork 


soctation of 


Your Farm and Fire Safety: 

This new booklet designed to help 
threat of 
property, 
booklet published 


farmers reduce the fire 


damage to buildings and 
replaces another 


in 1947 


necessary by the many new develop 


The new edition is made 


ments in farm mechanization and the 
resultant growth of new fire hazards. 
such as careless 


Common hazards 


smoking and misuse of electricity as 
well as special hazards such as faulty 
installation of power equipment are 
pointed out. 


available without 
charge from the National Board of 
Fire Underwriters, 85 John St., 
New York 38; 222 West Adam 
Street, Chicago, Illinois or 465 Cal- 
ifornia Street, San Francisco, Cali 


Coptes are 


fornia 


Casualty and Surety Coverages: 
The first of a series of pamphlets 
dealing with the need for casualty 
insurance coverage and the types of 
policies available has been published 
as a management aid for small busi 
ness. The pamphlets will present 
insurance information in non-techni 
cal language. The pamphlet 
deals with fidelity, forgery and surety 
Others in the will 
cover boiler and machinery, glass, 
workmen’s compensa 
health, 
liability and credit insurance 
lp to ten copies may be obtained 
without cost from the Small Defens. 
Plants Administration of the United 
States Department of Commerce 
Additional copies may be obtained 
at $4 per 100 from the research de 
partment of the Association of Casu 
alty and Surety Companies, 60 John 
Street, New York 38, New York 


first 


bonds series 


automobile, 


tion, accident and general 


ee ee 
Globe and Rutyers 


In surance (Company 


Fire Insurance Company 


State of Pennsylvania 


AMERICAN HOME 


Fire Assurance Company 


111 WILLIAM STREET, NEW YORK 7.N. Y 
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Public Liability Insurance—Insured 
Allowed to Recover Under Policy for 
Expense Incurred for Medical Services 

Rendered to His Wife 


Seaborn vs. Preferred Acc. Ins. Co. 
of New York (1952) 246 P. 2nd 365. 


The plaintiff owned and operated 
a store in Chandler, Oklahoma, He 
procured a public liability policy 
trom the defendant insurance com- 
pany. In the insuring agreements of 
the policy it was provided that the in- 
surer would pay “all sums which the 
insured shall 


become obligated to 


pay by reason of the liability imposed 


upon him by law for damages 
In the “Conditions” 
policy it was provided: “* * * The 


section of the 


insured shall not, except at his own 
cost, voluntarily make any payment, 
assume any obligation, or incur any 
expense other than such immediate 
medical and surgical relief to others 
as shall be imperative at the time of 
the accident.’ 

While the foregoing policy was in 
effect, the wife of the plaintiff, who 
was visiting in his store at the time, 
fell and sustained severe injuries 
which required hospitalization and 
surgery. The plaintiff expended a 
total of approximately $1,600 for 
medical, hospital and nursing serv- 
ices which were necessary to restore 
his wife to health. A claim for this 
amount was presented to the defend- 
ant. The 
followed. 

The trial court 
murrer filed to the petition by the 
defendant. Apparently the trial court 
based its ruling on the ground that 
the obligation of the defendant was 
limited to those sums which the 
plaintiff became obligated to pay as 
a liability imposed upon him by law, 
and as no judgment had been 
rendered against the plaintiff there 


claim was denied and suit 


sustained a de 
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was no obligation upon the defendant 
to pay. Upon appeal, the Supreme 
Court of Oklahoma 
judgment of the trial court and re- 
the for a trial. 
There was an allegation in the peti- 
tion of the plaintiff that the sums he 
had expended on behalf of his wife 
for “immediate medical and 
surgical relief,” as provided in Para- 
While 


the total amount sued for appeared 


manded case new 


were 
graph 9 of the “Conditions.” 


to represent the entire expense in 
curred by the plaintiff for treatment 
to his wife, the Court held that some 
of the expenditures appeared to be 
for immediate medical attention and 
that the plaintiff was entitled to re 
cover for such expenditures undet 
the policy 


Burglary Insurance—A Guest 
Sustaining a Thelt Loss in the Home of 
a Host Held to Be Covered By a 
Burglary Policy Carried By the Host 


Lom 
138 


Indemnity 
) 90 A. 2nd 


Slonim v. Globe 
pany (1952 N. J 
first 
that state, the Superior Court of New 
Jersey held that a host's 
burglary covered the 
which a guest sustained while at the 
home of the host. A fur coat of the 
alleged value of $1,500 belonging 
to the guest 
bedroom in the 
filed suit in which she joined the host 
and the Globe Indemnity Company 
as defendants. In her petition she 
alleged the fact of the theft and also 
alleged that the Globe Indemnity 
Company had issued its policy of 


In a case of impression in 


recently 


policy loss 


was stolen from a 


host’s home. She 





Whether your interest is in life, fire, 
surety, marine or casualty insurance— 
there is a BEST'S PUBLICATION or 
SERVICE to fit your needs and—your 
pocketbook. 





reversed the 


burglary insurance to her host and 
that the policy covered losses sus 
tained by his guests. The insurance 
filed its 
mitted the existence of the policy and 
the theft, but it denied that the cover- 
we of the policy extended to the 


company answer and ad- 


plaintiff, who was a stranger to the 
mnsurance contract 

In ruling upon a motion for sum 
mary judgment the court held that 
the loss of the guest was covered by 
the defendant's policy The court 
based its conclusion mainly upon the 
following language contained in the 
insuring agreements of the policy 
theft from the 
h of the follow 
property (a) 


‘To pay tor loss by 
premises of su 
ing classes of 
jewelry furs.’ 

It was pointed out by the court 
| 


th 
by the foregoing language for a theft 


at the general coverage provided 
from the residence of the insured was 
not restricted to property owned by 


tl whereas in other 


1¢ named insured, 
provisions of the policy pertaining 
to thefts the 


insured’s coverage 


occurring outside of 
household, the 
was restricted to property owned by 
the insured or by a permanent mem- 
ber of his household. It therefore 
held that the coverage provided ex- 
tended to any theft of property oc- 
curring in the actual household of 
the insured even though the prop 
erty stolen did not belong to the in 
sured or any member of his house 
hold. In support of its ruling, the 
court cited the case of Wilson vy 
Hawkeye Casualty Co. [(1950) 67 
Wyo. 141, 215 Pac. 2d 867] wherein 
it was held that a policy with similar 
provisions afforded coverage to a 
guest of the insured. The court also 
referred to several insurance trade 
publications in support of the con- 
struction placed by the court upon 
the provisions of the policy involved 
in the suit 
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Saw Your 
Companies’ Ad In 
The Magazines Today! 
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““M-M-M look 
i ’ 
Sons er ae like you’ve blo 
a Nr et @ gasket” 


Joe's a genius—h 
make it hum like 
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>aator ¢ 


¢ can take my old bus 
@ brand new Rolis. Hi 
©xPert—on motors! But I wouldn't think o; 
him if I had @ sore throat, | would go 
expert—a Physican 
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Services of an expert. 


£f). 


For the name of « nearby 
° 


Insurance man or claims offic 
4 “Union by mumber, est tor 
sce 
1 SAL OM your Pot 

on TH 
100K F 


3 
M | L L | 0 y S of insurance buyers everywhere read America 


Ss r 





ERE are some eye-opening 

figures to capture the imagi- 

nation of any good agent- 
salesman. A preview of this year’s 
market indicates that : 


If, as a nation, we produce what we 
can produce this year, there could 
be $237 billion in take-home pay. 
With $107 billion of that siphoned 
off for food, clothing, rent and other 
necessities, it would leave $130 bil 
lion for discretionary spending 

And, in 1951 there were $100 billion 
in savings accounts. 


More Customers 


Better still—customers are multi 
plying. The population, so say the 
people who know, is 
monthly at the rate of the total num 
ber of people who live in Syracuse, 
N. Y., or Norfolk, Virginia. What 
a country ! What an economy ! What 
an opportunity! Yes—for you, too 

if you only take advantage of it 

But you can still go broke in this 


Many What 


happens to your business depends to 


increasing 


country, people do 
a considerable degree upon yourself 
and how you conduct your agency 
There’s a tremendous need today 
for insurance of all kinds. With the 
money around to pay for it—it’s up 
to you whether or not and how much 
of this business will be yours. Some- 
body is going to get the dollars that 
will be spent on one thing or another. 
The question is, “Are you going to 
get them or is the fellow across the 
street?” (And we don't 
competing insurance agent. ) 


mean a 


Room for All 


There’s usually room for both of 
you But 
the way it usually works out, one of 
you prospers at the expense of the 
other. In 
you will it be? What can you do to 
be on the prospering end ? 

There are many factors which 
enter into running an insurance 


our economy is that big 


vour case, which one of 
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agency successfully, as you well 
know. Only one of these will be dis 
cussed here and why it is something 
that must be ever kept in mind re 
gardless of whatever else you might 
have on your list. 

\ whole lot of 
based on a guy named Jack, or his 
Anna 
words, the people you deal 


success is 


your 


wife, your assureds. In 
other 
with as your customers can make or 
break your First of all, 
there’s the angle of the kind of peo 
ple you write business for. Second, 


agency. 


depending on how well you can sell 
these people, your agency prospers 
or not 

In the beginning of this article you 
read some big, imposing figures re- 
presentng the wealth floating around, 
some of which you can loo upon as 
your rightful share, provided you 
work to get it. Those figures are a 
lot of billions. But—remember 
they all belong to Anna and Jack, 
both of whom want to make darn 
sure they’re spending their money 
to their best advantage. 


Good Prospects 


Jack has money in the bank and 
in his pockets. So he meets the first 
qualification for a good prospect 
the ability to pay. The Jacks and 
\nnas you are interested in 
have real estate and/or personal 
property that needs to be insured, 
which meets another requirement 
for a good prospect. The ones you 
are particularly interested in are 
honest, upright men and women, 
living decent lives, taking good care 
of what they have, and acting square 
and fair in their relations with 
others. They care about the things 
they have and do whatever they 
can to make them last. 

After sizing up Jack, you know 
just about what he needs in the wa 
of insurance coverage, and you de- 
cide he’s the man to go after. He 
already has some insurance, but 
there are a lot of gaps in his insur- 
ance protection. Whether or not he 


also 


plugs up these gaps with insurance 
coverages you can provide depends 
upon you and your selling ability 

You have to arouse his desire to 
buy that insurance rather than any 
might get with the 
his pocket It’s 


thing else he 
money jinglng in 
a big order and a difficult one, this 
job of creating in human beings the 
buy. But it’s something 


want 


desire to 
that 
to stay in 


needs to be done if you 


business. It’s true, no 
matter what kind of business you're 
in. 

Jack can pass up your insurance 
without any great inconvenience. He 
least not until he 
which he 

Then he 
valuable it would be to 


won't miss it, at 


suffers a loss against 
might have been insured 
realizes how 
that 


make him feel he needs that 


have insurance policy. Vou 
ob is to 


polite \ bef we he has a loss 


you've hit 


Perhaps 
a way of doing it 
(,00d 


upon 


and getting a fair average 


for you 


\t any rate, it’s a big job, a tough 
know all 
about what you have to sell. Then 
you have to know if it’s the kind of 


job. First you have to 


insurance Jack really needs. After 
that comes the job of persuasion. 
Goodness knows, it isn’t easy to per 
suade people to do what you think 
is best for them. But that’s what sell 
ing entails. As time goes on more 
and more insurance agents will learn 
that selling is the order of the day 


The Selling Stage 


Other industries, too, are waking 
up to the fact that the period of 
selling has been reached. As one 


president of a large company re 


cently pointed out, we, as a nation, 
“are now in the our eco 
which is the 


We have been through 


stage of 
nomic development 
selling stage 
the pioneering stage, and the stage 
of industrial revolution, and the pro 
duction are at 
the point where we must be able to 
sell all that we produce.” 


and now we 


Stage 


Continued on the next page) 








z Challenging Job—Continued 
ee c t 
ementing tec cniee 
The business of insurance has also 


-~ ~ been going through similar stages. 
firm business an ee See stag 


3y now policies have been conceived 

and perfected to meet just about any 
contingency to which our lives and 
property may be subjected. The 
next job is to sell these policies. 

The old stand-bys are already 
widely and favorably accepted. Fire 
insurance doesn't have to be sold. 
Automobile insurance—you know 
the story there. Workmen's com- 
pensation is taken for granted. Lia- 
bility insurance of various types is 


.... is part of our ‘building code’” |" == ston. 
A Gold Mine 








T But there’s still a vast field of in- 
HE Kansas City is a helpful company . . . surance coverages that has hardly 
been scratched, and not all of them 
are newcomers, either. There’s a 
lot of selling to be done in the mis- 


true to all the Western traditions of friendli- 
ness and hospitality. Of course, the officers, 


directors, field men and engineers of The cellaneous lines in casualty and 
Kansas City are always ready to do anything bonding, and fire and inland marine. 
they can to help you build business. 


The desire for these lesser known 
lines can be aroused. Every one of 
1e Scellc - Ss - “ se 5 
You're invited to make The Kansas City rch ogy grange “note 
home office your headquarters when you're business or individual needs for com- 
in Kansas City. Officers and department plete insurance protection. These 
heads are always at home to you .. . an coverages offer real service to who- 
a ” : : ever buys them. They are needed, 
open door” policy that results in close, and sometimes merely pointing out 
friendly relationships . . . as well as many what is available in the way of in- 
surance coverage does a good part of 
the selling. 

This tremendous, comparatively 
undeveloped area of insurance is 
waiting to be sold to Jack and Anna. 
Learn to arouse the desire among 
prospects for these miscellaneous 


COMPANY 





INSURANCE 


LINE 


valuable suggestions on how to get more 
business . . . keep more business. 


MULTIPLE 


o 











coverages and you've struck a gold 
mine. 
FH, Insurance isn’t the only business 
WMCCAHECE Company with a selling problem, Every major 
301 West llth Street © — Kansas City, Missouri business today faces the problem of 
selling what it produces. It is harder 
for some of them to sell what they 
produce, but sell they must. Those 
The a ZEALAND who do the best selling job will get 
the dollars in Jack’s pockets and 
3 Insurance Company Limited Anna’s pocketbook. 
Service Beyond The money is either yours or the 
United States Head Office other fellow’s. If you do a good 
the Contract oe 1875 selling job you'll get the dollars 
on Francisce dollars of premiums that will throw 
William M. Houston, U.S. Mgr off dollars of commissions. It’s a 
difficult job, but it can be done. It 
must be done. It’s you or the other 
fellow. 
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QUESTIONS & ANSWERS 


PART 


VIII. The sensational disclosures 
of the recent Senatorial investiga- 
tions of crime in the United States 
have, as perhaps never before, fo- 
cused public attention on constitu- 
tional safeguards of personal rights 
and the processes of criminal law 
enforcement. 

(a) Identify three types of 
safeguards in the Federal Bill of 
Rights which make it difficult to ap- 
prehend and prosecute successfully 
in Federal courts those who may be 
guilty of serious crimes. 

(b)(1) Under what 
stances could cases involving organ- 
ized crime be prosecuted by Fed- 
eral officials in Federal courts, and 
(2) in what instances would such 
cases be exclusively in the hands of 
state officials and state courts? 

(c) Submit three types of civil 
cases which Federal 
have exclusive jurisdiction and 
three types of cases over which stat 
courts have exclusive jurisdiction 


circum- 


courts 
(2 


over 


Answer 


(a) The apprehension and suc- 
cessful prosecution of persons guilty 
of Federal crime is sometimes made 
difficult by the following safeguards 
to the rights and liberties of indi- 
viduals : 


(1) Searches and seizures of houses, 
papers, and effects cannot be made 
except upon probable cause sup 
ported by oath or affirmation and 
describing the place to be searched 
or things to be seized. 

(2) The right to a writ of habeas 
corpus 

(3) Bail cannot be excessive 

(4) One cannot be made to testify 
against himself. 


For October, 1952 


III—GENERAL EDUCATION—Continued 


(5) Those in a confidential rela- 


tionship to, the accused cannot be 
made to testify. 

(6) Conviction requires a unani- 
mous verdict of the jury. 

(7) No person shall be subject for 
the same offense to be twice put in 
jeopardy of life or limb. 

(b)(1) Federal jurisdiction in 
criminal cases is derived in two 
main ways: first, the Constitution 
confers authority on Congress to 
define crimes and prescribe penalties 


in five classes of cases: (i) piracies 


DEAN'S NOTE 


This composite set of answers to 
the June 1951 Chartered Property 
Casualty Underwriter examinations 
given by the American Institute for 
Property and Liability Underwriters, 
Inc., has been prepared from the 
papers of the examinees. Editing was 
necessary to assemble each com- 
posite answer and present it in con- 
densed form. However, the content 
in some cases is more complete than 
was required for a high grade and 
answers have been given to all the 
questions even though the candidate 
had a choice. 

It should also be mentioned that 
although these answers have been 
taken from meritorious papers, they 
are not necessarily perfeet. Many of 
the questions involved judgment on 
the part of the candidate and no 
hard and fast solution could be re- 
quired. Credit was given for the 
reasonableness of the answer and the 
evidence of intelligent application of 
a candidate's knowledge. 

Candidates are cautioned not to 
rely on this set of questions and an- 
swers as a method of direct prepara- 
tion for the C. P. C. U. examinations 
They may be useful as a guide to the 
type of questions asked and the con- 
tent of answers desired by the Insti 
tute, but they cannot be a substitute 
for thorough study and mastery of 
the subject matter of the Institute's 
curriculum 


envenesereeees 


JUneeenenncecnnaneenenenenesnevees 


and felonies committed on the high 
seas; (ii) offenses against the law 
of nations; (iii) treason against the 
United States; (iv) counterfeiting ; 
and (v) cases involving crimes in 
the various territories, dependencies, 
and the District of Columbia. 

In the second place, since the 
Constitution gives Congress the 
power to enact all “necessary and 
proper” legislation for carrying the 
various provisions of the Consti- 
tution into effect, 
broad power to define as crimes in- 
fractions of Federal Thus, 
Congress has the power to regulate 
foreign and interstate commerce, 
and, under this broad grant of 
power, Congress has made it a crim- 
inal offense to transport women 
across state lines for immoral pur- 
It has also made it a Federal 
offense to transport kidnapped per- 
sons across state lines, and enacted a 


Congress has 


laws. 


poses. 


law concerning motor vehicle thefts 
Federal authorities may prosecute 
in federal courts the individuals ac 
cused of infractions of Federal laws. 
the 
exclusive jurisdiction of state offi 
those 
involve state 
statutes or state constitutional pro- 
visions and raise no Federal consti- 
tutional and 
infractions of Federal 
Moreover, if the criminal cases are 


(2) Criminal under 


cases 


courts are 


violations of 


cials and _ state 


which 


questions involve no 


Statutes 
subject. to exclusive state jurisdic- 
tion they fall outside the categories 
of cases and controversies which the 
Article 


jurisdic 


’ 
(mainly in 
the 


il courts 


Constitution 
Three 
tion of the 

c)(1) 


exclusive 


brings within 
| eder 
The 


jurisdiction 


Federal courts have 
over the fol 


owing types of civil cases 
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(i) civil actions in which states are 
parties, with the exceptions made by 
the Eleventh Amendment, 

(ii) suits and proceedings brought 
against diplomatic officials, 

(iii) civil suits against the Federal 
government where consent to sue 
has been granted, 

(iv) civil suits of an admiralty and 
maritime nature, and 

(v) civil proceedings under Fed- 
eral bankruptcy, patent-right and 
copyright legislation. 

(2) Types of civil cases over 
which state courts have exclusive 
jurisdiction are: 

(1) civil actions involving diversity 
of citizenship where the amount of 
money involved is less than $3,000, 
(ii) cases arising under state con- 
stitutions and state statutes where 
no Federal questions are involved 
and no diversity of citizenship ex 
ists, 

(ili) suits against a state by its own 
citizens or by citizens of other states 
w foreign nations, 

(iv) common law actions, such as 
tort proceedings, where there is no 
question of diversity of citizenship 
or infraction of Federal statute or 
constitutional provision, and 

(v) cases arising under local char- 
ters or ordinances where diversity 
of citizenship or Federal questions 
are not involved 


IX. In discussions preceding pas- 
sage of the Social Security Act 
amendments of 1950, “the 
logic of the arguments against in- 
cluding total and permanent dis- 
ability insurance in a compulsory 
government plan prevailed . 
Instead, the new law makes provi- 
sions for the totally and permanently 
disabled by constituting the needy 
among them an additional category 


of persons eligible for Federal 
matching of state assistance.” 

(a & b) In your opinion, do the 
major arguments against total and 
permanent disability social insurance 
benefits relate to problems of (1) 
coverage, (2) qualification for bene- 
fit, (3) finance? Answer requires 
(t) definition of the event to be in- 
sured, and (ti) a brief analysis of 
each of the problems referred to 
above. 

(c) One arqument for inclusion 
of this hazard under a social insur- 
ance plan was “the hope that by 
such a provision we could help to 
reduce the number of persons on the 
What presumably 
is the basis for this expectation? 
How reasonable is this expectation, 
in light of our experience with old 
age assistance and old age and sur- 


assistance rolls.” 


vivors insurance? 
Answer 


(a & b) The most serious ques 
tions that have been raised about 
the practicability of permanent and 
total disability insurance as part of 
the Social Security system have been 
about the problems of qualification 
for benefit. These may be grouped 
broadly under two heads: (1) 
definition of the insured event, which 
is as much an economic as a phys- 
ical-medical condition, and by (2) 
the potentially long duration of dis- 
ability, particularly for young per- 
sons, which creates possibilities of 
malingering and loss of work incen- 
tives. The statutory definition of 
total and permanent disability is 
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necessarily in very general terms: 
disability that prevents the insured 
from engaging in any substantially 
gainful activity—presumably for an 
indefinite period. Critics of pro- 
posals to add this hazard to Social 
Security coverage are afraid that 
because administrative 
standards or controls are practically 
non-existent the result will be great 


objective 


abuse. 

Coverage would be presumably 
the same as for OASI 
which 


benefits, 


would special 


Likewise if the benefits 


present no 
problem. 
were financed by the same methods 
as OASI, there should be no prob 
lem, although it would take many 
years to develop ultimate costs. 

(c) The basis for the expectation 
that inclusion of permanent and 
total disability benefits in the OASI 
system would produce a decrease i1 
the number of persons under assist 
ance is that many of the persons 
who would ultimately qualify for 
permanent and total disability bene 
fits are now carried by the states 
on public assistance. The im 
pact on public assistance rolls pre 
sumably 
case of adding permanent and total 
disability than in adding OASI 
benefits because: (1) the states 
should be able to transfer 100 per 
cent of the financial burden to the 
insurance system, whereas in OAA 
they transfer approximately one 
half; and (2) unlike the situation 
underlying old age benefits, there is 
no marked trend toward a larger 
and larger exposed group—presum 
ably the group exposed to the per- 
manent and total disability hazard 
will increase at the same rate as the 
whole population. 

X. “Greater public protection 
against irresponsible motorists is 
given by the security type safety 
responsibility law than by com- 
pulsory automobile insurance.” 


would be greater in the 
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PRO-RATA ono 
EXCESS OF LOSS 


(a) In what sense is the statement 
correct insofar as private passenger 
cars are concerned’? State 
derstanding of the main features of 
each of these two kinds of laws. 
Answer in terms of (1) automobile 
of motor 


your un- 


owners, and (2) scope 
accidents covered under each law. 

(b) Is the security type safety 
aimed at the 
in the 


law 
motorist who is irresponsible 
(1) financial, (2) driving ability, 
sense of the term? specific 


reasons for your answer. 


responsibility 


Give 
(c) objection offered by 
critics of the compulsory insurance 
law is that “the public knows that 
the risk will be shifted to the imsur- 
ance companies and . are there- 
fore not interested in holding down 
the number and 
(1) To what extent do you consider 
this 2) Is your 


One 


costs of claims.’ 
objection valid? (2 
answer to (1) equally applicable to 
the security type safety responsi 
bility law? Explain 
Answer 
(a) The statement is correct in 
that the Massachusetts compulsory 
liability law, (1) applies only to 
Massachusetts owners and (2) for 
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constitutional excludes 


coverage for property damage lia- 


reasons, 


bility claims, guest claims, claims 
arising out of accidents off the public 
highways, etc. The statement is tm- 
correct in that it ignores the fact that 
coverage under the “security type 
safety responsibility law” is not 
compulsory, and that though the 
percentage of coverage may be high 
it is in no state 100 per cent of 
automobile owners. For those auto 
mobile owners who are covered, in 
surance protection is wider than in 
Massachusetts. 


(b) The objectives of the safety 
responsibility law continue to be 
two: (1) to increase the proportion 
of motorists financially able to pay 
for damages arising out of their 
negligent driving, and (2) to make 
highways safer. 

The financial 
jective is to be achieved by inducing 
automobile drivers to buy insurance 
who otherwise would not do so. The 
penalty of loss of road privileges to 
those involved in automobile acci- 
dents without such insurance (or 
other evidence of financial responsi- 
bility) serves as the club. The high- 
safety objective is to be 


responsibility ob 


way 


achieved by refusing insurance, and 
thus the privileges of the road, to 
demonstrably unsafe drivers 

(c)(1) This statement has limited 
validity. Under the compulsory law 
in Massachusetts claim frequency in 
creased but at the time the 
average cost per claim declined. An 
of claims is the 


same 
increased number 
logical outcome when every injured 
person (even though the injury may 
be slight) knows every automobile 
owner is insured 


not 


However, it does 
that 


caus 


necessarily follow drivers 


careless and more 


No causal conne 


are more 


accidents tion be 
automobile idents 


has 


tween traine ac 


and the existence of insurance 
heen proved 
(2) To the that the 


safety responsibility law succeeds in 


extent 


its objective of (nearly) universal 
coverage, the situation described in 
both 


answer! 


the quotation is identical for 
types of law. Therefore, the 
to (1) should be equally applicable 
because (i) the legal basis for claim 
under the two systems is identical 
(suit 
negligent operation) and (ii) the 
claimant knows that the defendant 
in fact is not the person named in 


the suit, but 


for damages arising out of 


an insurance company 
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The leaders. those who get to the top 
and stay there, have one important 


qualification in common—they don’t 





sit still and coast. For essential to 
continuing leadership, is continuing 


growth and the ability to continually 








apply fresh thinking to everyday 


business problems. 
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HOMEOWNERS PACKAGE 
POLICY 


HE homeowners package policy 

developed by the Multiple Peril 
Insurance Rating Organization will 
be introduced in four states by the 
end of next month. The form which 
is designed for owner-occupied dwell 
ings provides coverage on a com- 
bination of real and personal prop- 
erties and comprehensive personal 
liability. It has been authorized since 
September 10 in Pennsylvania and 
may be written in Delaware on 
October l, 
15 and in Colorado on October 31. 


in California on October 


HOSPITAL INSURANCE 
SURVEY 


NDIVIDUAL hospital insurance 
I policies have shown a remarkable 
improvement in benefits and policy 
provisions during the last four years, 
according to the 1951 survey con- 
ducted by the Hospital Insurance 
Committee of the Health and Acci- 
dent Underwriters Conference. The 
survey covers the “best selling” hos 
pital policies of 101 Conference com- 
panies and compares present policies 
with a similar survey conducted in 
1948 and with such other informa- 
tion available from hospital policies 
issued in 1941. According to the 
survey, the average daily lospital 
room benefit now is $7.50 compared 
to $4.50 daily room benefit sold in 
1941 (the 1948 survey did not show 
this The number of 
days for hospital confinement cov 
ered by the policies has also in- 
creased. Sixty per cent now provide 
daily room benefits for 90-100 days 


information ) 


as compared with only 30% in the 
1948 survey. In 1941 approximately 
50% of the policies provided room 
benefits for 30 days. Substantial 
benefit increases for such hospital 
services as drugs, dressings and op- 
erating room expenses were revealed 
in the current survey. 


DEDUCTIBLE BLUE 
CROSS POLICY 


Ht Virginia State Corporation 
Commission has approved the 
of the Hospital 
\ssociation for increased 
for its Blue 
effective September 1. 


request Virginia 
Service 
rates Cross coverage 
The associ- 
ation will offer two types of policies 

the standard the 
rates are increased, and a deductible 
policy, for which the rates will be 
the same as previously 


one, for which 








"Sorry to disturb you, Sir, but there is a 
gentleman here to see you regarding some 
A and H bomb insurance.” 


PROTECTION AGAINST 
A-BOMBS 


SEVEN-POINT program was 
Avrciinee at a recent meeting of 
the board of directors of the Na- 
tional Fire Association 
by its chief engineer and civil de- 
fense expert, Horatio Bond. He re- 
ported that while the atomic bomb 
gives off tremendous heat which will 


Protection 


start many fires, still, by a series 


of measures, many of them inex- 
pensive, the people in cities can 
greatly increase their chance of sur- 
vival under an A-bomb attack. He 
presented the following seven-point 
program: (1) More space between 
buildings, (2) a radical reduction in 
use of combustible materials, (3) 
fire-resistive building construction, 
(4) fire protection of 


buildings by sprinkler systems, (5) 


automatic 


organized teams of citizens to fight 
fires with extinguishers and stirrup 
pumps, (6) water for fire fighting to 
be stored in tanks of buildings be 
cause there may be no water in city 
mains and (7) day-to-day attention 
by owners and managers of build- 
ings to the maintenance of a high 
order of housekeeping and general 
alertness against potentially danger- 
ous fire situations. 


SAFETY RESPONSIBILITY 
LAW DIGESTS 


OUTH CAROLINA and New 
passed motor 
responsibility laws 
which become effective January 1, 
1953 and April 1, 1953 respectively. 


Jersey have 


vehicle safety 


Digests of the provisions of the new 
laws have been prepared by Alfred 
M. Best Co., Inc. Quantity prices 
are available upon request. 
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as a clincher to your 

sales presentation. See how 
simply, clearly and 
completely this book will 
aid in your sales program. 


ALFRED M. BEST CO., INC. 
15 Fulton Street 
New York 38, Wi. Y. 
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8-mm Photography on 16-mm film 


High redu-tion ratio (37-1) 

Two film types on one camera 
Fast automatic or hand feeding 
Maximum document width 
Choice of three film patterns 
Automatic safety shutter 


Special time- and error- 
saving controls 
y 
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win HIGH-SPEED BELL & HOWELL 
padeneteeatl tteetecten RECORDER — Offers many cost-cutting 


Bell c Howell Burroughs RGU CUT MLM tel ely) 
MANUFACTURER DIsTRIBUTOR . . . . 
microfilming equipment now in use. sl 
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GET IMMEDIATE DELIVERY ON /VEW/ BURROUGHS MICROFILMING! 
BEGIN Wow TO ENJOY MAXIMUM SAVINGS ON EVERY JOB—EVERY DAY! 


You don’t rent modern Burroughs Microfilming. You 
buy it outright and watch the savings it provides in 
time, film and manpower quickly pay for the equipment. 


In film costs alone, Burroughs Microfilming can save 
as much as 80% over outmoded equipment, because it 
uses 8-mm photography on 16-mm film and a high 
reduction ratio (37-1)—to more than double the 
number of images on every foot of film. 


This precision-built Bell & Howell Recorder—sold by 
Burroughs—sets new standards in economical, high- 
speed operation and long-life dependability. It slashes 


operating expenses and time on the job because it 
does the work easier and faster than ever before! 


Delivery is immediate! Highly skilled service, avail- 
able from more than 600 Burroughs Service Centers, 
is no farther away than your telephone. Twenty-five 
conveniently located Processing Stations assure 
immediate developing of your film—with maximum 
image brilliance and clarity. 


That's the meat of the Burroughs Microfilming story. 
Call your nearby Burroughs office for the full details. 
Burroughs Adding Machine Co., Detroit 32, Michigan. 


WHEREVER THERE'S BUSINESS THERE’S 


Burroughs 


Fast Expert Service—For Al! Your Mrerotilining Needs 


612 SERVICE CENTERS 


25 PROCESSING STATIONS 


Burroughs backs your equipment 
with the largest microfilming 
service staff in the world. Highly 
skilled servicemen are at your call 
—ready to make sure your Bell & 
Howell equipment gives you years 
of productive, trouble-free service. 


Burroughs Processing Stations are 
strategically located throughout 
the country. Here experienced 
technicians assure immediate pro- 
cessing of your microfilm—use 
latest developing methods to in- 
sure maximum image brilliance 
and clarity. 
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MANAGEMENT'S RESPONSIBILITY—Part II 


N LAST month’s 
considered the first of the points 
in a 
which are vulnerable to attack by 
embezzlers, physical assets; the next 


article, we 


system of internal control 


two to be considered are the income 
ind disbursements. 


Income 


1. /nco 
the 
from 
the most important items to check 


me from Investments—Is 


company receiving all income 


investments? This is one of 
because the defalcation does not have 
to be concealed and may extend over 
many years without detection. My 
embezzler,” who was 
a small mutual fire in 
surance company, caused his concern 
a loss of over $25,000 by withholding 


“favorite 
treasurer of 


investment income. I say he was my 
the 
manner in which he operated. He 
drew a normal salary, but he did not 


feel it was enough to take care of 


favorite embezzler because of 


his wife and two children. He early 
decided, in order to live decently and 
to properly educate his children, he 
needed an income of $4,500 a vear 
He was receiving a salary of $2,500 
a year ; consequently he stole the dif 
ference between. $2,500 and $4,500 
in order to maintain his standard of 
living. He was an excellent em 
ployee and because of his industri 
ousness had his salary increased to 
$3,000 per year ; consequently he cut 
down on his stealings and simply 
stole the difference between $3,000 
and $4,500. Subsequently, he was 
raised to $3,500 and again to $4,000 
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Kach time he cut down his stealings 
so as to steal only the actual differ 
ence between his salary and $4,500. 
Finally he made the grade and was 
When he 
was finally increased to a salary in 
excess of $4,500 he began to pay 


earning $4,500 annually. 


back his employer ; however, the loss 
through routine 
questioning by the president, before 


was discovered 


he had completely reimbursed his 
company. He had whittled down his 
shortage to $3.000. The unique fea- 
ture of this story is that he was able 
to manipulate income from invest 
ments over a period of thirty-five 
I still think 


of him as my favorite embezzler. 


years without detection 





Creer rrrererererccroaad 


2. Premium Collections— 

a—Are premium collections prop- 
erly for? Are serially 
numbered receipts in duplicate or 
triplicate used for all cash payments ? 
We recently paid an $8,000 loss 
caused by a cashier of a branch of 


accounted 


fice. She perpetrated her stealings 
over a period of thirty-four months 
In this case the insured had neither 
serially numbered receipts nor a cash 
book for recording cash deposits. In 
another case of the same kind we 
paid a loss on the cashier of a branch 
office who was required to use seri 
ally numbered receipts in triplicate 
In this case the loss was discovered 
within three and a half months and 
amounted only to $1,500. 

b—Does your system of reporting 
premium collections prevent a kit- 
ing operation being continued over a 
long period of time? 

In another case the manager of a 
branch office of a large company at 
tended his first convention. A 
drinks, a girl who did a striptease 
on a drum and he was off to the 
His first night out in fifteen 
years was spent with his little strip 


few 


races. 


teaser and he so enjoyed the expe 
rience that he continued the relation 
ship Het 
became sick so he paid the girl's fare 
and doctor bills, etc. He finally woke 
up in jail with a shortage in his 
accounts of $45,000 and a thoroughly 
wrecked home. 


mother in California 


In his own words, 
he stated he prevented the loss from 
being discovered “by substituting 
checks for cash and depositing these 


ntinued on page 88} 
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Mutual Benefit Life 
speeds up dictation service 
the |new| fashioned way! 


“Better service at 42% lower cost—that’s our Tetevorcs 


experience,” says Don E. Slee, manager, Planning & 
Methods Department, The Mutual Benefit Life Insuw 














ance Company, Newark. “We replaced 14 individual 
dictating instruments in our Claim Department with a 





16-phone TELEVOI!CE system—saving 42° on original cost 
and maintenance—and giving our Claim Examiners the 
fastest dictation service they've ever had.” (With TELE 
VOICE, one recording instrument at a secretary's desk re 
cords for an entire dictating network —of three, six, even 
twenty low-cost dictating phones!) 





THAT [NEW] FASHIONED PHONE SYSTEM 
OF DICTATING IS EDISON | TELEVOICE |! 














Nothing equals TELEVOICE for getting work out 
faster—for low, low cost—for e-a-s-e of use! You just 
pick up the small, handy TELEvoict phone—and 
By dictate. No wonder more than a thousand users a 


7 month are turning to TELEVOICE. Why not get the 
Work out in an hour! Thanks te whole story yourself? . . . 

TELEVoICcE, Claim Department 
correspondence at Mutual Bene Read this eye-opening booklet! It's quick-reading 
fit Life is typed, signed and on its fact-packed, illustrated. Shows you how TEL! 
way usually within an hour after VOICE gives you greater service at much lower cost. 
it’s dictated. Iwo typists—one of No obligation—just send the coupon, filled in or 
whom, Miss Genevieve Gesualdo clipped to your letterhead. Or telephone your local 
(above), is blind—transcribe 8,000 THOMAS A. EDISON representative for a demon 
words a day! stration. 
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GUY FERGASON 


OFFICE UNIONIZATION 


RANK NORTOIDAR 
first to arrive. He was early by 
several minutes. He carried a 
He opened the 
a recording ma- 


Was 


suit-case like box. 
box and took out 
chine. He placed the machine on 
a chair by the table and plugged it 
in, ready for operation. Bill Anode 
Manny Telefunken came in 
together. Bill was talking as they 
came in—‘and if they don’t get out 
and vote, it will be their own fault. 
People who don’t don’t de- 
serve the rights of citizenship.” 

“Did you vote in the 1948 elec- 
tion, Bill?” 

“T was out of town and couldn't 


and 


vote 


I rarely miss an election.” 

“Was your trip unexpected or 
could you 
ballot ?” 


have voted by absentee 


| Think They Did 


“Tell you the truth, 
voted by absentee ballot and I don't 
know how. I must find out some 
time in case I’m away again. My 
wife and daughter voted though 
At least I think they did. No, | 
guess my daughter forgot to reg- 
ister, so she couldn’t vote Yes sir, 
anyone who doesn’t vote should be 
put in stocks in the public square.” 

Lloyd Hystersis and Lyman 
Lowe came in, took their places at 
the table. Bill and Manny sat down. 
Manny was smiling indulgently at 
Bill. “You are so right, Bill,” re 
marked Manny. 

Lie reached into his pocket and 
letter—‘“ Fellows, | 


I’ve never 


pulled out a 
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have an unsigned letter here, ad- 
lressed to me. It isn't a letter ex- 
actly, but it is a typed statement. 
It reads as follows—'The time will 
will be or- 
ganized and represented by unions. 
You deal with many companies 

Why don’t you get on the ball and 
help. Do yourself a favor and help 
your There is but 
that paragraph that | read is the one 
that disturbs me. Unionization is a 
hot About 


a preconceived idea of all the an- 


come when all offices 


clients.’ more, 


subject. everyone has 


swers. l:ach one approaches this 


subject with an emotional attitude 
so that if you dont agree with the 


other fellow’s views, you are a 


‘managment stooge, a ‘labor lover,’ 


or many other things. [| am a man- 


agement man, ves. | deal with man 


agement. I have never advised man- 


agement In any way except as | 


think and have proved my advice 
to be correct. I have as good, if 
not better, opportunity to view union 
activities as anyone. Do you think 
we could discuss the union question 
here today without breaking our 
friendships and alienating our em- 
ployers’, clients’, and friends’ af 
fections, if any?” 

Frank cut in almost before Lie 
had finished—“Of can 
I propose a complete discussion and 
nominate you to be chairman and 
moderator. 


course, we 


Each must answer any 
question you ask and we must keep 
out as much personal prejudice as 
possible. Objective answers in light 
of our experience or 
beliefs.” 

“It’s all right with 
Lloyd. “I haven't had 
perience with unions. 


our sincere 


me,” said 

much ex 
However, | 
do think they are all right except 
when they get rough and damage 
property. I don’t know that they do 
that, but I do read in the papers that 
every non-striker 
will have paint thrown on his car, 


once-in-awhile a 
or in his window or something.” 

a agree provided we are ob 
jective and speak from experience 
No secondhand stuff like Lloyd just 
referred to.” 

“Bill has expressed my opinion,’ 
said Manny 
and constructive discussion, or none 
at all. Lie, you be the moderator 
and direct the questions. We 
answer if we can. If agreed, let's 


“Objective, calm, cool 


will 


20. 
None of the fellows had noticed 
Frank’s recording machine. Lie 
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finally noticed it while Manny was 
speaking. “What you got there 
Frank?” he asked. 

“Recording machine.” 

“What for?” 

“No reason in particular.” 

“You going to record our con 
versation ?” 

“Absolutely no.” Frank continued, 
“T will not record anything said here 
If we have time I would like to play 
a recording for you Just before we 
break up will be time enough.” 
When the cat ate the canary, he 
(or it) probably copied the look 
from Frank’s face in order to give 
rise to the “expression” denoting 
guilt 


Weakness in Management 


“OK,” said Lie. “Here is the 
first question. Do you think that 
when an office organizes and joins a 
union that the fact that it joined a 
union for representation is sympto 
matic of a weakness in management 
or management relations with the 
employees? This question is directed 
to Manny.” 

“You gave me a stinker, like the 
question—have you stopped beating 
your wife—answer yes or no! 
Joining a union probably reflects a 
weakness in some facet of the ré 
lations with management in the 
majority of cases. It, however, is 
not necessarily so in all cases. You 
tell me why people join unions and 
I'll tell you if it is symptomatic of 
anvthing other than the gregarious 
nature of man as reflected by his 
joining instincts.” 

“You have taken us to our next 
question—what are the reasons why 
office employees join unions? Bill, 
will you take that?” 

sill hesitated before answering 
“Yes, of course, I'd like to answer 
that, but first I’d like to go back to 
Manny’s answer. I don’t think he 
answered the question. If the em 
plovees feel that management will 
voluntarily protect their interests 
and grant them financial considera 
tion in rate changes, the employees 
have no need to join a union, hence 
if they do it is symptomatic.” 

“As long as Bill has raised a 
question about my answer, I have 
the right of reply,” said Manny 


‘The advantages won by a union 


through group action are not always 
Saved i, aad 
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scribed copies. 
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Tip from America’s 
Top Secretaries 


“The scale edge on Webster's 
Micrometric Carbon Paper... is essential 
in producing well-balanced 
correspondence and reports”. 

. . Says FRANCES DOWNS 
Secretary to Mr. Smallwood 
President of Thomas J. 
Lipton,Inc., Hoboken, N. J. 


Mrs. Downs is one of many 
outstanding secretaries who 
have discovered how time 
and trouble are saved by 
Webster's Micrometric. The 
exclusive scale edge takes 
the guesswork out of let- 
ter placement by telling 
at a glance how many lines 
of typing space remain on 
a page. 


Output increases when re- 
typing chores resulting 
from "running over" are 
eliminated by Micrometric. 
Impressions are sharp and 
legible. The scale edge is 
uncoated-—-keeps hands and 
papers cleaner when carbons 
are removed. 


Leading secretarial schools 
recommend Webster's Micro-— 
metric. There's a Webster 
weight for every office 
use. Give Webster's a trial 
and see the difference-—-in 
finer and faster work. 

See Webster's complete line 


of duplicating and spirit 
Supplies at your stationers. 


F. S. WEBSTER 
COMPANY 


4 AmherstSt., Cambridge 42, Mass. 
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| them.” 


Around the Office—Continued 


the right advantages. I suspect that 
from the standpoint of cold eco- 
nomics there have been times when 
union leadership would have liked to 
renew contracts without any change 
in salary rates, but because of the 
pressures of maintaining leadership 
through conquest, raises were won 
that would otherwise have not been 
granted. That situation is no reflec 
management. Many em- 
ployees have little confidence in their 
management only because they dis 


like all 


tion on 


forms of regulation and 
supervision. If there is a reflection 
in this, it is directed toward the 
poor job of selection done in the 
first instance.” 

“Hold everything, you 
I'm going to blow the whistle, call a 
foul on Manny for emotional hold- 
ing, give the ball to Bill—why do 
employees join unions, Bill?” Lie 
had his hands full at this session 


fellows. 


For Many Reasons 


“They join for many reasons. | 
shall enumerate them as I think of 
Bill held up his hand and 
started counting by touching each 
finger—‘‘First, they join because the 
plant is covered by a 
leadership is already 
Second, they join because they want 
more money or a change in hours or 
rules and regulations, or all three, 
and they believe a union will bring 
pressure not 


union and 


pre Vv ided 


concerted action and 
possible when they act individually 
Three, to protect themselves from 
arbitrary action of management 
Four, to prevent dismissal for small 
or harmless infraction of rules 
Group pressure can change the rules 
or protect a worker. Five, often 
discontented and unsympathetic em 
ployees lead the action toward 
unionization in order to embarrass 


| management and get for themselves 


what they couldn’t get by individual 
or competitive action. Six, some 
join because it is popular to do so, 
thinking ‘what can we lose.’ Maybe 
their friends are members elsewhere 


| and they lead the action in their 


companies.” 


Bill took a drink of water and 


| continued. “I don’t want to appear 


stubborn, but the basic motives, right 
or wrong, are protection and ad- 





vantage. Protection by right of 
numbers and salary advantage by 
the same means. One big problem 
management is up against is this 

office employees observe the wage 
increases won by unions in plants. 
They measure their own increases 
and invariably they don’t stack up 
to the plant on a percentage basis 
Regardless of how conscientious 
management is, and I do believe it 
is, the plant wage has moved ahead 
faster than the office salary. It, the 
plant wage, will also go down faster 
as contracts are renegotiated in the 
plant in times of economic recession 
or adjustment. I believe the office 
worker has traditionally more job 
security and is less subject to em 
ployment because of 
economic, production or technical 
adjustments. “If office workers 
forget this fact and work toward an 
equalization of plant and office, they, 
then, will be subject to the same 
conditions. Thanks for not stopping 
think what I have 
fundamental. Management can re- 


disturbances 


me. | said is 
move the desire, cause, or condition 
that promotes office unionization if 
it will. Unionization is not a disease 
Often it is not neces- 
sary ; hence, serves little value other 
than the fellowship that springs 
from belonging to any organized 
group. When it is needed, it is the 
only democratic procedure available 
for the accomplishment of an objec 
tive 


or a scourge. 


Invitation to Join 
“What would you do if an 
organizer came to your office and 
asked to speak to your employees 
and to invite them to join a union? 
This that they are not 
members of a union. Lloyd, will 
vou take a crack at this?” 


assumes 


“IT can only answer it from a 
hypothetical standpoint. Obviously 
my personality will enter into the 
answer because I do not believe in 
violence, argument or heated discus 
sion. If I were top-management and 
I was asked to permit a person to 
meet with our employees for the 
privilege of presenting a unioniza- 
tion proposal, I would consent. H 
the union has a fair and advantageous 
proposition to offer the employees, 
they should hear about it. If not, 
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they, the union, have other ways of 
communicating with the employees. 
It seems fair to me that the em- 
ployees should decide what course to 
take. The employer should not make 
the decision.” 

“Would you, as employer, speak 
to your employees?” Lie was trying 
to bring Lloyd to a complete well- 
rounded answer. 

“I don’t know,” answered Lloyd 
“I’ve never faced this situation so 
{ can only answer as I feel rather 
than as I should in light of experi- 
ence. Maybe the Labor Management 
Relations Act would prevent me 
from speaking. Why don’t you 
answer that one, Lie?” 


Right of the Employer 


“The Labor Management Rela- 
tions Act, known more popularly 
as the Taft-Hartley Act, does give 
the employer the right to speak his 
opinion provided he doesn’t threaten, 
coerce, or otherwise engage in an 
unfair labor practice. The very fact 
that you, the employer, have given 
the union representative an oppor- 
tunity to speak, gives you a better 
and fairer chance to speak your 
mind, provided the union is given 
a chance of rebuttal. I am not so 
much interested in legal rights as I 
am in moral rights. 1 frankly see no 
harm in letting those, with whom 
you may disagree in principle as 
well as practice, state their case. You 
can't stop a movement by denial, or 
by abstinence, or by petulance. You 
present facts, not fiction. You can 
only rest on reputation.” Lie waited 
to see if there were any more ques- 
tions. He then continued—‘“Labor 
relations is as much a matter of good 
management as it is a matter of law. 
Obviously, one must know the law 
and be aware of one’s legal rights 
and _ responsibilities. However, I 
insist that you can’t raise morale by 
law. If the employees have poor 
leadership through over-ambitious 
representatives, or management is 
negligent in its contacts and activi- 
ties, there is no law that will smooth 
out the relationships that exist. Each 
must have confidence in the other. 
Each must show good faith by work- 
ing for the interests of the enterprise 
from which the salaries are paid. 
Enough for that. Now we come to 
our friend, Frank. We are almost 
out of questions and almost out of 
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time. Last but not least, eh, Frank ?” 

“What do you want me to talk 
about?” asked I’rank. 

“Do you have any 
fellows?” 

“Why has Frank been so quiet?” 
asked Bill. “It’s not like Frank to 
show such restraint.” 

Manny came in with a remark. 
“We have kicked the union question 
around. Frankly, I don’t think the 
offices, not now organized, will be 
organized except in a few extreme 
cases. What I wish was that we 
had known in advance about this 
discussion and had invited a union 
representative to be present. I would 
like to hear his Comments.” 

“I did invite a union man, but 
not a union representative,” said 
Frank. 

“Where is he?” 
amazement. 

“Right here on the chair. Do 
you wish to hear him? Gentlemen, 
may I present Noinu Drawets. He 
speaks for himself, obviously, but 
he also presents the other view- 
point.” Frank reached over and 
started the recording machine. A 
rather startled group heard the voice 
come from the reproducing mech 
anism 


questions, 


asked Lloyd in 


The Other Viewpoint 


“Gentlemen, Frank Nortoidar, 
whom I have known for several 
years, asked me to say a few words 
about union offices. Why he asked 
me, I do not know. I do not even 
know if my few remarks will be 
consistent with the discussion that 
has, I understand, preceded me. | 
am a college graduate. I have been 
working since 1945 following my 
army discharge. I joined a union 
in 1948. Why did I join? I observed 
that the traditional differences be- 
tween plant and office were disap- 
pearing. More and more the office 
was resembling the plant. In the 
office, mechanization was increasing. 
In the plant, conditions were chang 
ing also, I rather suspected that 
much of the improvement in the 
working conditions in the plant was 
the result of organized action. I have 
no doubt that the improvement would 
have taken place regardless of organi- 
zation or not. The proper represen- 
tation did facilitate it, however. 

{Continued on the next page) 
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A statistical department costs a 
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punched card equipment. 
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Why not call us now? 


Recording and Statistical 
Corporation 


CHICAGO « BOSTON « 
MONTREAL e 


DETROIT 
TORONTO 


100 Sixth Avenue, New York 13, N. Y. 








Around the Office—Continued 


“With the office and plant getting 
more and more alike, I could not 
help observe that the office needed 
representation in order to facilitate 
some remodeling there. Manage- 
ment had taken the office for granted. 
It was the poor cousin, the necessary 
evil and all that. In the company 
where I worked, friends and rela- 
tives were filling the better jobs. 
Merit was being pushed farther and 
farther back. I could see a resem- 
to the feudal the 


blance system 


right of inheritance rather than 
merit. No, this is not sour grapes. 

I thought that it would be good for 
all concerned that the office 
ployees have some proper and ag- 
gressive representation during the 
Cooperative 


em 


trying periods ahead. 
action on the part of management 
and the office representatives will be 
good. Let 
ligerent, ambitious for power, un- 
mindful that industry serves society 
and its owners and there will be 
trouble; trouble in the sense that 
they will be pulling away rather than 


either side become bel 





“,..1 urge employers 


to install the 


Payroll Savings Plan...” 


A 


“a 


" M. B. FOLSOM 
Treasurer, Eastman Kodak Company 


“Continued saving will play an important part in protecting us 
against a renewal of inflation. The person who saves contributes to 
the nation’s stability and to his family’s security. He can now also 
obtain a higher return on his investment than he could in the past, 
because of the improvements in Defense Bonds now offered by the 
U.S. Treasury. | urge employers to install the Payroll Savings Plan 
wherever practicable, and employees to take advantage of such plan. 
By investing regularly in improved Defense Bonds, Americans serve 
their nation’s interests as well as their own.” 


If your company does not have the 
Payroll Savings Plan 

Please tear out this page and send it 
to the “Big Boss.” Urge that he read, 
carefully, Mr. Folsom’s superb sum 
mary of the Payroll Savings Plan. 
Here are some facts and figures: 
© 45,000 companies have the 

Savings Plan 


Payroll 


@ since January 1, 1951, enrollment has 
increased from 5,000,000 to 7,500,000, 
The U.S. G6 


partment thanks, for ¢ 
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* employee participation runs 60% 
70%, 80% — as high as 90% in some 
companies, 


¢ payroll savers are putting aside 
$150,000,000 per month in U.S 
Defense Bonds 


Your State Director will help you in 
stall a Payroll Savings Plan. Phone 
wire, or write Savings Bond Division 
U.S. Treasury Department, Washing 
ton Building, Washington, D.C. 


The Treasury De 
rtising Council and 


this advertising 
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together. Obviously I am preju- 
diced, but I think that organization 
and representation are satisfactory 
and desirable. The employers are 
organized, why not us? Why should 
one always think of conflict when 
one thinks of unionization? There is 
a great difference in the philosophy, 
tradition and training of the office 
worker as compared to the plant 
worker, even though the two work- 
ing areas are more comparable today 
than ever before. I think we 
work cooperatively with manage- 
ment. I, like management, am an 
idealist—always hoping for the best. 
Thank you, gentlemen.” 


can 


The recorder stopped. Frank dis- 
connected the wall plug and put the 
machine in the carrying case, took 
his hat and coat and walked to the 
door. 

“Frank, I don’t know whether you 
are the smartest or the dumbest man 
I have ever known.” Lie stood up. 
He was noticeably perturbed. “How 
did you know that we were going 
? How 
you came loaded’ with that 
thing?’ He pointed to the recording 
device in the carrying case. 

“Mental telepathy, son, just mental 
telepathy, plus a little intuition. Oh, 
yes, plus a three cent stamp. Great 
thing, the U. S. Mails.” Frank left. 

sill, Manny, Lloyd and Lie re- 
mained silent for a matter of 
seconds. Lie broke the silence—‘l 
never pay any attention to anony- 
mous letters—this proves that I 
should never make an exception. | 
doubt that we settled anything today. 
My hope is that we aren’t misunder- 
stood.” 


to discuss office unions today 
come 


HONOR SYSTEM 


TORES and factories which use 

time-clocks to check employes in 
and out are behind the times. The 
Pioneer Rubber Co. of Willard, 
Ohio junked both the clocks and the 
quitting-time whistle and substituted 
an honor system. “It eliminated the 
stampede for the clock at closing,” 
reports President J. H. 
Gibson. “Also it ended the line-ups 
It 
saves the men time and saves com- 
pany time. And the men seem to get 
to work earlier.” 


Pioneer 


before and after working hours. 


Pathfinder. 
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has broken all records. Here’s what you'll find: 

Audograph does more. Records dictation, memos, telephone calls, 
large and small meetings . . . on 20-, 30- or 60-minute plastic discs (up 
to 28 typewritten pages). Rugged, vibration-free Audograph operates 
at any angle in car, plane, train. And the discs can be mailed or filed 
—or resurfaced up to 50 times! 

Audograph is easier to use. One-lever control to record or listen back 
. . » punch keys to mark “End” or “Correction” . . . a large dial to 
“scan” back over the disc . . . many advance features, in a beautifully 
engineered instrument that’s just 944 inches square, and weighs only 
16 pounds. 

Audograph costs less. Lower in first cost than any other leading dic- 
tating machine . . . with little or no maintenance cost. In office after 
office, Audograph has proved it pays for itself in less than a year! 














The 

FULL CONTROL 

method of 

telephone 

dictation 
Easy-to-use telephones connect several low-vol 
ume dictators to a central recording unit. Phon- 
Audograph speeds paperwork, saves time and 
money. 
With Audograph for heavy dictation and Phon 
Audograph for light dictation, Gray offers your 


firm a completely integrated method of cutting 
dictation costs! 


Get the facts on ELECTRONIC DICTATION 


The world’s most versatile Hartford 1, Connecticut 


dictating instruments 
AUDOGRAPH* and PHONAUDOGRAPH sales 


and service in 180 U. S. cities. See your Classified 
Telephone Directory under “‘Dictating Machines.” 


THE GRAY MANUFACTURING COMPANY 


Please send me your new free Booklet W-10 “It’s Easy To Pick A Dictating Instrument,” 
(2 Please include PhonAudograph brochure. 





Canada: Northern Electric Co., Ltd. Abroad 
Westrex Corp. (Western Electric Co. export affili 
ate) in 35 countries. Audograph and PhonAudo 





graph are made by the Gray Manufacturing 
Company — established 1891 — originators of the 
Telephone Pay Station. 





*TRADE MARK V.S, PAT. OFF. ADDRESS 








Management's Resp.—from page 80 
checks immediately and not putting 
through the detailed cash on our 
cash receipts. In such a manner it 
was possible to use checks as cash 
and it would not unless an 
analysis were made of the deposit 
ticket and the detailed cash report. 
For instance : the last check received 
from Broker X for $10,000 
which was in payment on the Octo- 
ber account. Instead of crediting the 
October account, this money was 
used to pay the September account. 
Consequently, I was at times a month 
behind in the payment of this brok- 
er’s account. They were on a sixty- 
day basis with this office, but in the 
way it was handled it would show 
that he cleared them to a ninety-day 
period only.” 


show 


was 


c—Are duplicate deposit slips re- 
quired to be stamped by the bank? 
\ principal who is delaying his de- 
posits or kiting his collections is 
greatly aided in his manipulation if 
he is not required to have the bank’s 
stamp on duplicate deposit slips. It is 
a simple matter to prepare a fictitious 


deposit slip showing incorrect dates 
and listings. In the case cited above, 
the shortage would have been de- 
tected if the branch office auditors 
or the home office had checked the 
listings on legitimate duplicate de- 
posit slips against the recorded re- 
ceipts. To illustrate, if a $1,000 
check is listed on a deposit slip and 
that slip purports to cover a number 
of small items from different brok- 
ers, check that day’s receipts. 

I would like to emphasize the im- 
portance of employing competent 
people as branch office auditors. 
They should pay particular attention 
to verification of outstanding ac- 
counts. We recently paid a $65,000 
loss because a branch office auditor 
did not maintain control over the 
verification letters after they had 
been prepared. A trial balance was 
run off, the outstanding accounts 
were proved, and the verification 
letters were prepared. At this point 
the defaulter obtained access to the 
letters and withdrew the ones cover- 
ing his fictitious accounts. 

d—Can premium payments on life 
insurance policies be manipulated ? 


GOOD PUBLIC RELATIONS 
Often Begin at the Office Door 


A hospitable reception room is a business asset! Especially when it radiates 
the comfort and good taste Sikesmanship has built into this fine “welcoming” 


furniture. 


The sectional chairs are available either with foam rubber or interlaced hair 
filling, covered in choice of fabric, plastic or top grain leather. All furniture 
shown is from the complete Sikes line. Send for literature. 


Since 1859, Fine Seating for 
Every Executive and General Office use. 


THE SIKES CO., INC., 30 CHURCHILL ST., BUFFALO 7, N. Y. 





88 


One of the top women insurance 
agents in the United States created 
a $32,000 shortage by a simple 
manipulation. She accepted lump 
sum payments on policies from 
clients, pocketed the money and then 
re-issued an annual policy on the 
company, keeping up the annual pay- 
ments herself. Of course, this loss 
could only have been maintained and 
increased over a period of two years 
because of the fact the principal was 
an excellent saleswoman and 
tinued to make sufficient sales to 
carry on her operations. 

3. Bond Reporting—Can branch 
office employees issue bonds without 
reporting to the home office, and 
withhold premiums? This practice 
is a favorite used by agents more so 
than by employees. The famous 
Tacoma Narrows Bridge case in the 
State of Washington is an outstand 
ing example. The bridge collapsed 
in a high wind nine days after it was 
opened. The total insurance on a 
marine form $5,200,000 
Twenty-one companies were in- 
volved and a compromise of $4,- 
000,000 was paid. One general agent 
wrote a $800,000 policy and failed 
to report both the policy and pre 
mium. 

A company writing automobile in- 
surance sustained a $80,000 loss be- 
cause its West Coast manager col- 
lected premiums on policies issued 
and deposited funds in a local bank 
without notifying the company of the 
issuance of the policy or collection 
of the premiums. He withdrew the 
funds from the bank and used them 
for his own purposes. In charging 
the employee with the loss, the com- 
plaint stated that the manager dealt 
only with used car dealers. 


con 


was 


Disbursements 


1. Payroll—Can dummy names be 
carrd on the payroll without de 
tection? We recently paid a loss of 
$9,800 because a department head 
added a fictitious person to his pay 
roll. Semi-monthly checks were de 
livered to the department head for 
distribution to all employees and the 
department head simply held out the 
check drawn to the fictitious person, 
fraudulently endorsed it and cashed 
it at a local bank. The operation re 
mained undiscovered over a period 
of one year. 

(Continued on page 94) 
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What a typewriter! 


Royal announces an amazing new 

“Magic™ Tabulator! Sensational new 

Carriage Control! Extra“Personalized” Key. 

17 time-saving features! 

All not found on any other typewriter! 
Secretaries and executives alike are “Oh-hing,” 
“Ah-hing,” and buying the greatest new typewriter of 
all time, the new Royal Standard. 


The new Royal Standard has alegion of new and exclu- 
sive features, plus a new and improved “Magic” Margin! 
It looks like tomorrow. It performs like tomorrow. 

Every feature is designed with the operator in mind. 
No gadgets here! But helpful, time-saving conven- 
iences! Ask for your free office trial of the new Royal 
Standard. Ask your local Royal representative today. 


“Magic” Tabulator, a new. exclu- 
sive feature which allows the sec- 
retary to operate tab with either 
finger or palm without moving her 
hands from the guide-key positions. 


Carriage Control, a new, exclu- 


sive feature which lets the secre- 4 = a New Time-saver Top, a Royal 
tary suit the carriage tension to Extra “Personalized” Key, a exclusive. Press button .. . inside 
her needs. Just a turn of the knob 3 


does it! No need to call in a ser- 


Royal exclusive. This extra “bonus” controls all instantly accessible. 
key, a 43rd key, comes at no extra “Touch Control” within easy reach 
ssid cost. Readily adaptable to special Easy-to-get-at spools for ribbon 
typing needs of individual busi- changing 


nesses. 


See the Wonder ful New Royal Standard Now! GYAL 


« 0. are registered trade-marks of Royal Typewriter Company. in 


STANDARD «+ ELECTRIC + PORTABLE 
Roytype Typewriter Suppiies 
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AUTOMATIC LINE FINDER 


HE addition of this automatic line 

finder to key-operated business ma- 
chines has brought production increases 
said to range from 44% to 300% more 
finished records per day. Developed by 
The Standard Register Company, it is 
applicable to over five hundred different 
types and makes of bookkeeping machines, 
billing machines, typewriters and other 
office equipment which produce multiple 
copy records. In effect, it performs the 
same functions vertically on a continu- 
ous form as tabular stops perform hori- 
zontally. The operator can skip from one 
position to one or a series of predeter- 
mined stops and on down the body of the 
form to the first writing line of the follow- 
ing form without spacing down manually. 





SALES RECORD BOOK 


HIS ingenious loose-leaf visible record 

book has been designed to simplify the 
keeping of a salesman’s records of his 
clients and prospects. Provision is made 
on the face of the cards for the 
business and home address, position, in- 
come, telephone marital and 
housing status and coverages discussed. 
On the back is entered a record of existing 
coverage and calls plus any pertinent re- 
marks. The book is 5” x 7” in which nine 
24," x 3%” cards are set to a page. It is 
a product of the Recordplate Company 


name, 


number, 


90 


BOOK SHELVES 


Tus library shelving is excellent for 

accommodating the great volume of 
books and manuals which are necessary 
in today’s office. It is 12” deep, 36” wide 
and 72” high and equipped with sliding 
giass doors and four adjustable shelves. 
The finish is of dark green or gull grey 
baked enamel. A product of the Stansteel 
Corporation. 





SPIRIT DUPLICATOR 


THs economically priced spirit dupli- 


cating machine offers compactness, 
versatility and an attractive appearance. 
The unit has few controls and is simple 
and versatile in operation. All rollers are 
mounted in ball bearings for long smooth 
The clamp and release mecha- 
nisms permit easy insertion of the typed, 
written or printed master which may be 
filed after using for re-use at a later 
date. A single sheet paper feed eliminates 
waste while a special device provides 
postcard feeding. Six colors 
can be reproduced at one time with one 
turn of the drum in full view for checking 
by the operator. Designed by the Old 
Town Corporation and finished in soft 
hammerstone, the machine is rated 
at more than 145 copies per minute. 


service. 


automatic 


gray 


- 


NEW FIGURING MACHINE 


HE Burroughs Adding Machine Com- 

pany has developed a multiple-total 
figuring machine capable of giving totals 
up to 99 billion and handling four sets of 
figures simultaneously. Easily portable, 
it is said to have enough versatility to 
meet all the normal adding and subtract- 
ing requirements of the average bookkeep- 
ing and accounting system. The 13 column 
keyboard model has the 99 billion total 
capacity and “internal memory” system 
which handles four sets of figures at the 
same time. There is also a 10 column 
model. Both will deliver instantaneous 
group as well as grand totals, add and sub- 
tract with equal ease and print true minus 
totals without extra operations. Wide car- 
riages will be available with each model. 
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OFFICE EFFICIENCY 


CATECHISM FOR A CAREER GIRL 


ACK in the 
mother solemnly handed 
daughter a book whose title 
was something like “What Every 
Young Lady Should Know,” busi- 


days when 


ness men (those daring enough to 
hire women!) believed that there 
was a definite link between plainness 
and brains! Women who were con- 
cerned about their 
judged light-headed and vain, and 
far too frivolous for the 
world of business! 

Pish and tosh, says Helena Rubin 
stein, world famous beauty expert, 
who is joined in her opinion by 


beauty were 


solemn 


Dictaphone Corporation, which 
vearly trains 


minded girls for office jobs 


thousands of career 


October, 1952 


the 


some 


In a recent study made by 


Dictaphone people on why 
girls become very successful in busi 
ness, good grooming was high on 
the list 
Five Day 
on Fifth 
that nine out of 
School 
“I’m looking for a better job and 
I want to look my best!’ is one of 
the remarks most frequently heard. 
“I’ve just graduated from school, 
and I’m job-hunting,” 


Helena Rubinstein, whose 
Wonder School flourishes 
\venue in New York, says 
W onder 
are business girls 


ten of het 
students 


explain many 
other young women, who are wise 
enough to know that today, know 
how is not enough 

‘A girl has to have something be 
skills,” the Dicta 


sides secretarial 


phone people say. “The difference 
between the girl who stays a stenog- 
rapher and the one who becomes an 
executive secretary is often a matter 
of grooming!” 

Just as a girl learns the simple 
essentials of operating the Dicta- 
phone machine, so must she learn 
how to care for her skin, and the 
Five Day Wonder School places a 
good deal of emphasis on correct 
skin care. 


Skin Care 


Although skin care may seem ir- 
relevant in a topic presumably about 
office make-up, it is truly the basis 
of all good make-up, for skin that 
is not properly cared for cannot 
achieve the natural, fresh look that 
Is SO desired 

Helena Rubinstein suggests a reg 
ular nightly beauty routine. A few 
a period of a 


a day over 


is worth more than all the 


minutes 
lifetime 
sporadic facials and expensive salon 
treatments put together! Before re 
tiring, use a pasteurized face cream 
to cleanse your skin thoroughly. A 
a good tonic for 
skin should be 
lotion 


mild astringent 1s 
sluggish skin. Dry 
lubricated with a soothing 
or cream 

You won't be guilty of one of the 
putting on 


make-up at your desk—if 


pet peeves of your boss 
you put 
correctly in the 
Fussing with hair and 
patching-up nail polish, and renew- 
lipstick the 
prime “‘Miss-demeanors” of the office 
They be! Here’s an 


ed the nex 


your make-up on 


morning ! 
and 


ing powder are 


girl! needn't 


* pege 








BOOKLETS 


P105—Fire Dangerater 


This dial-type fire-hazard calculator tells 
if the equipment in an office is adequate to 
protect its important records in case of a 
fire. Based upon reports of fire protection 
engineers, it is able to predict with sur- 
prising accuracy how long a fire will burn 
and how hot it will get in any type of 
building. By a turn of the dial seventeen 
important risk factors are evaluated. These 
include the size and height of the structure, 
occupancy conditions, floor space, type of 
equipment, elevator shafts, stairways, drafts, 
combustibles and other factors used in rat- 
ing fire risks. 


P106—How to Save Executive Time 


The most important manpower problem of 
a business starts with its executives; how to 
save their time and improve their methods. 
An executive must be a thinker, a planner 
and an administrator and his working meth- 
ods are reflected in the productive capacity 
of all who work under him. Certain things 
such as interruptions by telephone or by 
visitors rob him of the time he needs 
for constructive brain work. This booklet dis- 
cusses ten ways in which an executive can 
accomplish more and save his business time. 


P107—Your Flying Mailman 


This booklet gives, in question and an- 
swer form, the advantages of using air 
postal service, many of which are not widely 
known. It deals with such things as how 
air mail can help save on telephone and 
telegraph bills, how it can be used profitably 
for direct mail campaigns, how much time 
it can save and how it is effective in making 
sales. It tells how to get the greatest benefit 
from air parcel post. The final pages are 
devoted to charts of typical domestic and 
international air postal rates. 
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Career Girl—Continued 


expert’s advice on the “morning 
make-up” : 

After the face has been cleansed 
thoroughly, apply a flattering nat- 
ural-looking make-up base. The 
wise girl knows that powder as well 
as make-up foundation is available 
in formulas for either dry or oily 
skin, which helps keep your make-up 
day long! 

Work the foundation in evenly, 
leaving no demarcation line around 
the chin and neck, then, using a 
clean puff or ball of absorbent 
cotton, pat on powder liberally. Wait 
a few moments, then carefully re- 
This is the 
secret of avoiding a shiny nose and 


move excess powder. 


uneven make-up ! 

Next, with a small brush (a clean 
whisk 
eyebrows. 


mascara brush is advisable) 
out powder the 
Then, with a sharp eyebrow pencil, 
“etch in” the delicately. 
Theatrical looking eye make-up has 
no place in the office, just as it has 


trom 


brow Ss 


no place in everyday life. 

There is really no such thing as 
“office make-up,” for office make-up 
is truly day make-up—for its pur- 
pose is to make you look pleasing 
and natural. 

Eye shadow can be used during 
office hours but must be applied 
skillfully. A light shade is prefer- 
Use your mascara in this 
fashion—squeeze out a bit on a 
facial tissue, then, dipping your 
brush in it, take up only a small 
amount, so won't “bead” or 
smear the mascara, Starting at the 
roots, brush outward to the tips. 
Never “gob” large amounts of mas- 
cara on at once. This will only give 
your eyes a thick fringy appearance. 
To achieve long looking lashes, put 
on a thin coat at a time, let it dry, 
then re-apply. 


able 


you 


Lipstick 


Next, your lipstick. The career 
girl will find the indelible smear- 
proof lipsticks a boon. But make 
sure you choose a “day-time” shade 

sticking close to the true red, or 
orange-red in the summer if your 
skin is tanned. Apply your lipstick 
carefully, following the natural line 
of the lips. If you must improve on 


nature, do it delicately! For “build- 
ing up” or minimizing your natural 
mouth shape, a lipstick brush is es- 
sential. Carefully “blot” your lip- 
stick so that it gives that finished 
look. 


Hair-do 


Regarding your hair, choose an 
easy to manage hair style. Elaborate 
coiffures are ideal for evening, but 
not for the office! A non-greasy hair 
groomer will help keep your lovely 
locks in place, and pleasing to the 
eye! 
conscientious about 
application of 


If you are 
your morning 
make-up, you'll not need to refresh 
your make-up until noontime—in 
the employees’ lounge. 

A word about those fingernails. 
The Dictaphone study found that 
bosses don’t object to nail polish 
they object to chipped untidy nail 
polish, and to girls who apply polish 
at their desks! 

Keep an emery board for those 
hangnail emergencies, and do your 
nails at home the night before, so 
that the polish can dry to a diamond 
hard finish! 


Office Dress 


\bout office dress, keep in mind 


two things—1l. Practicatity and 2 
Propriety. 


If you ask yourself “Is 
it proper and practical?” You'll 
never show up at the office in any 
suit or dress the boss would frown 
upon. Practicality rules out dresses 
that stain and wrinkle easily (the 
“party” type of dress, anyhow!) 
and propriety forbids the wearing 
of too flamboyant colors. 
beige, toast, many shades of green, 
and that old standby, navy, are good 
color choices. You can brighten up 
your attire with a colorful scarf or 
pin if you feel too “regimented”! 


Grays, 


As a good rule of thumb for your 
“office personality,” keep in mind 
that good grooming and good taste 
in dress make you look your best. 
Whether your sights are set for a 
top career, or if you're in the busi- 
ness world to help the family fi- 
nances, you'll find beauty sense pays 
off in dollars and cents in your pay 
check, for if you look your best, 
promotions will find you! 
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BERT M. 


Great NAMES IN INDUSTRY... 
cHoose Greal DESK TOP EQUIPMENT 


BERT M. MORRIS CO. is foremost in the 
field of matched Desk Top Equipment. 


The complete setting shown—pen set, 
memo pad, letter tray, ash tray, and 
phone rest, retail for less than you 
would expect to pay for one fountain 
pen set. 


MORRIS FOUNTAIN PEN SET—A desk foun- 
tain pen with beauty of design and real 
writing utility. Concealed “push button” 
filler and thread-in point section. For long 
life and smooth writing all sets are sup- 
plied with iridium-tipped points. A real 
time and money saver in any office. 


Dept. BC-190 8651 West Third Street 
les Angeles 4s. Callfernia 


ORRIS CO. 


|, Que. 





In Canada: McFarlane Son & Hodgson, itd., 





THERE IS NO yg 
FOR QUALITY. All Morris 
writing sets are equipped 
with iridium tipped points 
and each point is tested 
and approved at factory 
for writeability 


MEDIUM 
FINE Morris Fountain Pen Set with 
Northrop Aviation, Inc., insignia 
Available in — Grey — Bronze — 


EXTRA FINE Walnut — Mahogony and Green 


Desk Top Package Deals —#100 and #200 
Inquire about the surprisingly low cost of 
matching your desk with these items. 


LETTER TRAY — strong two 
point suspension allows ac- 
cess from entire front and 
both sides. Tiers quickly 
added, legal or ‘etter size. 


BOOK ENDS — at last — 
inexpensive book ends 
> match modern office 
furniture 


> 


MEMO PADS — available in 
two types. With jewelers 
bronze bar that drops as 
paper is used, or standard 
box style 


MORRISET —The constant 
flowing, finest all - round 
writing implement. Holds a 
Sull 22 ounces of ink. Choice 
of 5 quickly replaceable 
thread in” points—-extra fine, 
fine, medium. broad, stub. 


ASH TRAY—A rea! He-Man 
ash tray. Glass lined, per- 
fect for any desk or con- 
ference . 





Your Letterhead is part of your 
CUSTOMER SERVICE PROGRAM 





IT CREATES 
FAVORABLE IMPRESSIONS 


Whether you are writing thanks for an 
order or to answer a complaint, the 
quality of your letterhead plays an im- 
portant part in the customer's impression 
of your letter. 


IT SIMPLIFIES 
CUSTOMER CORRESPONDENCE 


A well-planned letterhead gives cus- 
tomers the information they need to 
correspond: names of executives, depart- 
mental references, correct addresses. 


IT ADDS 
INSTITUTIONAL BACKGROUND 


When you see a customer in your office, 
its furnishings add background to your 
talk. In the same way, your letterhead 
is the background for written 
message. 


your 





The actual letterhead preferences of 


THE PSTCHOLOGT OF 


thousands of business and _profes- 


sional men were determined in the 


BUSINESS 
IMPRESSION 


nation-wide Neenah Letterhead Test. 


You can make this test in your own 


office by reading the portfolio, 


The 


Psychology of Business Impression and 


studying the Test Kit of 24 basic 


letterhead treatments. When 


you 


learn the preferences within your 


own organization, you can check 


them against the preferenc es in other 


organizations. To get 
a free copy of this 
portfolio, check the 
coupon below, sign 
your name, and attach 


to your letterhead. 


COURTESY COUPON 


I'he Psychology of Business Impression, 


Letterhead Test Kit, and Opinion Cards. 


Neenah Guide to Better Indexing —a complete 


sample file of quality index, which also con- 
tains useful information about tab cuts, and 
sizes, ruling, color control systems. 


SIGNATURE 








nmeenan oulot 
10 


gartee iwoexine 


NEENAH PAPER COMPANY 
Neenah, Wisconsin 


CALLLL 


TINK BYNES PRIERS 


Management's Resp.—from page 88 


2. Purchases and Expenses— 

a—Are expense accounts carefully 
checked? We recently participated 
in a loss of $16,000 due to manipula- 
tion of expense accounts. The ex- 
pense accounts were inflated in that 
the principal prepared accounts for 
longer trips than he actually made 
and for some trips which were not 
even started. The difficulty with 
handling this type of claim is that 
frequently the principal claims that he 
had to report his expenses in that 
way for approval at home office, that 
the money was not used for himself 
but was used in the company’s busi 
ness in some other manner. A word 
of caution is necessary so that no 
employees are encouraged to make 
expense accounts which do not ac- 
curately state the purpose of the ex- 
pense. No employee should ever be 
encouraged to use expense funds in 
any manner other than that stated in 
the expense account. 


The largest and most outstanding 
example of the mis-use of expense 
funds was that of a president and a 
treasurer of a now defunct casualty 
company. Claim was made for loss 
of $116,000 caused by the two of- 
ficers in question. They were alleged 
to have used funds of the company 
and simply 
marking the accounts “Expense of 
adjusting “Salaries,” 
“Home office travel” and other ex- 
pense. For the most part, none of 
the withdrawals were supported by 


cleared the entries by 


claims,” 


vouchers or other evidence. In some 
cases the vouchers were false. It is 
undoubtedly true that the two prin 
cipals used certain expense monev 
legitimately ; 
|of the withdrawals were traced into 
| private personal accounts of the two 
men. Here again, we have the diffi 
culty of distinguishing between le 
gitimate expense and those expenses 
which not used in the com 
pany’s The fact that no 
vouchers were necessary in connec 
tion with each withdrawal made the 
operation easy. No matter how im 
|portant the position of the official, 
vouchers should be used 


however, a large part 





were 
business 


3. Commissions and Return Pre- 
| miums 
| a—Are processed 
| through proper channels? A popular 
method of embezzlement has been 
the withdrawal of commissions by 


commissions 





the principal in connection with 
bonds or policies which are written 
direct by the insured and on which 
no agency commission should be 
paid. A branch office manager of a 
casualty company obtained $16,000 
by drawing commission checks pay- 
able to an agent and then forging 
the name of the agency as endorser. 
Not only are production men guilty 
of this type of loss, but I have a 
loss of $170,000 caused by an auci- 
tor. He was not particular as to the 
company in which he manipulated 
accounts. He worked for three dif- 
ferent concerns and caused each of 
them losses by entering spurious 
commissions to agents, 
making out checks for the amounts 
and forging the name of the fictitious 
payees and later cashing the checks 
This is a particularly difficult type 
of claim to prevent; however, one 
that should be given real thought 


outside 


b—Are return premiums under 
proper control? A careful control 
over return premiums is necessary 
not only in the branch office but also 
in the various underwriting depart 
ments of the home office. A loss of 
approximately $80,000 was caused 
by the head of an underwriting de- 
partment of a large casualty com 
pany. The principal had a habit of 
sending out return premiums on 
various risks written in his depart- 
ment. He would give the comptroller 
a list of the items of return premium 
and ask that the checks be turned 
over to him for delivery with a letter. 
The checks, of course, were never 
sent out but were forged as to the 
name of the endorser and deposited 
in the account of the principal. This 
is another case in which alertness on 
the part of the responsible employee 
brought the loss to light. The fact 
that a certain line of business showed 
a premium volume which was not 
considered large enough led to an 
investigation which resulted in de 
tection of the defalcation. Any com- 
panies which permit underwriting 
department personnel or branch of- 
fice personnel to secure checks from 
the cashier and send them out as 
enclosures with a letter should check 
their system of operation. A require- 
ment should be imposed whereby 
all checks when signed must be 
mailed out by the cashier and under 
no circumstances turned over to an 
employee of another department for 
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delivery. If a letter is to accompany 
the check, that letter may be sent to 
the cashier for mailing when the 
check has been drawn. Personal de 
livery of checks is not the general 
practice and any recurrence should 
be a cause for suspicion 

4. Claim there 
proper safeguards to prevent losses 
by claim department officials and 
claim adjusters? Do claim auditors 
actually spot check claim cases of 
branch offices to determine they are 
not fictitious or fraudulent? This by 
far represents the mest frequent type 
of loss sustained by insurance com 
panies. 

a—Branch Office Losses—A claim 
adjuster in charge of claims at a 
branch office caused a loss far in 
excess of his fidelity bond penalty of 
$7,500. He was able to perpetrate 
his fraud through collusion with sev 
eral attorneys, several doctors and 
approximately eighty other persons 
He faked accidents, took statements 
from insureds and claimants, estab 
lished files and issued drafts or 
checks payable to claimants who in 
most cases had been promised $20 
or $25 for participation in the fraud 
The defaulter or an attorney forged 
the payee’s name and distributed the 
proceeds. Fraudulent claims varied 
in size from $80 to $2,400. This loss 
extended over a period of four years 


Payments—Are 


Our company participated in two 
losses, each in the approximate 
amount of $15,000, caused by claims 
adjusters in the same city operating 
at approximately the same time. One 
claim adjuster had authority to issue 
checks up to $250. He made checks 
payable to fictitious persons, but they 
were all in connection with actual 
automobile policies. He always 
picked out a policyholder who had 
had no accidents so that in each case 
reported to the company there would 
be no question about loss frequency 
In this case the office was inspected 
every six or nine months by a super- 
visor from the home office but only 
as to procedure. He never examined 
nor spot checked any files to verify 
the authenticity of the claim. The 
loss was discovered when the de- 
faulter mistakenly described an in- 
sured’s automobile in his report. 
When the loss folder reached the 
regional office it was rechecked 
against the company records and sent 
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Management's Resp.—Continued 


back to the claim adjuster to ask if 
the owner had two cars. The de- 
faulter was sick and a memorandum 
was put on his desk. It so happened 
the production manager, who was a 
personal friend of the car owner, was 
going through the defaulter’s desk 
looking for mail and saw the note. 
He thought he would help out his 
insured friend and called to ask 
about the accident. ‘What accident ? 
I had none ;” and the jig was up. 

In this case the defaulter faked 
accident reports and the signature of 
the owner as well as copy of the 
police report and witnesses. All 
checks were cashed at liquor stores, 
night clubs and clothing stores, and 
the defaulter’s name never appeared 
as endorser 


Similar Operation 


In the other case in the same city 
the claim adjuster operated in a 
similar manner except all drafts is- 
sued in settlement of claims were 
cashed at a bank and were endorsed 
by the principal. In this case, if the 
drafts had been checked upon re- 
turn to the home office they would 
have discovered the principal's name 
as endorser on all the fraudulent 
checks. 

In another case a company ‘sus 
tained a loss caused by one of their 
adjusters in the amount of $37,000 
This was discovered because one of 
the company’s representatives felt 
the claims for injuries sustained at 
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an amusement park were entirely too 
great. The investigation disclosed 
that the claim adjuster had been 
maintaining fictitious claim files for 
three years on losses sustained by 
employees and others at the amuse- 
ment park. 

b—Home Office Losses—Not only 
are branch office claim adjusters 
guilty of faking claims but also home 
office officials. The head of a large 
casualty company’s claim department 
absconded with approximately $180,- 
000 over a period of four years. Here 
again, he manipulated in general 
policyholders’ accounts who had 
never sustained any losses, and made 
up fictitious reports including proof 
of loss. The amounts of the checks 
in this case ranged from $300 to 
$1,000. 

In another case the head of the 
claim department of a large casualty 
company created a_ shortage of 
slightly over $100,000 in cooperation 
with several outside attorneys. 

In still another case a home office 
claim department executive created 
a shortage of approximately $80,000 
or $90,000 over an eight-year period 
by issuing drafts up to $500 to ficti- 
tious persons in the Middle West. 
Since he had authority to issue drafts 
up to that amount, no one questioned 
his operations 


Of Prime Importance 


From all these cases it can be seen 
that a proper system of checking the 
authenticity of all claims both in the 
branch office and in the head office 
is of prime importance. 


c—Life insurance companies also 
are subject to losses caused by claim 
adjusters. One loss of $70,000 was 
sustained through an auditor putting 
through false death benefit claims. 
He reinstated policies that had lapsed 
and continued to pay premiums from 
his own pocket for approximately 
ninety days. Then he submitted fake 
death claims. As auditor, he ap- 
proved the payment and a check was 
drawn and given to him to mail to 
the beneficiary. It was easy for him 
to forge the name of the beneficiary. 
The amounts ranged from $1,400 to 
$1,500. 

Another life insurance company 
sustained a loss of $85,000 through 
an auditor involving a complicated 
system of re-opening death claims 
that had been paid in full, and mark- 
ing them for payment in instalments 
to fictitious beneficiaries at fictitious 
addresses. 

One corrective for the death-type 
benefit claim is to have two persons 
from an insurance company okay the 
fact of death. This may be the agent 
and one other, and the one other 
should be different each time. Also, 
insistence upon receipt of a clipping 
from a newspaper is a good loss pre 
ventive. Peculiarly enough, a real 
clipping from a newspaper is difficult 
to forge in a way to make it look 
genuine. 

1. Investigate and know your em 
ployees. You should know your 
employees—know their background 
and mode of living, domestic life and 
friends. You should create an at- 
mosphere of interest and confidence 
so that the employees will feel free at 
all times to discuss their problems 
I actually know of cases where a 
salary increase or loan at the proper 
time would have prevented a defal- 
cation and the saving of one or more 
broken lives. 

Knowledge of the mode of living 
of a young man on the West Coast 
on whom we are paying $47,000 
might have prevented his crack-up 
He has been with his employer ap- 
proximately seven or eight years and 
was earning $8,000 to $10,000 an- 
nually. The extended 
period of six or seven months and 
the money was all lost on slow 
horses on California tracks. He be- 
came desperate and took $3,000 cash 
and went to a gambling house in Las 
Vegas for one last try at recoupment. 


loss over a 
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He rolled and won $6,000. He let 
it all ride and won $12,000. He 
figured he was on his way to success 
and asked the manager to permit him 
to roll for $24,000. He received per- 
mission and, as was to be expected, 
he lost. 

It has been said that the principal 
causes of dishonesty losses are 
gambling, wine, women, extravagant 
living, family difficulties, etc.; how- 
ever, one sociologist who has made 
a study of the problem states em- 
bezzlements usually start when a 
man cannot talk over his financial 
difficulties with anyone when he gets 
into trouble—usually because he is 
ashamed of it. 

2. All officers and employees 
should be required to take a vaca- 
tion. To be a successful embezzler, 
you cannot afford to take a vacation 
or even get sick. For that matter, 
you cannot afford to die. Witness 
the case of the cashier heretofore 
referred to. 

3. Never take anything for 
granted. The internal system of 
control breaks down if persons ad- 
ministering it do it in a mechanical 
or routine manner. Anything un- 
usual must be questioned, par 
ticularly unusual loss ratios or a 
premium volume for any classifica- 
tion which is out of line with the 
premium for previous years. Beware 
of the person who voluntarily as- 
sumes to take care of part of another 
employee’s duties or operations. 

Responsibility does not end with 
devising the best possible system of 
internal controls and audits. After 
everything possible to prevent loss 
has been done, then the insurance 
carried by the company must be ex 
amined to determine its adequacy in 
the event of a breakdown in the 
system. Is the insurance broad 
enough to cover all losses? Is it 
large enough in amount ? The Surety 
Association of America has promul 
gated the insurance companies 
blanket bond and the life insurance 
companies blanket bond. These bonds 
were especially designed and with 
either a company need only be con- 
cerned about carrying them in ade- 
quate amounts. Many yardsticks 
have been used to measure minimum 
amounts of coverage. One that has 
been applied to insurance companies 
is a bond amount equal to $2,000 
for each Class A employee 
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Many companies have achieved 
what they believe to be adequate 
limits of coverage by combining two 
forms of bonds: (1) the insurance 
companies blanket bond as primary 
to give broad basic coverage and (2) 
the primary commercial blanket 
bond as excess to give sufficient dis- 
honesty cover. This scientific ar- 
rangement gives the maximum 
amount of coverage for the minimum 
amount of premium. 


TO ENTER FILE FIELD 


HE exclusive sales and distri 

bution rights to Revo-File 
rotary card filing systems has been 
acquired by the Mosler Safe com- 
pany, Hamilton, Ohio. The exclu- 
franchise covers the United 
States and many principal foreign 
markets. 

The Revo-File company, Freeport, 
New York, will continue to manu- 
acture the rotary files and initially, 
sales will be restricted to present 


sive 


dealers and direct Mosler sales of 

fices. 
“Although 

seven years old,” a spokesman for 


Revo-File is only 
Mosler points out, “many of the 
nation’s leading insurance compa 
nies, banks and firms in other in 
dustries, including more than half 
of all corporations in the U. S. wit! 
assets over $1 billion, are alread) 
using the unit.”’ 
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is reputed to be very low. Informa 
tion can be had from Marks & Fuller, 
Inc., 70 Scio Street, 
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“APPA 


effect a 


WY 


OR the 


revised 


past three have had in 
aa unusually comprehensive performance 
one of the which is a self- 
ippraisal by each employee to supplement supervisory 


Merit rating had been used in our bank for 


years we 
features of 


ratings. 
about ten years. 
with the employees in many instances although every 
“Has this been discussed with 


But the merit ratings were not reviewed 


form asked the question 
the employee ?” 
the affirmative. 


While designed for 
1000 employees, the 


and in all cases this was answered in 


a bank with more than 
adapted for use in 
recommended, however, 
The elimina- 


use in 
program can be 
any size organization. It is 
only if the complete procedure is followed 
tion of any of the four steps will definitely limit the 


plan’s value. Following is a description of the procedure 


| and its advantages : 


1. Employee self-appraisal. 
an appraisal of himself, on a form provided for that 
remarkably 


Each empl vee completes 


Employee appraisals as a rule are 
The best employees tend, modestly, to underrate 
them 


Problem employees may overrate 


| selves. 


2. Two-way management appraisal. In this second step, 
and the 


an appraisal on the 


the department or branch manager immediate 


employee. The two appraisals are then jointly reviewed 


major differences in the ratings, in 


| preparation for the interview with the employee. 


this third 
employee 


Under 

arranged between the 
representatives. Ez 
method by which 

success or failure of the 
and factual, 
well done 


3. Three-way interview. 


interview is 


step an 
and the 
ich factor is dis 
this is 
interview. It 


and include compli 


two management 


cussed, and the done. will 


must be constructive 
as well as suggestions for 


work improvement where necessary. 


+. Panel review. \n this final step the department or 


| branch manager reviews all three appraisals with repre 


sentatives of the operations, personnel, and personnel 


administration departments. During the panel review 


every available record affecting the employee is at hand. 


| While the manager is discussing his appraisal, the panel 


members are reviewing the 


and the employee, and rating the 


appraisals of his assistant 
rater. 


\t the conclusion, the panel in cooperation with the 


| manager establishes for the employee an over-all rating, 


ranging from one to seven. A rating of “‘one” indicates 
he should be promoted immediately and 


he probably should be replaced 


“seven” denotes 


In our research we had been told that employees 
would not want to rate and if they did it, 
the appraisals would not be factual. Our experience has 


themselves, 


s | shown this to be completely wrong. 
) 


From an address delivered before a personnel conference of the American 


Management Association 





Could you stay in business with records like these? 


The records on which the very life of your business de- 
pends should be safeguarded against destruction by fire. 

Don't rely on your “fireproof” building for protection. 
It won't burn but its combustible contents will — fur- 
nishings, floor coverings and records. 

And don’t rely on your standard steel filing cabinets 
either. Their thin walls only transmit heat, scorching 
papers within beyond recognition in as little time as 
five minutes. 

You're insured? Read your policy. Insurance doesn’t 
cover loss of business records. In fact you meed accurate 


records to establish your proof of loss status. 
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certified for 1 to 4 hour fire protection, according to your 
fire hazards. 

Free 8-page booklet, No. SC-684, describes this “point- 


of-use” equipment in detail. Get your copy today from 


the nearest Remington Rand Business Equipment Cen- 
ter. Or, write to Room 1425 Management Controls 
Reference Library, 315 Fourth Ave., New York 10, N. Y. 


Remington Rand Safe-File with top corner cut awa) 
built-in, steel-reinforced, monolithic insulation. Thi 
locking tongue and groove construction of drawer 


make each drawer a separate, fire-protected compartment. 
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OFFICE EQUIPMENT DIRECTORY 


Current literature and prices on any of the following products and services may be had without * 
* obligation, from selected manufacturers. We will also obtain any available information on items not listed. 
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7 8B Ne oo es 41. Currency Trays 94. Silencer 
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109. Payroll ‘, a See 
19. Tabulatin 44. Desk Trays LOSS PREVENTION 
ieee eligi 45. Drawer Trays 140. Burglary Alarms 
MACHINES, MAILING 46. Moisteners 97. Fire Extinguishers 
20 Dating Stamps 47. Name Plates 63. Fire Protection Service 
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89. Stands, Typewriter 65. Record System 
58. Stools 66. Sales Incentives 
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A TAILORED PACKAGE 


F YOU 
an hour 
hours, 


can make a sale:in half 
instead of four or five 
you do it, naturally. Ii you 
can give a client a broader range of 
coverages at a lower you do 
that, too. If you can offer a prospect 
package of protection that’s 
signed just for him, it would be 
foolish to attempt to offer instead a 
makeshift contract with half a dozen 
endorsements attached 


cost, 


de- 


In the storekeeper’s liability policy 
you have the most 
factory and least costly way to pro- 
vide liability coverages for the 
merchant. It is a for a 
Specific class of risk—the retail store. 

American Casualty Co 


easiest, satis- 


contract 


American Arrow 


REAL HELP 


HE patient in the gleaming 
white hospital bed has been 
your lifelong friend. Now as you 
look at him (he has been the victim 
of a bad accident), you swallow hard 
and try to manage a smile. “Well, 
Joe, old man,” you mumble, “you 
still look pretty good to me. If there 
is anything I can do, just say the 
word. And I do mean anything.” 
Chances are, he will give you 
some such reply as, “Thanks, Bill, 
but there’s nothing I need. Thanks, 
anyway.” 

But what if he hadn't rejected 
your offer? What if he had said, 
“Bill, I knew you’d be around and 
you can help me a lot. You know 
I won't be drawing my $75 a week 
salary for awhile, so I wish you'd 
send Helen $50 a week until I get 
back on the job.” 

Now remember, you have 
promised to do anything. 

srother, you're on the 

But you needn't have been. You 
could have let Joe buy a disability 


already 


spot 
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policy from you. Then when you 


heard the grim news about him, you 
could have phoned his wife some- 
what as follows: 

“Hello, Helen. Now don’t worry. 
Joe carries accident insurance with 
me, and as long as he is down you'll 
get $50 a week; in addition, his in- 
surance pays all hospital and medi- 
cal bills up to $1,000. Yes, I’ve al 
ready called the company and re 
ported the accident. And I’ve talked 
to the doctor; he says Joe will be 
all right. What’s that? You're re 
lieved? Why sure, Helen, sure you 
are!” 

Fireman's Fund Record 


YOU MUST GO BACK 


F YOU don't have a wholehearted belief 

in insurance, the most skillfully designed 
sales talk won't ring true. 

If you lack faith in your knowledge of lines 
and policies, you will always have a lurking 
fear that some customer or competitor will 
ask you some question that will show you up. 

And if you are not convinced in your own 
mind that you earn every dollar you receive 
in commissions, you may get the idea that 
the man who buys a policy from you is doing 
you a favor. That can be fatal. If you think 
a man is doing you a favor when he buys 
from you, you'll hesitate to go back to him. 
No one likes the idea of continually asking 
favors. But you can't build a good strong 
wall of protection around a man's insurable 
interests and keep that wall in good repair 
unless you do go back to him, time and time 
again. His obligations increase as he ad- 
vances through life. His income increases. 
His insurance program must be increased, 
changed or modified to meet his changing 
conditions.—The Travelers Protectior 


EXPLAIN THE LIMITS 


T IS a good idea to tell your client 

at the time he buys exactly what he 
can expect if a claim should arise 
against his liability policy, because 
when it comes to settling a claim, 
the amount of the settlement will 
depend on the limit of liability for 
that particular kind of policy. 


—The Employers’ Pioneer 


HIGH PRODUCTION 


ANY _ industries 
achieving record 
Every conceivable kind of 


equipment, 


are 
production 


now 


goods, 


materials, and supplies 
is being produced in 


to meet the 


great quantities 
heavy demands of a 


prosperous population and the ex 


tensive rearmament program 


Manufacturers, wholesalers, dis 


tributors, and some retailers have 
these products of industry in transit 
at their risk by railroad, motor truck, 
airplane, 
Many 
operating with a 
ing of the liability of 
property in their custody and do not 
realize the for carefully ar 
ranged protection to fit 
their specific requirements. All ship 


pers need the services of a capable 


railway express, and coast 


wise steamer. shippers are 


false understand 


carriers for 


need 
insurance 


guidance in securing the 


protection they need 


agent for 
Inform your 
sclf well on the subject of transport 
tation insurance able to 
serve and prospective 


so as to be 
your present 


clients intelligently 


Standard Accident Standard Service 


UNTAPPED MARKET 
a noticeable 


HE] is 
oe ss interruption 


written for the smaller type of retail 


lack of 


coverage 


sales establishments under good 


management and of satisfactory 


financial condition when compared to 


major department stores, manu 
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Hospitalization—from page 57 


Hospitals is over twenty-seven days. 
As an example, one case was re- 
ported where a man went to a Vet- 
erans hospital to have a ganglion re- 
moved from his finger. He was there 
for seven days, undergoing all sorts 
of examinations and tests, before he 
had this minor operation. After the 
ganglion was removed, he was kept 
in the hospital for an additional pe- 
riod of eleven days, making a total 
of eighteen days for this simple pro- 
cedure. 

Is it any wonder that the com- 
panies are beginning to question the 
wisdom of paying claims of this na- 
ture? No doubt such claims will 
increase as the years go by, thus 
creating a more serious problem than 
at present. 

There are numerous other mat- 
ters that are contributing to the up- 
ward trend of hospital expense 
claims, but there is not sufficient 
space to enumerate and discuss all 
of them. There is one other thing, 
however, that deserves serious con- 
sideration, and that is the matter 
of duplication of or excessive cover- 
age. It would appear that some un- 
derwriters are rather liberal in their 
handling of cases where the applicant 
already has substantial hospital ex- 
pense coverage and so indicates in 
the application. It is not uncommon 
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when a claim is presented to find 
that the insured is carrying three or 
four policies. The company that is- 
sued the first policy may have had 
no previous knowledge of the others 
but no doubt, in many instances, the 
companies issuing the later policies 
were informed of the existing cov- 
erage. 

A situation of this kind tends to 
increase both the period and the in- 
cidence of hospital confinement. 
Doubtless in many such cases there 
is also a tendency to increase the 
hospital charges. In cases of mod- 
erate severity the insured is able to 
actually realize a profit which, of 
course, constitutes a violation of one 
of the fundamental principles of un- 
derwriting. 

Now let us consider some of the 
things that can be and are being done 
to improve the situation. It cannot 
be denied that the insurance compa- 
nies are rendering a great service in 
their sincere efforts to meet the 
needs of all segments of our popula- 
tion with respect to necessary hos- 
pital and medical care. Experimenta- 
tion is being carried on with various 
types of policies, the most recent of 
which is concerned with the matter 
of major medical expense. It is 
hoped the insuring public will under- 
stand it is the earnest desire of the 
industry to furnish adequate cover- 
age at a reasonable cost. This is not 
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possible, however, unless they also 
understand that the protection we 
are affording must not be abused. 
The same understanding on the part 
of our doctors and hospitals is also 
required. 


Responsibility 


The responsibility for the increas- 
ing claim costs must not be placed 
entirely upon the insureds, the hos 
pitals, and the doctors. As previousl) 
mentioned, a physician recently ex 
pressed the opinion that the compa 
nies themselves and some of their 
field representatives are partly re- 
sponsible. Perhaps our sales pro 
grams and advertisements have in- 
fluenced people to believe that they 
are destined to require hospital con- 
finement not once but several times 
during their lifetime. 

We have quoted statistics concern 
ing the incidence of hospital con- 
finement to convince them that they 
cannot escape. Naturally they get 
the idea that they are expected to 
utilize their policies at every oppor- 
tunity, regardless of the minor na- 
ture of the ailment. It is our respon 
sibility to conduct our sales and pub 
lic relations programs in such a man 
ner that people will have a better 
understanding of the real purpose of 
hospital and medical expense insur 
ance. 

It is also suggested that we en 
deavor to improve our relations with 
the doctors and hospitals. We all 
realize that they have their problems 
just as we have ours. Joint meetings 
might be and, as a matter of fact, are 
being held for the purpose of dis- 
cussing these problems so that each 
group may have a better understand 
ing and appreciation of the difficul 
ties and problems of the other. It 
has been suggested by one speaker 
on this subject that our field repre 
sentatives should visit and become 
acquainted with the doctors and hos- 
pital administrators in their terri- 
tories so that there might be a more 
personal relationship between the 
doctors, the hospitals, and the com 
panies. This would no doubt tend 
to create a better spirit of coopera 
tion. 

With reference to the matter of 
duplication or excessive coverage the 
question has been raised as to the 
advisability of including a proration 
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clause in hospital expense policies. 
Apparently very few companies are 
using such a clause at the present 
time. Policies vary to such an ex- 
tent, however, that it would be a 
difficult matter to prorate a hospital 
claim. It is believed that the estab- 
lishment of a limit of participation 
would be a better solution of this 
problem, although in the absence of 
a proration clause this would not re- 
lieve the company in the event of 
additional coverage without notice. 
This would seem to be an individual 
underwriting problem. 

One matter that has not been pre- 
viously mentioned in this discussion 
deserves some consideration. That 
is the question of pre-existing con- 
ditions. This has doubtless been 
an important factor in the upward 
claim trend. In some cases this is 
due to careless underwriting on the 
part of the agent, and in other cases 
it is due to the withholding of in- 
formation on the part of the appli- 
cant. We must all recognize that 
fact that we are paying many claims 
for conditions that existed before 
the policy was applied for. Our 
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agents should be impressed wtih the 
importance of making every effort 
to secure from the applicant all 
medical information material to the 
risk. Likewise the agent should im- 
press the applicant with the necessity 
of giving complete information and 
let him understand that pre-existing 
conditions are not covered. This is 
another underwriting problem that 
must be solved by each individual 
company. 


What Is It? 


Questions have arisen from time 
to time as to what constitutes a hos- 
pital. This is beginning to create 
somewhat of a problem because of 
the establishment of a great number 
of clinics throughout the country. 
Most policies simply provide pay- 
ment for confinement in a hospital 
or a “lawfully operated” hospital ; 
some few are still providing for pay- 
ment in a “recognized hospital” but 
this raises the question by whom the 
hospital must be recognized. Per- 
haps it would be advisable to make 
our policies more clear on this point. 


It is not known whether the pay- 
ment of claims for confinement in 
Veterans Hospitals has materially 
affected loss ratios. It would not 
appear to be too serious a problem 
at present, but the incidence of such 
confinements will doubtless increase 
and the problem may become of 
greater concern. 

The insurance industry is 
stantly striving to render more ef 
ficient and more complete hospital 
and medical expense service to as 
many persons as possible. The com 
ments and suggestions included in 
this discussion are not to be con 
strued as questioning the integrity or 
sincerity of any group or groups 
The purpose of the discussion is 
simply to call attention to some of 
the problems with which we in the 
industry are confronted. Some of 
these problems we must solve our- 
selves, but others can only be solved 
with the cooperation of other inter- 
ested groups. With the proper co- 
operation and understanding, there 
is every reason to believe that they 
will be worked out to the satisfac- 
tion of all concerned 
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ALEXANDER HAMILTON’S GOAL as the 
country’s first Secretary of the Treasury was to rescue 
America’s finances from the bankruptcy into which 
they had plunged. His initial success was to persuade 
Congress to pay each bond at face value. This decision 
established the financial integrity of the United States 
and encouraged the acceptance of subsequent bonds 


at face value. ‘Ihus, honesty became the cornerstone 
of American prosperity. 

¥ ¥ ¥ 
Our sincere endeavor to adhere to the principles of 
democracy, which are exemplified in the American 
Agency System, has gained the respect and confidence 
of the agents of America. These are cherished assets. 
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Aetna (Fire) Group: Special agents re- 
cently appointed are: Robert E. Mullen, Jr. 
in Virginia; Jehn B. Webb in Tennessee; 
and Paul O. Smith in southwestern Con- 
necticut, succeeding Ernest F. Todd, Jr., 
transferred to Maine 

Special agent Bernard J. Mitchell trans- 
ferred from Ohio to Kansas City, Missouri, 
succeeding Philip H. Bevan, resigned 
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Alexander & Co. W. A.: This Chicago firm 
of general agents has established a new 
policy writing branch in Downers Grove, 
with Richard S. Schmidt as supervisor. 


x~** * 


American-Associated Cos.: Allen §S 
Wright has been promoted from agency 
supervisor to assistant branch manager at 
Indianapolis 


~x~x*«ek 


American Aviation & General: William J 
Russell, Jr. has been appointed fire under- 
writer at the home office 


: = & 


American Indemnity Co.: C. M. Herring, 
Jr., formerly manager of the Newark of- 
fice, has been appointed state manager for 
Ohio, succeeding Ralph O. Bristol, resigned 


x~** * 


American Insurance Group: Harold W 
Williams has been promoted from state 
agent for Illinois to field supervisor in the 
western department 

John Waters has been appointed special 
agent for northern Illinois, succeeding Jim 
L. Hunt, transferred to North Dakota and 
northwest Minnesota. 

Thomas A. Rutter has been named staff 
adjuster for eastern Michigan 


x** * 


American Mutual Liability: Roger Crafts, 
formerly director of training at the home 
office, has been elected personnel director, 
succeeding vice president Ralph H. Wales, 
retired 

Miss Marion D. Russell and Chester W 
Hiegins, formerly employment supervisor 
for women, and personnel staff specialist, 
respectively. have been elected assistant 
personnel directors 


*~ * * 
American Surety Co.: Theron J. Nelson 


has been appointed special agent at Denver 
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Appleton & Cox: The Chicago office has 
been moved to the Insurance Exchange 
Building 

ee @ 8 


Associated Aviation Underwriters: W 
E. Woodman, upon return from military 
service, has been assigned underwriting 
duties in the New York office 


x * * 


Atlantic Cos.: Rebert K. Meyer has been 
appointed marine special agent in northern 
New Jersey for the Atlantic Mutual and 
Centennial Insurance Companies 


xe * 


Camden Fire: Ralph W. Toole has been 
appointed manager of the Philadelphia of 
fice, succeeding Charles A. Creely, trans 
ferred as special agent to southern New 
Jersey 

Harry C. Wolfe, formerly underwriter in 
the home office local department, has been 
named special agent for Philadelphia and 
suburbs, succeeding Lynn T. Sims, assigned 
to replace Mr. Toole in Rhode Island and 
eastern Massachusetts 


~*~ * 


Donegal Mutual: Bill Shupert, formerly 
with the Motorists Mutual Insurance Co., 
has been appointed underwriter for the 
automobile and general liability depart- 
ments in Pennsylvania. 


So. > @ 


Employers’ Group: Edward J. Solari, 
formerly manager of the metropolitan fire 
department, has been appointed assistant 
resident manager in charge of fire opera- 
tions in the New England department. 


xn 


Excelsior: William E. Willatt, Jr., formerly 
of the Willatt Agency in Waverly, N. Y., 
has been appointed special agent for western 
New York, succeeding Gregory McKennis 
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Farm Bureau Insurance Cos.: Donald E 
Johnson, returned from military duty, has 
been appointed superintendent of under 
writing for the Farm Bureau Mutual Fire 
Insurance Co 


x~* * 


Fireman's Fund Group: Weldon L. Moore 
has been appointed division loss superintend 
ent for the fire, automobile physical dam- 
age and marine departments in the Texas 
division, and is succeeded as special agent 
in Dallas by Boyette A. Hasty, Jr 

Harold M. Steele has been appointed 
agency superintendent for indemnity lines 
in the Pacific department of the Fireman's 
Fund Indemnity Co.; Bradley Palmer, for 
merly special agent at Stockton, succeeds 
Mr. Steele as supervising underwriter 

Special agent Russell L. Rohleen has been 
transferred from Seattle to western Wash 
ington and is succeeded by special agent 
David W. Nelson. 


xe re 


General Reinsurance: William H. Kern, 
formerly a department head at the home 
office of the Employers Reinsurance Corp., 
has joined this organization as assistant to 
the vice president in charge of the Kansas 
City, Missouri office. 


ee 


Glens Falls Ins. Co.: Frank W. H. Simp 
son has been appointed inspector for Ham 
ilton and eastern Ontario, Canada 


~* 


Guarantee Ins. Co.: Beaumont McClaren, 
formerly of Insurers General Agencies, Inc 
in San Francisco, has been appointed special 
accounts supervisor for metropolitan Los 
Angeles. 


~*~ * 


Hartford Accident: Franklyn Hills, for 
merly casualty underwriter in the home 
office agents service department, has been 
appointed superintendent of casualty under 
writing at Syracuse, N : 

John L. Pirkens has been named assistant 
supervising engineer in the home office 
engineering department 


eS & @ 


Hawkeye-Security: Frank H. Wadsworth, 
formerly Indiana special agent for the Ohio 
Casualty Co., has been appointed manager 
of the Indianapolis office, succeeding Ninian 
J. Orn, resigned 

Continued on the next pege 





Home Insurance: John V. Beahrs has been 
promoted from assistant marine manager 
to marine manager at San Francisco, having 
supervision of operations in northern Cali- 
fornia, Colorado, Utah, Wyoming, Nevada, 
southern Idaho, Hawaii and Guatemala 

Special agents recently appointed are; 
O. L. Grubbs, Jr. at Charlotte, N. C.; Alva 
L. Moore at Grand Rapids, Mich.; and 
George E. Parrish at Stockton, Cal. suc- 
ceeding James B. Sarratt, resigned 

Special agent J. Barry Loughridge has 
been transferred from Minneapolis to 
Omaha. 


- 2: ea 


industrial Indemnity Co.: Mary Matzke, 
R. N., formerly flight stewardess of the 
Pan American Air Ways, has joined this 
company as rehabilitation nurse and as- 
signed to activate the new claims service for 
the rehabilitation of injured workmen 


x * * 


Kemper Group: G. R. Pahiman, produc- 
tion manager at Los Angeles, and Palmer 
ipp, assistant manager of the agency de- 
partment at Chicago, have been named as- 
sistant secretaries of the Lumbermens Mu- 
tual Casualty and American Motorists In- 
surance Companies; A. H. Malo has been 
appointed resident psychologist at Philadel- 
phia for both companies 


x*x«re 


life & C Ity of T : M. R. 
O’Bryant has been promoted from assistant 
to the manager at Richmond, Virginia to 
manager at Kansas City, Missouri. 
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London Assurance Group: Paul Kicey has 
been appointed special agent for New 
Jersey. 

x* 


Marsh & McLennan, Inc.: Wilson D. Sked, 
assistant vice president, has been transferred 
from Boston to the Chicago production de- 
partment 

C. Robert O’Boyle, formerly of Eliel & 
Loeb Co., has joined this firm of insurance 
brokers 

= 


Maryland Casualty: Angus Gibson has 
been named manager of the Newark bonding 
department and is succeeded as manager of 
the Albany service bureau by Frank J. 
Stapf, formerly assistant manager 

Lucien L. Lucas, returned from military 
duty, has been appointed manager of the 
Kansas City casualty department 

Joseph D. McGrath, bonding department 
manager, has been transferred from Harris- 
burg to Kansas City 


x * 


National Union Fire: William P. Sovinsky, 
formerly resident engineer at San Fran- 
cisco, has been appointed special agent and 
engineer for Sacramento Valley, succeeding 
John Niven, resigned 


x~* 


Northern Assurance Group: Warren P. 
Landon has been promoted from supervisor 
to assistant manager of the Pacific coast 
department, and Walter E. Alair advanced 
from superintendent of agencies to resident 
manager at Los Angeles. 


.. As an 





Northwestern Mutual Fire: Walter Cham 
bers has joined this company as special 
agent for Virginia and eastern North Caro- 
lina 


* *« * 


Pearl-American Group: Herbert A. Bitzer 
has been promoted from chief automobile 
underwriter to manager of the automobile 
department af the head office, succeeding 
Mr. Chisholm, transferred to San Francisco 
as assistant manager of the Pacific coast de 
partment 

Fred M. Schmees, chief fire underwriter 
for the middle and southern departments, 
has been elected assistant secretary of The 
Eureka-Security Fire and Marine and Mon 
arch Fire Insurance Companies 


~*~ * 


Phoenix-Connecticut Group: Frank B 
Burnham, special agent, has been assigned 
to Ohio as an assistant to general agent 
Thomas O. Dye. Edward J. McCarthy has 
been named assistant general adjuster of 
the claims department 

For the Phoenix Insurance Co., special 
agent Wallace G. Bailey has been assigned 
to western Massachusetts and Connecticut, 
and special agent Alan H. McAllister trans 
ferred from the home office to Boston 


x * 


Phoenix-London Group: Special agent 
Victor M. Marotti has been transferred 
from Garden City to White Plains, N. Y 


~* re 


Springfield Group: Frank R. Boyd has 
been promoted from fire underwriter to 
special agent in Ontario, servicing the area 
adjacent to Toronto, Canada 


x«e 


Standard Accident: For the Standard Ac- 
cident and affiliated Planet Insurance Co., 
assistant manager James C. Scott has been 
transferred from Detroit to Cleveland and 
placed in charge of bonding operations in 
northern Ohio 

In the Atlanta, N. Y. office of the 
Standard Accident, J. Walter Quigley has 
been promoted from claim representative 
to full charge of all claims, and Dougla 
C. Short named safety engineer 

~*~ * * 

Travelers: For the Travelers Fire and 
Charter Oak Fire Insurance Companies 
Henry Seawell has been promoted from 
assistant manager to manager, fire and 
marine lines at Charlotte, N. C., succeeding 
Richard V. Bray, resigned 

Other appointments announced are: Rus- 
sell D. Leinbach—secretary, branch office 
administration department; Curtis R 
Brabec—superintendent, casualty account 
ing division; and James F. Gildea—assistant 
actuary, casualty actuarial department 


>. 2 @ 


United Pacific: In the home office, Thomas 
D. Kelley, formerly assistant manager at 
Kansas City, has been appointed assistant 
manager of fidelity and surety claims; and 
Edwin J. Blake, formerly senior under- 
writer of court bonds for the National 
Surety Co., appointed supervisor in charge 
of surety production and underwriting 
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ASS’N NOTES 


American International Underwriters: 
C. W. Niedecker, formerly in charge of 
the general insurance department of the re- 
insurance company in Bermuda, has been 
elected vice president of AIU in San Fran- 
cisco, Los Angeles and Seattle; and C. B. P. 
Carvalho appointed vice president of the 
reinsurance company 


~*~ * * 


Association of Casualty & Surety Cos.: 
Price E. Clark, formerly assistant state 
supervisor of secondary schools for the 
West Virginia Department of Education, 
has been appointed educational director of 
the accident prevention department, suc- 
ceeding the late Merrill C. Yost. 


” @- = 


Casualty & Surety Accountants Ass'n 
(of N. Y. City): Officers recently elected 
are: President, Henry Halloran; vice presi- 
dent, Roger Clapp; treasurer, Michael 
Toomey; and secretary, David Wagler 


x * * 


California Insurance Department: Sher- 
wood L. Adams, formerly with the Massa- 
chusetts Mutual Life Insurance Co., has 
been appointed actuary at Los Angeles 


x * * 


Dallas Ass'n of Ins. Agents: Newly elected 
officers are: President, Arthur E. W. Bar- 
rett, succeeding Porter Ellis; first and 
second vice presidents, respectively, Carl 
Hunt and Charles Eversole; and secretary- 
treasurer, Don M. Houseman. 


~*~ * * 


General Adjustment Bureau: Gordon 
Fisher has been appointed adjuster in charge 
of the new office at 34 Church St., Burling- 
ton, Vermont, serving the northwestern ter- 
ritory 


~*~ * 


Insurance Advertising Conference: Of- 
ficers recently elected are: President, E 
Rhea Hurd (American-Associated); vice 
president, Irving D. Bothwell (Commercial 
Union) ; secretary-treasurer, H. V. Carlier 
(Northern Assurance) ; and executive secre- 


tary, M. C. Ellison. 


x** * 


Insurance Institute of America: Dr 
Harry J. Loman, Dean of the American 
Institute for Property and Liability Un- 
derwriters, has been elected executive vice 
president and board of governors member 


xe 


Nat'l Ass'n of Mutual Insurance Agents: 
A specially prepared manual designed to 
simplify insurance agency accounting sys- 
tems is now available at cost to members 
only 


~* * 
Nat'l Bureau of Casualty Underwriters: 
The Baloise Fire Insurance Co. of Basle, 


Switzerland has been elected the 150th 
member of this bureau 
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We're only kidding! Sports minded wives are not the real reason 
why hunters need accident insurance. Every man who shoulders 
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READING @ PENNSYLVANIA 


Fire Affiliate: American Aviation & General Insurance Company 


Nat'l Ins. Buyers Ass'n: The following 
men, erroneously reported in our Aug. issue 
as national officers of the association, are 
in fact the officers of the New York chap- 
ter: President, B. E. Kelley (Ebasco Serv- 
ices, Inc.); first vice president, Claude H 
Rice‘ (Babcock and Wilcox Co.); second 
vice president, R. W. Marschall (Pitney- 
Bowes, Inc.) ; treasurer, W. D. McGuinness 
(Port of N. ¥. Authority); and secretary, 
E. W. Pickel (Foster Wheeler Corp.) 


x * 


Nat'l Ins. Service & Advisory Org'n: 
Clarence R. Rauter, CPCU, formerly di- 
rector of education & research, National 
Association of Insurance Agents, has been 
appointed assistant manager in charge of 
multiple perils activities 


FIFTIETH ANNIVERSARY 


1952 


New Mexico Claim Men's Ass'n: Elected 
officers of this newly established organiza- 
tion are: President, H. E. Henderson 
(branch manager, General Adjustment Bu- 
reau); vice president, Joseph D. Loden 
(claim manager, Fireman’s Fund Indem- 
nity); secretary-treasurer, Harold Kiess 
(Powell-Smith Claims Service); and pub- 
licity and public relations chairman, R. M 
Hulsman (independent representative) 


wom 


Stock Fire Ins. Field Club of Ga.: Newly 
elected officers are: President, L. J. Saye 
(state agent, Home Insurance) ; vice presi- 
dent, Eugene C. Clarke, Jr. (executive state 
agent, New Hampshire Fire); secretary, 
J. D. Ambrose (special agent, Northern As- 
surance); and treasurer, James R. Mangan 
(special agent, American Insurance) 
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ANY MINUTE NOW, you may 
be nominated to defend yourself against a damage 
claim. It only takes a simple thing to put your name 
up. Your guest slips on a rug. Your golf ball hits an- 
other player. Or your dog bites a neighbor. 

Every day, liability claims for personal injuries or 
property damage cut into people’s savings. .. attach 


their salaries... force them to mortgage their homes 


or other possessions. Don't you get elected to pay a 


five-figure claim. Protect yourself with The Maryland 


Comprehensive Personal Liability Policy. 

For as little as $10 a year, this policy protects you 
in the countless everyday accidents which may in- 
volve you or any member of your family. All legiti- 
mate claims against you are paid. If you are sued, 
all legal and court expenses are paid as well 

See your Maryland agent or broker today. It may 
save you money tomorrow. Remember: because your 
Maryland agent knows his business, it’s good business 


for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


All forms of Casualty Insurance. Fidelity and Surety Bonds, for business, industry and the home, through 10,000 agents & brokers 





Here is the newest in the series of attention-getting advertisements designed to help 
Maryland agents and brokers sell more Personal Liability policies 
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AMERICAN-ASSOCIATED Companies 


St. Louis, Missouri 


New Vice President 


Ferd M. Cook has been promoted from assistant vice 
president to vice president of the American Automobile 


and American Automobile Fire Insurance Companies. 


AMERICAN MERCURY Insurance Company 
Washington, D. C. 


Reorganized—Capital Increased 


In a reorganization of the company, J. Gardner 
Lawlor was elected president succeeding G. C. Whalen, 
who resigned. Mr. Lawlor is also head of the firm of 
J. G. Lawlor & Co., (an investment firm) vice presi- 
dent of Nave Typographic Service, Inc., and president 
of Government Business Services. Other officers are: 
Chairman of the board, Bernard K. Shapiro; executive 
vice president, Arnold H. Johnson; vice president and 
comptroller, Earl G. Watters; treasurer, Sidney Z. 
Mensh; secretary, David E. Jensen. 

Directors Albert E. Arent, chairman of the 
executive committee and partner of the law firm of 
Berge, Fox, Arent and Layne; Alexander G. Hardy, 
executive assistant to the president, National Airlines; 
Phillip Hettleman, general partner, Hettleman & Com- 
pany; Arnold H. Johnson, executive vice president of 
company; David Lloyd Kreeger, general counsel of 
company, partner of the law firm of Kreeger and Rag- 
land, and vice president and director of Government 
Employees’ Insurance Company; J. Gardner Lawlor, 
president of company and member of executive com- 
mittee; Sidnev Z. Mensh, treasurer of company, presi- 
dent of Sidney Z. Mensh & Company; Rawlings Rag- 
land, member of executive committee and partner of the 
law firm of Kreeger and Ragland; Bernard K. Shapiro, 
chairman of the board and partner of the law firm of 
Moyer and Shapiro; H. F. Stokes, vice president of the 
National Metropolitan Bank of Washington; Richard 
Swesnik, assistant to the president of Sidney Z. Mensh 
& Co. 

Paid-in capital was increased from $165,000 to $250,- 
000 and $85,000 contributed to surplus, before under- 
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writer's fees and other refinancing expenses, through the 
sale of new stock at twice par or $2 per share. The 
general underwriting policy of the company remains the 
same except that marine business is no longer written. 
It specializes in writing aviation insurance for members 
of the Aircraft Owners and Pilots Association and the 
National Aviation Trades Association. 


CALEDONIAN Group 
Hartford, Connecticut 


Increases U. S. Funds—Kay Secretary 


Contributions of $500,000 and $675,000, respectively, 
were recently made to the resources of the U. S 
branches of the Caledonian Insurance Company and 
The Netherlands Insurance Company. Capital of the 
Caledonian-American Insurance Company was increased 
from $500,000 to $800,000 and $200,000 contributed to 
surplus. 

James M. Kay, assistant secretary, has been elected 
secretary of the group succeeding Charles L. 
who has retired 


Schweis, 


CONTINENTAL Casualty Group 
Chicago, Illinois 


New U. S. Life Officials 


Following the acquisition by the Continental Com 
panies of a controlling interest in the United States Life 
Insurance Company, five Continental executives have 
been elected to official positions with the U. S. Life 
Roy Tuchbreiter, president of the Continental Com 
panies has been named chairman of the board of the life 
company. Howard C. Reeder, executive vice president 
of Continental Assurance has been elected a director, 
Raymond H. Belknap, vice president of Continental 
Assurance a vice president and director and Armond 
Sommers, executive assistant vice president of Con 
tinental Casualty’s accident and health department a 
vice president of U. S. Life. Also J. F. Welch, former] 
eastern executive agency supervisor for Continental 
Casualty’s commercial disability accident and health 
division was elected vice president of U. S. Life in 
charge of accident and health operations. 
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DORCHESTER MUTUAL Fire Insurance 


Company, Boston, Massachusetts 


New President 


John N. Tulley has been elected president to succeed 
Frederick W. Hill, who resigned that office but will 
continue as solicitor and a director of the company. 
Mr. Tulley was succeeded as secretary by Francis E 


Carey, formerly assistant secretary. 


ENTERPRISE MUTUAL Fire Insurance Company 
Philadelphia, Pennsylvania 


Liquidating 

The Court of Common Pleas of Dauphin County, 
Pennsylvania, by order dated September 10, 1952 and 
effective September 20, 1952, has dissolved this com 
pany and directed the insurance commissioner to liqui 
date the company’s business and affairs 


GENERAL Reinsurance Corporation 
New York, New York 


Dividend Action 


This corporation has increased its quarterly dividend 
from $0.30 to $0.40 per share. The increased dividend 
was paid September 19, 1952 to stockholders of record 
September 15. Directors also recommended to stock 
holders an increase in the authorized shares of stock 
from 500,000 to 850,000. Subject to favorable action by 
the stockholders, 50,000 of the additional shares will be 
paid as a 10% stock dividend on October 24 to stock- 
holders of record October 17. 


THE HALIFAX Insurance Company 


Halifax, Nova Scotia 


New President 


John A. Walker, Q.C., of Halifax, 
been elected president. He succeeds the late 
F. B. McCurdy, P.¢ 


Nova Scotia, has 


Hon 


HAMILTON Fire Insurance Company 
New York, New York 


Change In Control 


W. C. Jennings of Montgomery, Alabama, and his 
associates have purchased the entire capital stock of this 
company. Plans call for the coordination of operations 
of the Hamilton Fire with the weekly premium indus- 
trial agents of the Unity Mutual Life and Accident 
Insurance Company of California (purchased by the 
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same group in August) and the United Insurance 
Company of Chicago. The Hamilton Fire which recently 
confined its operations to retrospective automobile 
physical damage coverage, will underwrite a new type 
of fire policy covering household goods and personal 
effects, on a weekly premium basis. In order to absorb 
an anticipated premium volume of $2,500,000 annually, 
the owners propose to increase capital and surplus of 
the Hamilton Fire to $1,000,000. 


INSURANCE COMPANY of North America 
Group, Philadelphia, Pennsylvania 


Promotions 


The Insurance Company of North America and 
Philadelphia Fire and Marine Insurance Company 
recently promoted the following assistant secretaries : 
Thomas E. Walton, Jr., to assistant vice president, 
Arthur T. Moyer to fire secretary and Francis A. Lewis 
to marine secretary. Newly elected assistant secretaries 
are Joseph S. Schmidt and John B. Wyatt 


LUMBERMENS MUTUAL Casualty Company 
Chicago, Illinois 


Dividends Revised 


This company recently revised some of its Eastern 
dividend schedules. Dividends have been discontinued 
on Class 2 auto risks in Delaware, District of Columbia, 
Maryland, New Jersey, New York, North Carolina and 
Pennsylvania. On New York automobile bodily injury 
and property damage coverages, a dividend of 10% 
has been declared on policies issued at the recently 
revised rates, except for risks garaged in the five 
boroughs of New York City on which no dividend is 
to be paid. Dividend schedules were also revised for 
other coverages 


NATIONAL of Hartford Group 
Hartford, Connecticut 


Rolfe Promoted 


C. L. Rolfe has been promoted from assistant secretary 
to secretary of the group 


NEW HAMPSHIRE Group 


Manchester, New Hampshire 


New Secretary 


Harry B. Gilmore, Jr., has been elected secretary and 
assistant treasurer of the New Hampshire Fire and 
the Granite State Fire Insurance Companies. 
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1842-1952 


200th & 110th 


Mutual Insurance celebrates its 200th 
Anniversary this year. Simultaneously 
Harford Mutual celebrates its 110th 
Anniversary! For 110 years of the entire 
life of Mutual Insurance, Harford Mutual 
has served the American public, a tribute 
to the American Agency System and proof 
of our agents’ ability to recommend 
sound insurance programs. 


The HARFORD MUTUAL 
Sosurance 


HOME OFFICE — BEL AIR, MARYLAND 
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60 John Street New York City 





























INSURANCE OFFICE SPACE 
NOW AVAILABLE IN 
New York City Insurance District 


Entire floor of 4760 sq. ft. 
Also 


2500 sq. ft. of modern air-conditioned 
basement space 


* 


BEST BUILDING 
75 Fulton Street, 
New York 38, N. Y. 














NORTH AMERICAN Accident Insurance 
Company, Chicago, Illinois 


New President 


\. E. Forrest, Jr., formerly vice president and secre- 
tary, has been elected president. H. E. Boostrom has 
been promoted from assistant secretary to secretary. 


NORTHWESTERN MUTUAL Fire Association 
NORTHWEST CASUALTY Company 
Seattle, Washington 


Official Changes 


Q. Jacobsen, secretary of the Northwestern Mutual 
Fire Association and, its subsidiary,-‘the Northwest 
Casualty Company, has been elected a member of the 
board of directors. John H. Bolton has been elected 
treasurer in addition to his position of vice president 
and board member. W. E. Schnoberger, assistant 
secretary, has been appointed to the new position of 
controller 


PREFERRED Insurance Company 
Grand Rapids, Michigan 


Brink Advanced 


Edward H. Brink, Sr., was recently elected secretary 
treasurer and 2 director of the company. Mr. Brink 
has been affiliated with the Preferred since 1940 


UNITED Insurance Company 


Chicago, Illinois 


False Advertising Charged 


Commissioner Maloney of California has issued ac 
cusations against this company charging them with 
having issued, used and circulated false and misleading 
advertising of disability (accident and health) insurance 
policy benefits. This disciplinary action could result in 
a final order suspending the company’s certificate of 
authority to transact insurance in the state 


WORLD Insurance Company 
Omaha, Nebraska 


False Advertising Charged 


Commissioner Maloney of California has issued accu 
sations against this company charging them with having 
issued, used and circulated false and misleading adver- 
tising of disability (accident and health) insurance 
policy benefits. This disciplinary action could result in 
a final order suspending the company’s certificate of 
authority to transact insurance in the state 
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You can make new profits from the great “middle mar- 
ket” for insurance. The opportunity for sound agency 
building that is often neglected by insurance producers is 
America’s great “middle market”: the small and medium- 
size commercial prospects of all kinds. Those are stores, 
jobbers, manufacturers, contractors, all types of service 
organizations, all types of professional and office organiza- 
tions — literally millions of them. And probably the major- 
ity of them have never had complete insurance service 
offered to them by a well-informed insurance producer. 
Most have fire insurance, and most have auto and truck 
protection. But how many have had the other major types 
of protection offered to them: inland marine covers, where 
needed, general liability and crime protection? 


Recently we offered our agents a plan for selling these 
profitable prospects general liability insurance, and it has 
been widely used. Now we have a complete plan for selling 


SECURITY 


SS ae COMPANY ~~ 
EW HAVEN 


HOME OFFICES: NEW HAVEN, CONNECTICUT 
Pacific Departments © 248 Battery Street © San Francisco 6, California 


INDEMNITY COMPANY 





ONNECTICUT 


crime insurance. Included are two attractive three-color 
folders, suggested letters to go with these folders to pros- 
pects, a new and valuable “Proposal” form that makes the 
unprotected risk stand out like a sore thumb, and a new 
issue of our popular Agency Sales Bulletin. In the Bulletin 
are suggestions for making prospect lists, and how to pro- 
mote and sell all the crime coverages in this highly profit- 
able “middle market” for insurance. 


If you would like to have a copy of the Bulletin, the two 
folders and the Proposal form, simply complete the coupon 
below and these will be mailed to you without cost or obli- 
gation. Sending for these may help you find a way to make 
your agency much more profitable, so why not send the 
coupon, today! 





Security-Connecticut Companies 


Department 17C New Haven, Connecticut 


Please mail me, free and without obligation, a copy of 
py 


your new Agency Sales Bulletin, two folders and 


proposal form, all on Crime Coverages for Com- 
mercial Clients, 
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Claim Relations—from page 31 


to claim procedures and claim cor- 
respondence. 

Continuing review by top com- 
pany executives is essential to see 
that the foregoing principles are 
followed in practice, to foresee and 
circumvent difficulties and once dif- 
ficulties arise, to give personal and 
prompt attention to meritorious com- 
plaints. 


B. Agents and brokers 

The insurance company is organ- 
ized to pay claims. It is the payment 
of indemnity that the agent or broker 
sells when he brings the business 
into being. Under these circum- 
stances, sound claim relationships 
demand that the company’s field 
forces and particularly the sales 
supervisors be thoroughly acquainted 
with the carrier's claims policies and 
procedures. In this connection, 
home office schools for agents, edu- 
cational courses by correspondence 
and all other media for training the 
agent should devote adequate atten- 
tion to the subject of claims han- 
dling. Periodic bulletins from the 
home office, articles and questions 
and answers carried the com- 
pany’s house organ are all helpful in 
forwarding the educational process 

Too much cannot laid 
upon proper initial field underwrit 
ing as the basis for later satisfactory 
claims relationships. All companies 


in 


stress be 





advocate a clear initial explanation 
of the policy contract at the time 


the sale is made. This can be rein- 


Aen Nod PH 


forced at the time the policy is de- 
livered by a review of the benefits 
provided, the conditions not covered 
and the obligations of the insured to 
give notice and supply proof of loss. 

Many companies find it advanta- 
geous to employ the services of the 
field family during the pendency of 
claim. The agent is in a uniquely 
favorable position both to keep the 
company informed of the status of 
the claim and to assist the insured 
in complying with the requirements 
for proof. The utilization his 
services is recommended 


of 


C. Claim personnel 

In the discussion of claims princi- 
ples above, the complexity and im- 
portance of the work of the claim 
representative was stressed. Many 
companies have found it advanta- 
geous to establish a formal course of 
instruction for new claims personnel, 
often conducted by the medical 
director or the educational director 
of the company. Continuing and 
close supervision of claims personnel 
by those charged with executive 
responsibility for claims is a pre- 
requisite to implementation of the 
company’s claims philosophy and to 
consistent claims administration. A 
coordination of claims handling with 
the activity of the sales organization 
redounds to the benefit of each phase 
of the company’s operation. The 
field force, in intimate and personal 
contact with the disabled policy- 
holder, can and does help the claim 
examiner by supplying needed in- 
formation. The claim representative 
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in turn, by prompt and accurate 
payment, makes possible the devel 
opment of new prospects for the 


sales organization. 


D. The insured 

The insured 
portant and principal party to the 
claims relationship. He can play 
his part in the maintenance of cor- 
dial and satisfactory claims relation 
ships only if he is aware of his re 
sponsibility to disclose full informa- 
tion, to pay premiums promptly, to 
give prompt notice and to supply 
such proof of loss as is needed for 
the payment of his claim. It is no 
longer sufficient to assume that the 
insured will aware of his 
responsibilities simply because they 
are stated in the policy. The estab 
lishment of a sound claim relation- 


himself is an im 


become 


ship requires that these responsibili- 
ties be explained to the insured at 
the time that he applies for coverage. 
Some insurers have found it advan- 
tageous to enclose a form for giving 
notice of disability or a preliminary 
proof blank with the policy at the 
time it is delivered. A sound and 
well conceived program of public 
relations continuously impresses 
upon the policyholder that it is the 
purpose and desire of the insurance 
carrier to pay him any sums to which 
he may become entitled and that his 
cooperation to that end is important 


The physician 

Disability insurance coverage uni 
versally requires the attendance of 
a physician if the insured is to be 
entitled to benefits. With the in 
creasing popularity of sickness in 
surance and various forms of hos 
pital, surgical and medical reim 
bursement coverage, the physician 
has become an increasingly impor 
tant party in the claims relationship 
Historically, the physician has been 
a principal source of 
about the disability. As accident and 
health insurance is multiplied, more 
of the physician’s time is required 
to complete proofs necessary to the 
payment of his patients’ claims. The 
liberalization of coverage has posed 
problems for many physicians as to 
the proper charge that they should 
make for services rendered, partic 
ularly if the expense of such services 
is reimbursed by an insurance car 
rier. Increasingly, the doctor and 


information 
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the insurance company find them- 
selves confronted with a myriad of 
involved contacts but the underlying 
fact is crystal clear—the 
of the physician and of the company 
are the same. Voluntary insurance 
and the free practice of medicine 
stand together. If the 
other is destroyed. Under these cir- 
cumstances it is imperative that all 
avenues to a clear understanding of 
each other’s problems be explored 
so that a better understanding and 
better working arrangement be 
tween the nation’s physicians and 
the insurance companies may be de- 


interests 


either fails, 


vised. 

In this connection insurance com- 
panies should be diligent to seek 
from the physician only the informa- 
tion that is essential to the proper 
handling of the claim. If the in 
formation received from physician 
or hospital is of a confidential nature 
its character must be respected lest 
embarrassment be caused the physi 
cian or hospital. Whenever possible, 
uniform and short forms of proof of 
loss should be employed to conserve 
the physician’s time. In some in- 

information 
can be secured from the hospital or 


stances the necessary 
employer's records without impos- 
ing on the physician’s time. 

We note with approval the pro- 
gram of the Health Insurance Coun- 
cil that is dedicated to establishing 
a better understanding among insur 
ance companies, hospitals and the 
medical profession. This program of 
education can be forwarded on an 
enhanced scale by utilizing the field 
forces of the insurance companies. 
The activities of the Health Insur- 
ance Council and the point of view 
of the insurance industry can be 
pinpointed locally by informed mem 
bers of our sales family. Insurance 
company examining physicians can 
be provided by the insurance com- 
panies with literature explaining the 
insurance company’s point of view 
on the physician-insurance relation- 
ship and can serve as centers of in- 
fluence working toward a more sat 
isfactory relationship with the medi 
cal profession, Insurance company 
executives can and should 
with alacrity invitations to address 
medical societies to stimulate a com 
mon point of view and should in 
turn invite the practicing physician 
to be heard on insurance programs 


accept 
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His friends called him 
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He had IT, this agent did. Charm, personality and savoir faire. He had 


everything it takes to warm up the coldest client. And he did, with delight- 


ful conversation and the latest stories. Everybody loved him but he just 


couldn't sell insurance. He discovered, as most people do, that a genial 


personality isn’t quite enough to sustain business with. 


Clients want facts—figures and information. They want service—fast, 


efficient and accurate. Every day more agents all over the country are 


learning to depend on Pearl American for the things they need after the 


ice is broken . . . company cooperation, underwriters’ and fieldmen’s 


non-technical skill and assistance, and S-E-R-V-I-C-E . . . instantly! Join 


the other agents and brokers who have warmed up their old clients with 


the help of Pearl American. 


Pan Avercan 


PEARL ASSURANCE COMPANY, LTD. 
EUREKA SECURITY FIRE & MARINE INSURANCE CO, 
MONARCH FIRE INSURANCE COMPANY 


HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N.Y, 


CLEVELAND, 320 Bulkiey Bidg 
PHILADELPHIA, 436 Walnut Street 
SAN FRANCISCO, 369 Pine Street 


NEW TURK, 85 John Street 
CINCINNATI, 1423-24 Carew Tower 
CHICAGO, 175 W. Jackson Bivd 





F. Hospitals 

\s do the physicians, hospitals 
have many problems in common with 
the insurance programs. The hos- 
pital admission plans developed by 
the Health Insurance Council have 
done much to assuage one of the 
principal problems of the hospitals. 

The insurance carriers can do 
much to assist the hospitals by using 
uniform blanks already devised. A 
short form hospital blank is es- 
pecially to be recommended for use 
in claims that arise after the expira- 
tion of contestable periods. 


Improved public relations with 
the hospitals can be developed on 
the level if the 


industry's sales force will make it 


local members of 
a point to contact local hospital ad- 
ministrators in a spirit of coopera- 
tion to make known the industry's 
thinking in these matters 


G. The employer 

The employer has a definite inter- 
est in the establishment and main- 
tenance of proper claims relation 
ships. This is particularly true of 


(Continued on the next page) 


115 





Claim Relations—Continued 
group insurance where the happy 
The 


pointing 


employee is a business asset. 


carrier can do much by 
out to the employer the advantages 
of cooperation so that his employee’s 
claims may be handled properly. 
This program of education can be 
carried on by bulletins and letters 
from the home office and by direct 
through the 
organization. When one of 
the employee’s of the employer is 
assigned the task of claim handling 
and such person is inexperienced it 


contact members of 


agency 


is desirable that he be given training 
and instruction by a competent in 


surance company claim representa 


tive. 


/1. The inspector 

Most 
the services of independent inspec 
order to secure 
and objective verification of 


insurance carriers employ 
tion companies in 
outside 
factual data pertinent to particular 
claims. It is important 
cerned that the inspection be con- 


to all con- 


ducted in a manner conducive to 
the prompt handling of the claim 
and without annoyance to the in- 
sured or informants. The insurance 
carriers can contribute to this end 
by providing the inspection company 
with specific instruction as to the 
information desired and directions 
as to what parties may or may not 
be interviewed in order to secure 
the information desired. Close and 
forthright cooperation between the 
insurance company and the inspec- 
tion company is the best guarantee 
of satisfactory inspection service 


I. Others 

There are other persons interested 
in the claim relationship. There are, 
of course, the insured’s family and 
friends. There is the unidentified 
public or bystander whose opinion 
will be enlightened or unenlightened 
as he observes the claim process. 

There is always the press, “letters 
to the editor,” public organizations 
and charities, molders of public 
opinion, as the clergy, who know of 
the claim and support or decry pri- 


COMMERCIAL STANDARD 


a Multiple Line “A” rated company 
with A MILLION DOLLAR CAPITAL 
and OVER A MILLION DOLLAR SURPLUS 
Now in its Twenty-eighth year 
of PROGRESSIVE DEVELOPMENT 
Writes 
Automobile (All Coverages) 
Workmen’s Compensation 
Public Liability 
Burglary 
Plate Glass 
Bonds 


FIRE, EXTENDED COVERAGE 
INLAND MARINE 


CM MERCIAL 


Jusarauce Company 
FORT WORTH, TEXAS 


NO STANDARD HIGHER THAN 


STANDARD 


COMMERCIAL STANDARD 


vate insurance as a consequence of 
a particular experience or piece of 
knowledge and who, in turn, influ- 
ence the policyholders. 

Public officials, members of the 
legislature, courts and juries, all may 
have a direct relationship and re- 
sponsibility on a particular claim 
or on claim methods. It is im 
portant that they understand the 
“reasonable why” of an unapproved 
claim. The difficult subject of loss 
ratios may particularly be the sub- 
ject of unfounded conclusions. 

It is imperative that we help the 
interested and disinterested third 
person understand our business. We 
are being judged in any event, and 
it is well to be judged by an in- 
formed opinion. 


Summary 


The accident and health insurance 
industry has made remarkable and 
rapid strides in improving its claim 
handling techniques and in keeping 
abreast of its responsibility to pro- 
vide the best possible claim service 
to an ever-widening circle of in- 
sureds. A survey conducted jointly 
by the Health and Accident Under- 
writers Conference and the insur- 
ance departments of several repre- 
sentative states revealed a few years 
ago that no line of insurance devel- 
oped fewer claim complaints per 
claim handled than accident and 
health insurance. In view of the 
very high claim frequency of this 
business, that was sound testimony 
to the efficacy of the industry’s claims 
philosophy and claims procedures 
There is no reason to believe that 
the claims effectiveness of accident 
and health insurance companies has 
decreased since the time of that 
survey. All indications are to the 
contrary, but it behooves every com- 
pany to emphasize a claims rela- 
tions consciousness on the part of 
all personnel and to review claims 
procedures and principles continu 
ally to the end that universal satis 
faction may be achieved. 

F.1 


Harrington, President, Massachu 


setts Protective Association 

V. J. Skutt, President, Mutual Benefit 
Health and Accident Association 

R. J. Wetterlund. President and General 
Counsel, Washington National In 
surance Company 

Cavanaugh. President, 

Life Insurance Company 

W. T. Grant. Chairman of the Board 
Business Men's Assurance Company 
of America 

E. J. Faulkner, President, Woodmen 
Accident Company, Chairman 
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The advertisement above . . . one of a continuing series . . . tells 
the story of a man—a typical insurance agent. It will be seen by 
more than 19 million readers of national magazines. 


The story it tells is important to the Home agent. It represents him in a new 
and significant light to the people he serves—establishes his important 
place in his community. It’s designed to help you sell by selling you 


to your customers and prospects 
* THE HOME* 
Snsurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 

FIRE ° AUTOMOBILE ° MARINE 

THE HOME INDEMNITY COMPANY 
Casualty Insurance + Fidelity and Surety Bonds 
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Progressive Rep.—from page |9 


The first example was the use by 
the A. and P. grocery chain of 
smashing, full-page advertisements 
giving its side of the story when the 
chain was accused of trespassing on 
the anti-trust statutes. These were 
public relations advertisements, and 
there were not just one or two of 
them in a few selected papers. The 
advertisements were part of a full- 
Hedged campaign that ran in vir- 
tually every one of the daily papers 
in this country. A. and P. did not 
cringe under attack. It took its case 
boldly to the public—and kept it 
there week after week. It did not try 
to tell the whole story at once. It 
broke its case down into logical parts 
and developed the story, point by 
point. 

And the most interesting sideline 
on this campaign was that it actually 
resulted in increased sales in com- 
munity after community where store 
managers displayed reproductions of 
the advertisements in their windows 
and on their walls. 

When the Government moved in 
and took over the steel industry 
earlier this year, the companies in- 
volved in the wage case took their 
story to the public with equal forth- 
and and 


Again again 


in newspaper advertisements, 


rightness. 
again 
in special mailings to thought leaders 
throughout the country, in radio 
speeches and in many other ways- 


the steel companies laid the facts 
on the line so the public could under- 
stand the basic issues involved. 


Key Element 


And in both cases the directly 
visible parts of each public relations 
program were supplemented and re 
enforced by careful planning and 
strategy that never showed on the 
surface. There was a basic plan and 
a basic concept in each program, and 
the key element in each program was 
the principle of progressive repeti- 
tion: “Get out the facts and keep 
getting out the facts.” 

We need more of that principle 
of progressive repetition in public 
relations for property insurance. 
We have to go back to first facts 
about our and determine 
what the most important elements of 
And then 
we have to develop a common-sense 
long-range program that uses those 
facts as stepping stones to greater 
public understanding. And we must 
keep repeating the basic facts as we 
proceed to dramatize the supple- 
mentary services and the by-products 


business 


our business really are. 


of property insurance. 

If we do not put the principle of 
progressive repetition to work for 
us, it will most assuredly continue to 
work against us. In New York 
State, for example—and possibly in 
other states,—there have been seven 
increases in automobile bodily injury 
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and property damage rates since the 
end of World War II. Seven times 
since 1945 the newspapers in that 
most of them, on 
the unattractive 


state have carried 
their front 
news that the companies are going to 
take more from motorists 
without giving them additional 
Seven times, in the most 


pages 
money 


coverage. 
populous state in the nation, in a 
span of only seven years, news that 
is undeniably unfavorable to our 
industry has made the headlines. 
Of course, there have been casual 
references somewhere in the text to 
the fact that the have 
taken, and are continuing to take, 
a financial beating on this class of 
But even these references 


companies 


business. 
have been offset to a large degree by 
comments such as this one that ap 
peared in a New York Times edi- 
torial after one of the rate increases 
was announced: 


“Insurance companies themselves,” 
the Times said in a long sentence 
mentioning other “make 
some small contribution to high 
costs by overly expensive business 


factors, 


methods.” 


Excessive Expenses 


Overly expensive business meth 
ods! The Times mentions only the 
companies—but the phase is one that 
should be of the deepest concern to 
every agent, every broker and every 
other man or woman who earns his 
or her living through property insur 
ance. It reveals a depth of ignorance 
about the economics of our business 
that would be laughable if it did not 
concern so directly the future liveli 
hood of every insurance person 

Bear in that this editorial 
did not appear in radical or 
irresponsible publication. It 
from one of the most conservative 


mind 
any 
comes 


papers in the country, a paper that 
prides itself on getting all the facts 
and getting them right. Yet here is 
this outstanding newspaper suggest- 
ing that we in the insurance business 
are partly 
or otherwise, for the fact that auto- 
mobile rates have to be increased 
The crowning irony of all is that 
during the past few months, the 
Times itself raised the price of its 
Sunday edition thirty-three-and-a 


responsible, deliberately 


third per cent! There were a number 


Best's Fire and Casualty News 





of explanations for the move, but 
nothing was said about overly expen 
sive business methods. 


Misinformation 


Let me say in all sincerity that we 
have only ourselves to blame for the 
progressive repetition of ignorance 
and misinformation about our busi 
ness. Unless we 


speak out, again 


‘and again and again, and make the 
economics of our industry clear to 
the people who help shape public 
opinion, we cannot in all fairaess 
expect to have our case presented 
fully and factually in situations such 
as these. 

In many industries you will find 
a school of thought that says that the 
the 
factors that determine profit and loss, 
the better off you are likely to be. 
Perhaps that school has its disciples 
in property insurance. If so, we seem 


less you say about econonnic 


to have reached the point, in con 
sidering the future of public relations 
should 
put that philosophy to the test of 
common and 
it no longer makes sense. 


for our business, when we 


sense abandon it if 
How can we possibly get unde 
standing of our business by refusing 
to take the public into our confidence 
rate-making : 
How can we hope to broaden out 
market for 


on such factors as 


reasonably _ profitable 
to let the 
impression get around that our busi 
methods 
sive?” 


business if we continue 


ness are “overly expen 
How can we hope to preserve 
property insurance as a free entet 
prise venture if we expose ourselves 
to the possibility of political pressure 
and never say a word in our own 
defense 7 

The money that both companies 
and agents have spent and are now 
spending will be cash thrown down 
the drain if we fail to face up to the 
facts in developing and projecting a 
productive long-range public rela 


tions program. 


Stick By Our Guns 


It would be contend 
that we are ever going to be able to 
convince all of the people that the 
rates we charge are equitable and 
actuarially sound. No matter 
effective a 1 


f< 1 lish to 


how 
there will 
always be a few snipers firing away 


job we do, 
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at us. But we can at least take a 
firm public position on the question 
of rates and then stick by our guns 

Most assuredly, it does our public 
relations no good when an important 


segment of the industry tentatively 


announces an unusually high increase 


in a given state—and then retreats to 
a lower level of rates after the State 
and the 


begin to 


Insurance Commissionet 
State Attorney General 
look into the situation 
this particular instance, there was 
ample and valid justification for the 
retreat. No matter where the equities 


Perhaps, in 


lie, the public is bound to get a poor 
impression of the integrity of the 


business. And, like Caesar’s wife, 


insurance should indeed be above 
r¢ proach 
Maybe my comments thus far 
suggest that I am totally pessimistic 
about the value of our current public 
relations efforts. The opposite is far 
closer to the truth. I think we have 
excellent start in 


made an many 


directions. I think we are learning 
how to use the tools and techniques 
of modern promotion with increasing 


skill 


ent problems would be far more 


And | am convinced our pres 


complex if we had not done a num 
ber ot 
identify both companies and agents 


with the public interest. A solid and 


ued on the next page 


things in recent years to 














Progressive Rep. 


substantial foundation is available 


upon which we can begin to build 
the public relations structure we will 
need in the days ahead 
rhe institution of private property 
insurance developed because it filled 
need and did 

so in an efficient, economical manner. 


The 


means 


a specifi because it 


need was for some practical 


whereby iverage person 
could transfer all or part of the 
financial hazards that confronted him 
From its 


in a complex civilization 


earliest days, the insurance industry 
that the 


competitive enterprise 


demonstrated basic incen 
tives of the 
system were the best guarantee that 
the policyholder would get maximum 


protection for his insurance dollars 


An Honest Profit 


No responsible company has ever 
taken the 
under false pretenses 
the 


reasons—to buy the 


owner’s money 
It has taken 


pr¢ yperty 


money for legitimate business 


services of 
experienced executives, to pay cleri 
cal costs, \ furniture and 
the rent, to pay los , to pay taxes, 


to pay legal and the ex 


n1SeS 


penses involved industry associa 


tions—and, finally, it has taken the 


money in the fervent hope of making 
an honest underwriting profit 
No responsible has 


taken something for nothing. He has 


agent ever 


taken money in return fot 


l in the 


service as 


in efficient distributor insur- 


has 


cost of 


ance merchandising process. He 
money pay the 


that v1 \nd he, 


taken 


rendering too, 


has taken money in the fervent hope 
of having his head above water at 
the end of each year. 

These are fundamental, elemental 
uses of the money that comes from 
property owners to agents and to 
companies. In they are 
duplicated in every business venture. 
In insurance, however, the combined 
services of agents and companies add 
up to something we in the business 
sometimes lose sight of—and which 
outsiders rarely even glimpse. They 
add up to what I mentioned before 
the most efficient, economical method 
yet devised for bringing the benefits 
of risk transference to all property 
owners, they may be 
located. 

This is the great fundamental fact 
about property insurance upon which 
our public relations future must be 
built. It is a fact to be proud of, yet 
we hang back and let other indus- 
tries gain stature as models of mod- 
ern efficiency. It is a fact involving 
complex and exciting calculations, 
keep silent while 
dramatize the so-called glamour of 
their business. It is a fact involving 
great human interest, yet we let our 
acquire and endure the 
stigma of being a cold and me 
chanical exercise in mathematics. 


essence, 


wherever 


vet we others 


industry 


The story of the basic economic 
operations of property insurance is 
worth telling and can be told dra- 
Instead of bold, 
have 


being 
We 
acted too often as if we had some- 
thing to hide, or as if the job we 
perform is not worth the money we 
\nd when, on infrequent 
occasions, we have ventured to pub- 


matically. 


we have been cautious. 


take for it 
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licize our operations, we have failed 
to follow through. 
Certainly there is virtue in mod 
industries as well as in 
But not 
the 
resemble a_ full-grown 


Not 


relations 


esty, in 
individuals when it 1s 


carried to extreme where it 
begins to 
complex when it 
our 


serve, we 


inferiority 
means that, in with 
the public we are con 
stantly on the defensive. Not when 
it exposes us to the burden of criti 
cism based on ignorance or mis 
understanding 

\s an industry, we have done a 
pretty fair job of publicizing what 
might be called the 


by products of insurance 


social service 
Through 
our various associations we have 
placed ourselves firmly on the record 
as being in favor of and actively sup 
porting fire prevention, traffic safety 
and accident prevention. But these 
accomplishments should not deceive 
us into believing that we have done 
much to actually sell the property 
insurance system as such. 

In fact, it is surprising how many 
non-insurance people do not 
“underwriter” is 


even 
know what an 
Not long ago, at 
[ overheard one key 


hotel 


a state convention 
of local agents, 
employee of the convention 
turn to a fellow-employee and whis 
per: “Hey, Mac, who are these guys 
from this here State Association of 
Underwriters?’ So, perhaps a great 
deal of the good work done by insur 
“under 
actually 


really 


ance groups with the word 
isn't 
where it 


in their titles 
credit 


writer” 
reflecting 
belongs 
Perhaps we should take a tip from 
the hotel employees who profit by 
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our presence without knowing who 
we are—and, again, the blame is 
squarely upon us. Perhaps we should 
start from the 
public relations work and make sure 
that people know not only who we 
are, but what we do 
important, and what 
business as economical and efficient 
as it actually is. And then, after we 
have done that job well, we should 
remember that we can’t afford to 
relax, because next year there might 
be a new cast of employees in our 
convention hotel. 

The opportunities for putting the 
dynamic principle of 
repetition to work in behalf of our 
business are, it seems to me, divided 
equally between companies 
agents. Certainly the companies have 
a distinct responsibility for helping to 
explain the simple economics in 
volved in the transfer of risk 
tainly the companies face 
opportunities for individual and as 
sociation actions that can minimize 
the possibility of misunderstanding 
on such matters as rates. Certainly 
the companies can dramatize far 
more effectively than has been done 


beginning in our 


and why it is 


makes our 


progressive 


and 


Cer 
distinct 
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in the past how truly competitive the 
insurance industry is, despite its 
outward appearance as a static, 
rules-ridden institution. Certainly 
there are many and varied oppor 
tunities for highlighting the progres 
sive features of our business in the 
face of constant charges that we are 
as conservative as undertakers, and 
proud of it. And certainly, with 
proper leadership and direction and 
the will to do the job, the companies 
can provide far more substantial 
facilities for progressive public rela 
tions than have been made available 
in the past. 


Agents’ Opportunities 


The opportunities open to agents 
are, it seems to me, equally apparent 
and equally challenging. Imagine, 
for example, the public impact that 
could be achieved through insurance 
days in every local board city in the 
country, if special efforts were made 
to design at least a part of the pro 
gram for the benefit of the thought 
leaders in each community. 

Imagine the increase in under 
standing that could be brought about 
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We aim to serve our many Insurance Company 
friends, executives and agents. 


if every assured in this country could 
receive, once or twice a vear, a brief 
letter 
which one or two interesting phases 
of the 
process were 
Think 
business could be 
local board 


practice to review developments in 


from his agent or broker in 


insurance merchandising 
discussed 

good for this 
accomplished if 


how much 


each made it standard 
the industry with the local newspaper 


editor two-or three times a year 
answering questions freely, providing 
that might be re 

] 


quested and keeping the editor ad 


basic literature 


vised of forthcoming developments 
throughout the year. 


[ry to estimate the long-range 


value of sitting down with high 
school principals and teachers and 
making certain that they understand 
the essentials of property insurance 


and have the material they need and 
want for practical use in their cl 


rooms 

All these are jobs for which local 
agents are particularly qualified and 
in which they can be most effective in 
getting the story of property 


pub 


insut 
ince across to the lic They are 


4 the ext pa 
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not one-shot jobs. They have to be 
worked at again and again and again 
Sut if they done well, they 
cannot fail to create increased under 
standing of the entire industry—and 
for the 


are 


increased prestige agents 


themselves 


Think Back 


Think back to the time, only two 
and a quarter centuries ago, when 
modern property insurance first came 
into being. Imagine, if you will, the 
thrill those pioneers must have felt 
when they first demonstrated that 
the individual property did 
not have to carry the full burden of 
financial loss himself, that he could 


owner 


transfer his risk for a small fee. Try 
to picture, if you will, the excite 
ment and those first 
insurance men must have shared, the 
bright hopes and dreams they must 
have had, in the realization that they 


enthusiasm 


were starting a new venture whose 


possibilities had no visible limits 
And consice r, too, the courage that 
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embark 
which 
experience tables, no standard prac 


was needed to upon an 


enterprise in there were no 
tices and only imperfect communica 
tions systems. 

Somewhere along the line, ovet 
the span of the centuries, we seem 
to have lost the sense of participation 
that must 
hallmark of those 
The basic principles 


undertaking 
the 
pioneers 


in a great 


have been 
early 
of property insurance have changed 
only slightly, if at all. But we, who 
are the direct descendants of one of 
the boldest 


business experiments, 
mislaid the heritage of optimism and 


successful «f 


and most 
seem to have 
courage that has been handed dow1 
to us 

We 
more than we have ever i eded them 
We 
creasing measure in the days ahead 
fail to 
most elaborate 


need those qualities today 


before will need them in in 


lf we recapture them, our 


pretensions to sound 
relations will be doomed to 


need not fail. We 


at what 


public 
failure. But we 
need only to look objectively 
our industry has 


plished. We need 
honestly our own potential for fut 


1 
already iccom 


only to consider 


ther accomplishment. Our best hopes 


for productive public relations lie in 


the simple story of what we are, 


what we have done and the service 


we can deliver tomorrow lf we face 


those facts, should not be 
afraid to tell 


but 


we 


that storv—not once 


again an 
19 l 
age 


YOUNG DRIVER 
EDUCATION 


HE campaign of the Associa 
tion of Casualty and Surety 
Companies to attack the automobile 
iccident problem by the education of 
high school drivers gaining increased 
acceptance. With more than 733,000 
new students enrolled in driver edu 
cation courses during the past vear, 
the total being taught safe driving 
habits is now nearing the three mil 
46% of the 


students eligible to take the courses 


4 


lion mark. Even so 

» not receiving them and 60% of 
the nation’s high are not 
offering the training. The New Jer- 


schools 
sey Association of Insurance Agents 
is advocating making such instruc 
tion compulsory in all secondary 


schools 


ADVERTISING CAMPAIGN 


W based primarily on public serv- 


ice, the National Board of Fire Un- 
derwriters has launched an intensive 


ITH a series of dramatic ads 


new campaign featuring the contri 
butions that capital stock fire insur 
ance companies and their agents and 
brokers make to the national welfare 
Starting in the September issue of 


leading magazines, the campaign, 


features page ads, with eye-catching 
that perform a four- 
tell about the public 


illustrations, 
fold selling job 
service activities of the fire insurance 
companies ; show how important cap 
ital stock fire insurance is to the na 
tional build prestige for 
the fire insurance agent and broker 


economy ; 
in his community; and explain fire 
insurance coverages with which pol 
familiar 


icv holders should be more 


Three Sections 
Each advertisement is divided into 
three The first is based 
upon a public service theme, which, 


sections. 


in the opening ad of the series, de 

scribed how fire insurance companies 
teach school children about the dan 
Subsequent ads will tell 
“makes your 
home safer to live in ;” how it “stops 


gers of fire 
how fire insurance 
fires before they can start ;” how it 
“helps you to buy wisely ;” how it 
“puts the finger on the fire bug;” 
and so on 

The second section ties the fire in 
surance business and its agents and 
brokers into the free enterprise sys 
tem by pointing out that they 

or they 
And it’s 


private enterprise that every local 


“must 


give full value won't stay 


in business from such 


community prospers.” The last sec 


tion discusses some aspect of fire 


insurance and the reader to 


find out 


urges 
more about it by consulting 
local agents or brokers 
lhe ads will appear in the Satur 
Post, ( ollier’s, Look, 
Better Homes & 
Journal, This 
\merican Press, 
and Publisher, National 


and Publisher’s Auxiliary 


day 
Pathfinder, 


Evening 
(ral 
Week 
Editor 
Publisher, 
In addi 
related 
news stories are being made avail- 
that 
they can use local newspapers to tie 


dens, Farm 


Magazine, 


tion, mats of each ad and 


able to agents and brokers so 
into the national campaign 
and Casualty News 


Best's Fire 











First to Stand for Freedom 


The majority of the original thirteen colonies were Among the founders and original 

x oe . — “ stockholders of the Providence 
opposed to any separation from Great Britain as late Washington Insurance Company 
as 1775. Yet, on September 16, 1765, the General are the family names of many 


leaders in America's earliest deter- 
Assembly of Rhode Island alone dared defy her power. mination to be free. 


Those fearless legislators enacted the Stamp Act 
Resolutions which denied the right of any power but 
the elected Assembly to levy taxes within the col- 
ony. Thus, Rhode Island became the first to stand for 
freedom. 


Progressive Protection since 1799 


At Newport, British revenue officials were hanged 


in effigy and forced to take refuge aboard an English 
sloop-of-war. This bold action incited open defiance PROVIDENCE 


in other colonies and compelled the repeal of the WASHINGTON 
hated Grenville Stamp Act . . . defiance kindled by Snburcance Company 


America’s smallest colony. 1799 


PROVIDENCE WASHINGTON INSURANCE COMPANY * 20 WASHINGTON PLACE, PROVIDENCE, RHODE ISLAND 
There are Providence Washington Branch Service Offices in principal cities and Agents from coast to coast. 
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Buyer and Agent—f; 


m page 23 


ot each, even to their own sacrifice 
lor this is their destiny. 


The 


siders it, but he has placed his finan 


insurance buyer seldom con 
cial well-being in his agent’s hands. 
How will he account for his steward 
ship? There are two kinds of in 
surance men, those who supply in 
surance service and those who sup 
ply insurance policies 
the 


too lew 


disregard all of 
find there are in the service 
business and too many in the policy 
I'll 


let the reader in his own experience, 


business. Even 1 is too many. 


estimate the true proportion 
Practitioners of insurance should 
not be grease-monkeys who must 
a chart to find the points 
for lubrication. They 


know 


look on 
must be me 


chanics who the basic 


ture of the 


struc- 
automobile, the function 
and weaknesses of each part. They 
the 
tween a needle-bearing, a ball-bear 


must recognize difference be 


and a simple bushing. Even 


ng 


bushings are different and they must 


When we 


trimmings we 


know why. This entails a full knowl- 
edge of the situations from which 
losses are incurred. If their knowl- 
edge of the basic structure is sound 
and comprehensive, they will be able 
to recognize the variations 


Two Functions 


Insurance service requires two 
functions; the understanding of a 
client’s problem and the understand 
ing of the insurance product. What 
are the problems to which we so 
casually refer? They vary with each 
individual, each business, each in- 
dustry, each section of the country 
and the world. They cannot be met 
by the application of insurance pe il- 
icies as we apply poultices. Too 
much has been said and written on 
the analysis 
service. little truth 
told about it. An insurance agent 
cannot analyze solely to sell. He 


subject of insurance 


Too has been 


must analyze to protect. 

We buy “things” for what they 
do not for what 
They are comfortable and permit us 


for us, they are 





How MUCH protection 


« ENOUGH ? 


Today, $1000 “‘ain’t what she used 
t’ be”! Rising prices have devaluated 
an alarming number of the policies 
you wrote just a few years ago. Your 
own good reputation as a man on 
whom your insureds can depend for 
adequate protection, demands your 
reviewing all your older policies 
against today’s costs. Dubuque F&M, 
this old established multiple line 
company, will help you reevaluate 
each coverage if you like. Your im- 
mediate inquiry will be welcomed! 
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to look important, so we buy big 
cars. Fine clothing stirs our vanity 
and caters to our desire 


$200 


to appear 
successful. <A lawn 
mower takes us a half hour to start 
and, despite the fact that this is par 
for cutting the lawn with the old $20 
hand model, we buy it so we don't 


power 


have to push any longer. This being 
so, give the buyer the relief he 
wants. Don’t sell indemnification for 
employee theit, sell the investigation 
which weeds out the undesirables 
No one has ever sold a boiler policy 
because it would pay for an explo 
sion. It was sold to prevent the ex 
plosion 


Relative Losses 


It is possible that similar occur 
rences may result in a small loss to 
one insured, yet a large loss to an 
other. The collapse of a garage shelf 
destroying two or three storm win 
dows would be annoying. The same 
collapse destroying twenty-five or 
thirty would be a minor catastrophe 
These things should be considered 
The same dollar loss has a different 
effect on different people. A high 
income client does not need insur 
ance on low to medium potential 
losses because, as casualties, they 
are deductible for income tax pur 
clients it is advis 
deductible or 
franchise But 
if the high income client forgets he 


For such 
obtain high 


poses 
able to 
forms of protection, 


has received a premium saving to 


offset the deductible, he may be poor 
advertising for his agent when the 
golf umbrella left on the fourth green 
is picked up by a passing motorist 
These are problems of insurance re 
quiring discovery, identification, ra 
tionalization, recommendation and 
coverage 

The approach to the complete job 
through knowledge of both subject 
and product 
risk analysis method. This plan puts 
the professional insurance man on 


is possible only by the 


a sound basis. Analyze, report and 
recommend. If this is pre 
serving the interests of insured and 


done, 


insurer, the agent is doing a good 
job. It is true that most hazards 
but should they? 
Can such an occurrence cause sub 
stantial would 
insurance merely be the trading of 


small dollars? As a case in point 


can be insured 


financial loss? Or 
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permit me to suggest “towing and 


emergency expense.” Two dollars 
premium dollars 
bility per occurrence. If a 
so unfortunate as to have three five 
dollar vear, it 
would be unusual 
a signal to the underwriter to cancel 
his 
the rascal had the temerity to 
three little bitty claims 
dollar would 

consternation. To the 
this means the trap is ready to spring 
and larger claims, perhaps fraudu 
lent, will soon be presented. Why 
should an agent write insurance if 
he thinks it is unethical the in 
If he is dedicated 
for 
not 


ten limit of lia 


man is 
claims in a_ policy 
It would also be 
insurance as a whole, because 
collect 
Three two 
the 


underwriter 


claims intensify 


tor 
sured to collect. 
to the principle of “Insurance 
Catastrophe’s Sake” he should 
write peanut coverages 

A few weeks ago one of our em 
ployees sent me an automobile pol 
icy written by a certain company 
I found it to be non-standard in over 
twenty instances. The policy holder 
could be denied coverage because of 
the failure of the 
pe icy holder, to ce operate fully with 
the company. The insured 
his policy if he had his car repaired 
without the permission of the com 
pany. The policy limited the com 
pany’s liability to intrinsic 
creating an interesting problem as 
to loss of use of property damaged 
by the automobile. Yet the agent 
who wrote this insurance insists he 
did so in good faith. I maintain it is 
not good faith to pretend to be more 
than we are. If we do not know all 
about our product, we sell it in bad 
faith through ignorance. 


the driver, not 


voided 


value, 


Different Hazards 


As another example consider, if 
you will, the third party legal lia 
bility situation local 
haberdasher and a mattress factory 
I believe anyone will agree that the 
haberdasher’s potential liability is 
not commensurate with that of the 


involving a 


mattress factory in many respects 
It is greater in some but lesser in 
others 
in a multiple occupancy 
The incidence of fire is high in mat 


Each, generally, is a tenant 
building. 


tress factories hence, it follows, they 
should be insured against fire legal 
liability. The 
lesser inherent 


haberdasher has a 


exposure, yet they 
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Signing up with just ONE 
new company can be the 
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economy of operation. 


superlative service un- 
surpassed on under- 
writing, policy issuance, 
and claims handling 
that promotes maxi- 
mum agency efficiency. 
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ing practical and effec- 
tive sales help and pro- 
motional materials for 
building your Agency’s 
prestige and profits. 
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are each covered with liability pol 
icies which are, in some features, 
exactly the same. The standard lia- 
bility policy excludes the hazard of 
fire legal liability insofar as the 
leased premises is concerned, and 
that usually is the end of the story. 
The fire and business interruption 
insurance are of no avail when a 
large judgment permits a landlord 
to grab the proceeds of the insur 
ance, after a negligent fire. There 
is still a bankrupt client. 


Commercial and industrial cover 
ages require a much greater service 
than is required in handling personal 
insurance. I am going to risk break 
ing faith with insurance buyers and 
tell a well kept secret. It is so, not 
because it has been so kept by the 
buyer, but the insurance 
practitioner has seldom accepted it 
The The 


professional buyer is not nearly so 


because 


at face value secret 1s 
interested in indemnification as he 


sed on the ne 


xt page) 
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Buyer and Agent 


I'll even g¢ 
| 


second 


is in loss prevention 
step further 


I he protessional 


and air a secret 


Insurance buyer 
values loss prevention above his de 
sire to keep premium cost at its 
lowest point 


Economic Loss 


Consider the subject of the eco 


nomic loss which attends a casualty 


Economic loss is caused by the loss 
of the employee's services, the cost 
of plant first aid, the time of 


wor kers 


fellow 
assisting the injured man, 
of other em 
cident, the 


train a 


the slow down because 
plovees discussing the ac 
time 


necessary to replace 


ment, the done to machine 
and work 


the accident 


damage 
process at the time 
and that spoiled by 
trainee, and a multitude | other 
incidental factors which can readily 
be imagined 

Let me give an example of what 

1951 the stock 
approximately $450 


million in workmen's compensatiot 


mean. In 
companies wrote 


this can 


premiums. A sum approaching $300 


million was paid for occupational 


The true cost of these in 
juries was no less than $1,800,000, 
den, the un 
> loss.” This is 
\ study 


company 


injuries 


OOO because of the hid 
recognized “econom 
not guess work on my part 


made by a large insurance 
that the 


to six times the 


indicates economic loss is 


from five indemnity 


] 


paid for lost time, medical and other 


expense. Can anyone conceive of 
important than 
the elimination of these hidden costs : 
igent 
e two wavs 


any more activity 


How can partici 


lhe first 
important is by the selec 


an insurance 
There 


most 


pate 


and 
tion otf a 


qualified carriet 
The second is it 
| 


in develoy 


safety 


issisting 


buvet ing educational, 


training and 


programs 
Insurance company 
a part of the 
the agent must 
doing 


can provide on 
preventive service, 
provide the other, if 
he is good job. Does he 
mail the 's recommend: 
to his client? If he 
gested that he 
procedure 


engineer tions 
does it is sug 
change his 


them direct] 


should 
and ¢ xplain 


to his client in order to determine 


if they are valid 
t} 


1 " 
ne chent will rec 


It is apnea 
ognize 
the ivent If the agent 


the insurance buvet 
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impression that he feels the recom- 
mendation of an some 
what impractical, it is probable that 
take the 


result in 


engineer 1s 


will 
will 


buver 
his 


insurance 


the msurance 
attitude 
friction 


same 
with the company 
On the 
recommendation is 1m 
iatter should be taken 


company be 


in most instances. other 
hand, if the 
practical, the n 
up with the insurance 
recommendation is ever 


The in 


retuse to 


fore the 
insured 
not 
situation which both his 


plac ed before the 


surance buyer will 
consider 1 
igent and the insurance company en 
gineer present backed by valid rea 
soning 

consider the 


\s a case in point, 


manufacturer whose 
shipments of refrigerators 
immediately 
total 
the insurance 


retrigerator 
first two 
to foreign countries 


ifter the war, turned out to be 
In this instance 


and 


1 
LOSSES, 


manager, the agent a packing 
engineer for the 
got together and 


program of redesign of packing. The 


msurance Company 


arranged for a 
result was to eliminate losses of this 
sort 


manufacturer was in 


particular Obviously, that 
business t 
deliver merchandise at the 
ultimate sale. If the 
could not be 


Wwe vuld 


saleable 
point of mer 
sold his cus 


ately start 


chandise 


tomers immedi 


buving from someone else who could 


deliver merchand 


this instance the cost of insurance 


was nothing, compared with the 


rendered jointly 


and the in 


value of the 
bv the 
surance 

How 


policy 


service 
insurance agent 
company. 

about the problem of the 
which doesn’t quite cover the 
? Don't close 


exposure your 


' 
ay Sev 


eves, 


exposure won't 


4 


ars ago a friend of mine 


wrote 


covera firm engaged in 
service for large and heavy 


His | 


i1¢ 
pany 


ge for a 
industry 
1 work for my 


client « com 


Because of conditions which 
known to me, I asked for a 
f the policy 

nd pointed out a 


were 
ind immediately 
deficiency 
agent insisted that I was wrot 


ng 
and, 


close to the in 


interpretation 


he was very 
suring company representa 


1 


ives and would be to get special 


borde rline case. 
urrence I 


friend w 


attention on 


Phe very occ feared took 


place My 
to the insurance company as lhe 
thought he was 


Vas not as close 


, the company refused 
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the claim and we now in the 
position of suing our supplier who 
thought that he had proper insur- 


ance. 


are 


Full Familiarity 


The com 
merce and industry, requires that 
his agent have full familiarity with 


To analyze 


insurance buyer, in 


his immediate problems 
industry 
with 


the exposure problems ot 
and must live 
them. 
list” system which will be complete, 
final and exact 
problems change and vary with the 


commerce you 


You cannot devise a “check 


because business 
state of management, competition, 
world and domestic economics. An 
analysis can never become static 
That which 
terday may discover itself tomorrow 


was searched for ves 


If the analyst is alert, it will be 


intercepted. If he is easily satis 


hed, that 


chagrin. 


discovery may be to his 
There are two basic plans of in 
suring these exposures. One is to 


write the insurance contracts i 
such broad terms and in such limits 
as to cause every occurrence to fall 
within their purview. This seldom 
can be done except at prohibitive 
because underwriters are not 
inclined to sell blank checks to their 


insured 


cost, 


The other plan is precision 


fitting, through knowledge of a 
client’s peculiar problems, and those 
which are inherent to his industry. 
The insurance 


devised to fit 


coverages may be 
those needs exactly, 
never too closely nor with too much 
slack 


tion, dogged 


This calls for study, imagina 
determination and a 
lot of good common sense. This is 
the diagnostic-prognostic principle 
of risk analysis. 

\n agent’s planning should start 
long before he has the account in 
In the pre-approach period 
he should make a study of the basic 


his care 


problems of the industry or business 
of which his prospective client is a 
part. This will include 


1. The history and projectible fu 
ture of that industry. 
> 


2. The normal and special 


| sources 


of supply. 

3. Production, advertising, sales and 
distribution methods. 

+: Warranty procedure and service 
facilities 


5. Labor availability and leadership 
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\s to his prospective client, an 
agent needs to know, for example: 


1. The source of his capital. 

His turnover rate and availability 
of additional working capital 
3. His labor practices and history 
4. His officers, their 
ability and general spheres of au 


managers or 


thority. 
5. The physical facilities and their 
technological level. 
6. His specific sources of supply and 
the reputations of his suppliers. 
7. Terms of sale. 

It is not to be inferred that all of 
this information is readily discover 


‘mek 
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able. 
privileged and no degree of dil 
gence will bring it to light unless 
the prospective client, himself, gives 
the key. It is not within the realm 
of argument, however, that the more 
the agent knows about his 
the easier he can anticipate his needs 
Chere is no all inclusive, all pur 
pose questionnaire currently avail 


In fact, much of it is highly 


client, 


able. Not even the largest big city 

brokers have a questionnaire which 

can encompass every type of pros 

pect. For this reason I suggest the 

merits of a general purpose question 
with additional 

Continued on the 


sections for 


next page) 


naire 
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Buyer and Agent—Continued 


industries. The importance 
of the completeness of a question 


specific 


naire cannot be 


From it can be diagnosed the exist 


over-emphasized. 


ence of exposure, its possible and 
probable effect and extent antici- 
pated and the means by which the 
exposure may be abated, assumed 
or insured suggested 

Many industries have comparable 
The boiler and machin 
ery exposures of the paper 
facturer are not dissimilar to those 
of the steel the public 


exposures 
manu 


maker or 


utility. They have a common need 
caused by the extensive use of the 
electrical power and process steam 
or water. To a degree, the boiler 
and machinery subsection of a ques- 
tionnaire, if applicable to one would 
be applicable to the others. By the 
same token, it would be somewhat 
over-indulgent as many 
other manufacturers 

The commercial laundry has ex- 
posures which, being unique, require 
special treatment not shared by any 
other industry. A specific form of 
questionnaire would be needed for 
the commercial laundry. A specific 


respects 
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form can be developed only by one 
who is a student of the business. 
That student who practices the use 
of insurance surveys soon accumu- 
lates a mass of information from 
which his specific questionnaire is 
built. As new exposures are dis- 
covered or developed they are re- 
corded and the questionnaire is re- 
vised. As an illustration of the de- 
velopment of new exposures we need 
merely refer to radio-active metals, 
television, automatic 
automobile transmissions, even the 
new type spinner fishing reel that 
permits you to throw your bait three 
times as far as you can haul a fish 
even if you hook it. 

Whatever the through 
which a questionnaire is evolved, it 
cannot be put to maximum use and 
effect the agent makes an 
actual premises inspection for the 


food-freezers, 


means 


unless 


purpose of recording the exposures. 
Nothing can take the place of the 
personal inspection in coordinating 
exposure and recommended protec 
tion. This is the way to learn how 
to abate exposures or prove that 
they really don’t exist. In the course 
of the inspection it is most impor- 
tant, in addition to considering the 
physical aspect, to find how inven- 
buildings, machinery and 
equipment are Are inven 
tories valued on a basis which will 


tories, 
valued. 


produce true cost or selling price, as 
required, in the event of loss? What 
record is kept of cash on hand? 
What is the practice as regards 
checks? Are they recorded by payer 
and bank so that they may be identi- 
fied if the bank loses them in the 
mail to a clearing house or a cor- 
respondent? What is the cost of 
reconstructing the books of accounts 
and other valuable papers? 


Premium and Loss Record 


Very few clients will have a com 
plete premium and loss record. If 
intends to render a full 
cannot neglect recom- 
mending the establishment of such 
a record, if for his own information 
only. Analysis of past losses may 
point out other potential losses. For 
example, if there is a record of a 
fire loss, the agent should question 
the extent of the business interrup- 
tion, extra expense, rent or rental 
value loss which was incurred. If 


an agent 
service, he 
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the loss arises from a third party 
action, better engineering and safety 
practices may present an hitherto 
unconsidered solution. The content 
of the completed questionnaire must 
be boiled down to insurable expo- 
sures which leads to the next step, 
auditing the policies currently in 
effect. Once again we refer to the 
policy checker but this mechanical 
aid cannot 
The technical knowledge of the best 
company man available in addition 
to the fruit of the agent’s experience 
must be used 
an agent that he be a completely 
equipped expert in every line. No 
doctor or lawyer is so burdened; 
certainly he should not be held to 
such rigid standards. He must, how- 
ever, be reasonably well informed 
and know what questions to ask and 
where to get the answers. 

In reviewing the coverages pro 
vided, it is well to bear in mind the 
law of contracts. It is necessary to 
determine that which is, and that 
which is not. One may not rely on 
collateral agreements which are not 
recorded. An agreement to 
waive certain restrictions or exclu- 
sions will be honored in small losses. 
Honor, even among insurance men, 
has its price. 


cover every exigency. 


It is not expected of 


oral 


Existing Coverage 


In reviewing the existing insur- 
ance, an agent’s efforts must be 
wholly sincere. If a policy form 
completely fits the clients’ needs, it 
must be Should the 
erage appear to require broadening, 
two matters stand forth in bold re- 
lief. Is it mechanically possible to 
obtain the flexibility wished, by the 
amendment? Will the original cost, 
plus that of amendment be greater 
than the cost of an entirely 
form? Depending upon the answers 
to these changes 
or policy replacement will be recom- 
mended. 

The dove-tailing of coverage must 
not be a product of memory. Ex- 
clusions under the fire and supple- 
mental contract may be found cov- 
ered under the boiler or transporta- 
tion policy. Each exposure must be 
examined and placed in its proper 
receptacle. As an example let’s con- 
sider an oxygen cascade. It is the 
practice of fire companies, in most 


so noted. cov- 


new 


questions, policy 
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jurisdictions, to exclude coverage 
for explosion damage caused by 
vessels of greater pressure than 15 
pounds per square inch upon the 
premises of the insured, if owned 
by, or in the care, custody or con- 
trol of the insured. How is such 
care, custody or control determined ? 
Custody of a key to the cascade en- 
erected and owned by the 
places this exposure be 


closure 
supplier 
yond the purview of a fire policy, 
it is argued. It then becomes a 
risk. Surrender of the kev, 
however, may effectively cancel the 
exclusion and return the risk to the 
fire policy. Of course, and this is 
somewhat ironic, the fire insurer 
would be better off if the insured 
kept the key. At least he would 
be in a position to cut off the flow 
of oxygen which, being sprayed to 
the inside of the building would 
make the loss more complete. 

An insurance company may be 
comprised of excellent personnel; it 
may have exemplary management ; 
its financial structure 
yond comparison; and yet the 
surance company may be no good for 
a certain risk. The agent must know 
whether it can service a risk as the 
risk requires. This is a point too 
often overlooked in surveys. When 
maximum is required, minimum is 
not acceptable. 

Such problems arise when at- 
tempts are made to substitute price 
for protection. Premium cost is not 


boiler 


may be be- 


in- 


S 


the final answer, current propaganda 
notwithstanding. The 
analyze premium cost and the rating 
lf they produce 
equity or excessive cost, the 
limited carries 
offered but only the distinct 
revelation of the limiting factors 
It is necessary that the clients’ phi 
losphy of insurance 
analyzed. If he has 
no intention of insuring 
less than $50,000, however 
that is his privilege. The agent can 
show him the premium cost and the 
tax effect, but can not try to change 
philosophy if he 
reason for it. 

The 


how 


agent must 


plans used. an in 
service 
of a more may be 
with 


purchasing be 
reviewed and 
losses of 


caused, 


his has a good 


and 
loss 
must be 


and, 


agent must learn when 
deductibles 


covers may be 


and excess of 
used He 
courageous enough to recogniz¢ 
if advisable, recommend self-insut 
fact, risk 
form of 


ance or, in 
A very 


assumption 
low humanity, to 
the owner or manager of a business, 
is the agent who contends that in 
surance is an unfailing, never end 
ing, infallible and indispensable boon 
to humanity, advisable under all 
circumstances, world without end, 
Amen! ] actual proof of one 
or two cases to the contrary. 

In every account there 
ing on insurance expenditures. It 
is not reasonable, 


have 
is a ceil 
in any event, to 
cover all of life’s exigencies. If a 
man can afford to 


purchase insur 


ea 








Buyer and Agent—Continued 


ance only in limited fashion, his 
agent must the 
possible loss principle. He 


follow maximum 
cannot 
permit his client to spend his money 
on plate glass or auto material dam- 
age, and leave his liability exposures 
uncovered, If 
leave him 


necessary he will 


uninsured for the con 
tents of a warehouse, but insure his 
business interruption and accounts 
receivable. He must make him aware 
of the relative the 


various coverages. 


importance of 
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When an agent has an account 
nicely arranged, freshly painted and 
decorated, how does he keep it that 
way’ He must keep abreast of 
everything that happens or is about 
to happen in his client’s company 
and industry. He must talk 
company men, accountants, lawyers 
and tax men about that industry 
and its peculiarities. He should find 
the channels of information within 
his client’s organization from which 
he may receive legitimate informa 
tion. He can review the annual re 
ports of his client and competitive 
firms and learn much from each. 
Above all, he must have pride in 
his professional integrity. He can- 
not say “yes” to the insurance buyer, 
when in his heart, he knows the 
answer should be “no.” He must 
be ready to fight for honest princi- 
ples and good business management 
Most insurance buyers will agree, 
when forced to, that they should not 
attempt to substitute 
demnification for the lack of 


with 


insurance in- 
com 


mon sense. 


Claim Practices 


One of the very important duties 


of an agent is to evidence an ex- 
tremely acute interest in claim prac 
tices. He should know why a ques- 
tionable claim was accepted and why 
an apparently legitimate claim was 
refused. He should review the case 
reserves set up on workmen’s com- 
pensation claims to be sure that they 
are washed out when the claim fails 
of proof or is dre ypped by the claim- 
He should be satisfied that re 


serves are adequate and not exces- 


ant. 
sive. The effect of excessive claims 


reserves on premium expense is 
something that all of us understand 
but about. 


As a matter of fact, very few agents 


very few do anything 


pay any attention whatever to the 
reserves which are set up let alone 
analyze the entire claim history of 
the whether 
only the charges which should be 
Even retro 


insured to determine 
made have been made. 


spective rating does not cure the 
illness caused by over-inflating case 
reserves. 

\n agent needs tp help his client 
analyze his problems, whether he is 
a home owner or the corporate in 
surance administrator of a large in 


dustry. He should consider with 


the insurance buyer the effect of 
a casualty on his or his company’s 
well being. It is his duty to obtain 
insurance where insurance 1s neces 
sary, or make the insurance buyer 
accept the responsibility for the lack 
of it. He is expected to fit the in 
surance to the client’s actual need, 
channels, 


Deducti 


going outside of normal 


g 
even abroad, if necessary. 
bles, excess of loss or excess of an 
nual aggregate forms should be used 


where the situation requires them 


Special forms should be insisted 


upon even if special state filings 
must be made by the insurance com 
pany. If the premium is not equi 
table steps must be taken to make it 
equitable. And, in this respect, the 
insurance buyer should be kept well 
advised that he cannot burn up his 
carriers without burning up his own 
credibility 

This is the general nature of an 
igent’s duty. If he accepts his duty, 


sincerely, honorably, he will not 


have a business without and 


heartache, he will not get the maxi 


worry 


mum rate of commission of the most 


available dollars per risk. I will 
guarantee, however, he will have the 
cooperation and respect of that rea 
son for his existence—The insur 


ince buyer 


POLITICAL COWARDICE 


OLITICAL cowardice stands in 
Pix. way of the drastic remedies 
needed to curb the high incidence of 
deaths and injuries on the nation’s 
highways, according to Charles Ray, 
vice president of Markel 
Inc. The present high rate of high- 
way 


service, 
deaths is not an _ incurable 
disease, he charged, “What seems 
incurable is the political timidity, the 
the 
who 


double-talking hypocrisy, wish 
ful thinking of 


remedies 


those propose 
The politician would not 
dare to propose or endorse the neces 
the 
millions of motorists 

country think it is 
inhuman right to operate 
under present conditions of legalized 
anarchy 


sary remedies for very reason 
that there are 
in this 


their 


who 


and permissible man 


slaughter.” The safety engineer said 
the average driver is decent, honest 
and cooperative, but appears much 
too indifferent to the high toll of lives 
being exacted each 


year through 


highway accidents 
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In a clearing at the edge of the Orinoco jungle, an 
American employer was treating the villagers to a 
movie. 

Suddenly a terrible figure loomed up. In an instant, 
a whooping band of Indians had swept out of the jun- 
gle behind him! Amid wild shouts and screams, they 
carried away the dancing lady and the talking box! 

That savage sortie cost an American firm thou- 
sands of dollars in damages and injuries. But every 
cent was recovered—through American insurance! 

This foreign risk was handled through the facili- 
ties of American International Underwriters, by a 
broker right here in the United States! 

He didn’t have to know anything about Venezuela. 
He simply brought to AIU the same sort of informa- 
tion required for domestic risks. AIU specialists 
planned the complete coverage he required for his 
client ... without gaps or overlaps . .. in conformity 
with every law, custom and insurance peculiarity of 
the country concerned. The policies were written in 
familiar U. S. terms, easily understood by his client. 

You can insure foreign risks just as easily. They 
will add a new—and booming—source of income to 
your portfolio... open the doors to new accounts... 
“competition-proof” your present business. 

Claims are paid on the spot, anywhere in the world, 
in any currency the premiums are paid in—including, 
where local laws permit, U. S. dollars! 

You don’t have to be an expert to handle foreign 
risks. Take them to AlU—and AIU is your expert! 


For full information and literature, 
write to Dept. B of the AIU office nearest you. 


American 
International 
Underwriters 


New York 5, New York... 102 Maiden Lane 
Washington 6, D. C ....317 Barr Building 
Chicago 4, Illinois awa 208 So. LaSalle Street 
Dallas 1, Texas..... shee - 801 Corrigan Tower 
San Francisco 4, Calif. 206 Sansome Street 
Los Angeles 17, Calif... . 612 So. Flower Street 
Seattle 1, Washington. . ......815 White Building 
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tried to kidnap 
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ment due to an accident, the 
applicant should be considered dis 
qualified. (2) The medical examina 
tion should include significant data 
on strains, cuts, sprains, 
fractures, burns and even a fairly 
low frequency of these accidents is 
characteristic of the accident prone 
On the basis of the medical 


was 


bruises, 


person. 
examination alone the applicant may 
be screened. Personal interview in 

should 
situation 


include a stand 
deliberately de 


formation 
ardized 
signed 
“blow his top.” 


to cause the applicant to 
Emotional control 
the 
accident prone. data 
should be gathered to cover the his 
tory of each man’s social relation- 
ships and serious family problems 


under stress lapses quickly in 
Interview 


It is important to determine whether 
the atmosphere of the home was one 
of strict parental control and strict 
religious practice. These tendencies 
predispose one to the accident habit 
(3) Supervisors may give a good 
deal of information which will aid 
in determining how the applicant re- 
sponds to authority. The history 
may include a tendency to evade 
problems rather than solve them, 
strong revolt against authority, and 
changes following arguments 
with the supervisor. These tenden- 
cies may be considered important 
data determining accident liability. 
The supervisors can give valuable 
information on eating, sleeping, sex, 
alcoholic and financial habits. He 


job 
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may know whether an applicant is 
diabetic or uses drugs when such 
information has not been determined 
by a medical examination 


Age Distributions and Accidents 


Problem: To determine when psy- 
chological and phy siological deterio- 
ration in the aging process is no 
longer compensated for by judgment 
and experience 


Procedure: The first step in this 
study was to obtain the age distribu- 
tions of representative samples of 
truck and bus drivers and to record 
the data in terms of frequency dis- 
tributions. The next step was to 
correlate the frequency of accidents 
with various age groupings, 1.¢., five 
year intervals. 


Results: 1, In one sample of 310 
drivers, the medium age was 36.3 
years and the range was from 20 to 
64 years. In another sample of ap- 
proximately 100 drivers in a large 
southern trucking company, the 
mean was 3.5 years and the range 
21 to 54 years. The mean age of a 
group of truck drivers competing in 
the National Truck Roadeo was 33 
years and the range 2/ to 46 years 
2. No relationship was observed be- 
tween frequency of accidents and age 
when exposure and number of driv 

ers in each age grouping was kept 
constant. This result was different 
from that observed in the ordinary 
driving population where there seems 
to be a higher frequency of accidents 
in the age groups between 20 to 30 
vears. 

3. The most significant physiological 
changes in drivers with age relate 
to visual acuity, accommodation, and 
vision at low illumination (night 
vision). The former defects can be 
adequately corrected with glasses. 
The changes in night vision how- 
ever are quite large after 50 years 
of age. 

4. The most significant psychological 
changes relate to a lowered capacity 
for immediate memory with age and 
the more limited ability of older driv- 
ers to carry out a series of complex 
reactions involving memory, judg- 
ment and reasoning within specified 
time limits. There is a noticeable 
tendency for those above 50 years of 
age to drive more slowly to com 
pensate for this handicap due to age 


5. No evidence was found to sug- 
gest that the average driver over 50 
vears of age was not able to perform 
his duties safely and skillfully, ex- 
instances of heavy 
loading or unloading 


cept in a few 
manual labor 
trucks. 

6. Most of the evidence pointed to 
the excellent safety record of the 
older drivers. 


Recommendations: (1) Drivers over 
50 years of age should be scheduled 
on daylight rather than night trips 
whenever possible in view of the 
older person’s poorer vision at low 
illumination. (2) An upper age 
limit of 65 years should be consid- 
ered as a basis for retirement, ex 
cept under unusual circumstances 
Physiological or functional 
should be considered more important 
than chronological age. (3) There 
is an urgent need to develop more 
objective tests for determining criti 
cal age limits for the retirement of 
both truck and bus drivers. No final 
limit should be set until such stand 
ards have been determined experi 
mentally 


age 


Fatigue in Long Haul Services 


Problem: To survey the general fac 
tors contributing to operational 
fatigue and to describe the effects of 
acute fatigue. 


Method: A lengthy series of road op- 
erations was carried out to survey 
environmental problems and _ the 
emotional situation of the driver at 
work. Other studies were carried 
out to describe the characteristic dif 
ferences in the activities of the driv- 
ers in desert and mountain scheduled 
passenger runs. 


Results: Environmental factors giv- 
ing rise to fatigue in the driver in 
clude rain, snow, sleet, fog, ice, frost, 
hail, wind, dust, mud, temperature, 
humidity, noise, animals, pedestrians, 
other vehicles, sunshine, variations in 
illumination, changes in the charac- 
teristics of the road surface. Factors 
relating to weather 
drastically and suddenly and may in 


may change 
clude almost all types of good and 
bad weather even during a single 
run. These changes alter the work 
load of the driver and give rise to 
Other sources 
factors in the 


emotional stress. (2) 


of stress include (a) 
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driver’s personal adjustment result- 
ing in preoccupation, (b) supervi- 
sors may deal with emotionally loaded 
problems at the beginning of a run, 
passengers may have low an- 
noyance tolerance and engage in per- 
sistent discourtesy to the driver, (d) 


(c) 


dissatisfaction may be due to ride 
qualities of the vehicle and the delay 
in departure, (e) annoyance from 
heavy traffic, (f) operating or driv- 
ing schedule, and (g) missing con- 
nections. Many of these sources of 
annoyance are not under the oper- 
ator’s control. (3) Variations in the 
amount of work output are due to 
changes in direction, elevation, sur- 
face characteristics (related to, fric- 
tion) of the road. In mountain 
roads, while climbing, the operator 
moves the steering wheel twice as 
frequently as he does on desert runs. 
(1.2 per second to 2.6 per second). 
Rear vision mirrors are used three 
times as often, but the ratio depends 
upon the level of illumination. At 
night the rear vision mirrors are used 
in relation to headlamps reflected in 
them. 
frequently in the mountain runs and 
there is less attention given to in- 
strument reading. The use of 
switches varies with the amount of 
traffic. (4) Changes in the skills of 
the driver develop along with fa- 
tigue. Stimuli must be stronger, 
horns louder, dangerous situations 
closer, and warning signals (fusees) 
must be more obvious, The ability to 
anticipate the movements of other 
vehicles and changes in the roadway 
deteriorates. The timing of control 
movements such as in shifting down 


Shifting occurs much more 


while climbing grades and the han- 
dling of brake pressure in decelera- 
tion Emotional 
changes occur so that the driver may 


become inaccurate. 


respond to small annoyances around 
him. More serious is his lapse of 
insight into his own fatigue and the 
limitations which fatigue 
upon him. He does not know that it 


imposes 


is unsafe to drive. In acute stages 
he may suffer hallucinosis and may 
carry out drastic traffic maneuvers to 
avoid collisions with things that are 
not there. When fatigue becomes 
chronic, medical problems may arise 


Recommendations: (1) That the re- 
quirements of the Interstate Com- 
merce Commission concerning fa- 
tigue be carried out carefully. (2) 
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PLANNED 


ACTION 


Just like a good chess player, a successful 
agent plans ahead. The decisions he makes 
now, largely determine his progress in the 
future. Judging from the experience of many 
prosperous agents, representing Northwest- 
ern can be the most profitable move you ever 


made. 
about this. 


Get in touch with our nearest office 


Write It In Northwestern 


NORTHWESTERN 


MUTUAL FIRE ASSOCIATION 


euUOME OFFICE 


Chicago Dolles 


Ratergh 


Chat whenever possible the driver 
be given ten hours off duty instead 
of eight. (3) That wherever possi- 
ble turn-around runs be scheduled so 
the driver can sleep at home. (4) 
When it is necessary to schedule an 
alternately long and short period off 
duty an effort be made to have the 
long period off duty at the driver’s 
home terminal. (5) That dispatch- 
ers be instructed to evaluate @ driv- 
er’s condition with respect to fatigue 
and wherever reasonable suggest that 
the driver take time off without pen- 
alty. (6) That when unusual weather 
conditions or annoying traffic char- 
acterizes the run, the driver be given 
somewhat longer rest periods. 


Salt Leke City 


* SEATTLE + WASHINGTON ® 
Los Angeles New York Portland 


Sen Francisco Vancouver, Conede 


The Role of Health Maintenance 
Examinations 


Problem: To survey the extent to 
which medical programs have been 
developed in the truck and bus in- 
dustries and to appraise the benefits 
which might result from routine an 
nual physical examinations for driv 
ers. 


Method: The 
proximately: thirty large and small 
companies operating in all parts of 
the United States 
held with personnel, safety and medi 
cal directors and selected company 
officials to obtain the 


survey included ap 


Interviews were 


desired in 


Continued the next page 
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formation. Company medical records 
were studied in selected companies 
and a general appraisal was made of 
the values which might be derived 
from medical programs. 


Results: (1) In only a few instances 
do the smaller truck and bus com- 
panies maintain complete medical 
coverage of their personnel. Several 
of the large truck and bus companies 
have a medical program but medical 
examinations are given only in the 
case of drivers who are ill or follow- 
ing accidents. (2) Fhe physical ex- 
aminations given to drivers at the 
time of selection were recorded in 
all the companies surveyed. In many 
instances, however, repeat physical 
examinations have not been given 
for over 10 or 15 years. 


Recommendations: (1) It is recom- 
mended that more complete health 
maintenance examinations be given 
to professional drivers in an attempt 
to detect illness before 
serious and to prolong the useful lives 


it becomes 


(2) In the case of 
the small companies, it is recom- 
mended that industrial clinics in the 
area be used or that groups of com- 
panies form associations to obtain 
medical (3) It has been 
demonstrated in various other indus 
tries that adequate medical coverage 
tends to (a) reduce absenteeism, (b) 
lower labor turnover, (c) and in- 
Also, accident 


of the employees 


services. 


crease productivity. 


rates can be lowered and the cost of 
compensation insurance reduced. 
Finally, the morale of the employees 
is improved. 


Diet and Eating Habits 


Problem: To determine the time at 
which the driver eats with respect to 
his period of driving duty and the 
quantity and quality of food in- 
gested. 


Method: Drivers were interviewed 
to determine what and when they had 
eaten during the preceding 24 hours. 
These data were related to the time 
spent at work. The task involved 
driving from 8 to 10 hours through 
a distance of 200 to 310 miles and 
aiding with loading 15 to 30 thousand 
pounds of freight and in many in- 
stances, unloading it alone. The total 
number of hours of work on occasion 
reached 13. 


Results: (1) Practically all of the 
drivers interviewed operate long- 
haul tractor semi-trailers on night 
runs. (2) As a group, the drivers 
tend to eat a substantial breakfast, 
usually having a high protein con- 
tent, about an hour before reporting 
for work. (3) At intervals during the 
run, beverages and starchy foods 
were eaten in small quantities and 
reasonably infrequently. The time 
chosen “snack” depended on 
where the driver might stop, rather 
than being chosen by a feeling of 
hunger. In some instances, a mod- 


for a 
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erate meal was eaten during the run, 
but this was not characteristic. (4) 
At the end of the run, the large meal 
was eaten. It typically included 
meat, two or three vegetables, coffee 
or milk, bread and butter and 
dessert. The drivers explained that 
they did not eat much during the 
avoid becoming 


run in order to 


sleepy 


Recommendations: (1) The plan of 
moderate eating at the beginning of 
the run with either a “‘snack’’ or no 
eating during the run and a heavy 
meal at the end of the run seems to 
meet the requirements of these driv 
ers. It is suggested that, since energy 
from protein lasts for a longer 
period of time than energy from 
other types of food, that such food be 
substituted for the starches. There 
is a tendency for starchy foods to 
raise the blood sugar quickly and it 
then drops to a lower level rather 
soon. These foods do not, therefore, 
best meet the eating requirements of 
drivers at work. (2) It is recom- 
mended that the drivers be warned 
against the danger of going to sleep 
after eating heavily while on duty. 
The physiology of digestion and as- 
similation, coupled with the seden- 
tary task, the constant noise and the 
relatively low amount of physical ef- 
fort involved in routine driving make 
heavy eating dangerous 


Do Drivers Like Their Vehicles? 


Problem: To determine adequacy of 
vehicle design as judged by profes- 
sional drivers 


Method: Interviews were conducted 
by an engineer to obtain information 
on the defects in the design of trucks 
and buses. One hundred bus drivers 
and 100 truck drivers were inter- 
viewed in their company offices and 
50 champion truck drivers were in- 
terviewed at the ATA Roadeo. 


Results: In general, the drivers liked 
and were well adapted to their ve- 
hicles They did, make 
some useful and interesting sugges- 
tions 


however, 


The important ones are listed 
below ° 

1) Vision. Comments on defective 
vision were three times as frequent 
with bus drivers as with truck driv- 
ers. The bus drivers were concerned 


with blind spots due to large rear 
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view mirrors and truck drivers re- 
ferred to blind spots due to the door 
posts in front. Defective windshield 
cleaning was referred to frequently 
and the value of curved and colored 
windshields was questioned. 

2) Pedals. Pedals were found to be 
defective in surface characteristics, 
size, angulation and pressure re- 
quirements for operation. Some diffi- 
culties in the design of brake and ac- 
celerator pedals were found to be 
related to efficiency in braking 

3) Handbrakes. Bus drivers pre- 
ferred a pull-back type of brake lo- 
cated on the left side of the cab 
Truck drivers tended to prefer a 
pull-up type of hand brake located on 
the right. Significant comments were 
made on inadequate design of hand 
brakes resulting in low “holding” 
ability and introducing the possi- 
bility of error in dual range vehicles. 
4) Gear Shifts. No significant com- 
ments were made about gearshifts. 
5) Seats. Truck: ranges of adjusta- 
bility for angulation—vertical and 
horizontal adjustments. Sixty-nine 
percent of the truck drivers desired 
better adjustment. 

Bus: more angulation was desired 
by 27 percent of the bus drivers. Bus 
drivers also desired more shock ab- 
sorption and better ride qualities in 
the seat, with more adequate curva- 
ture in the seat back. 

6) Steering Wheel. Comments on 
steering wheel included: 1) requests 
to incline the wheel to promote effi- 
cient arm motion while seated, 2) 
difficulty in steering at low speeds 
and during blowout maneuvers, 3) 
other data indicated poor road shock 
characteristics, and a tendency for 
brief loss of control when the vehicle 
encountered “‘pot holes” or stones in 
the roadway. 

Instruments. Comments by a 
small number of drivers indicate that 
instruments are not legible, are 
poorly illuminated, improperly lo- 
cated with respect to visibility needs, 
and improperly grouped. More ade- 


7) 


quate devices for warning of system 
failure are needed. Indicator needles 
are not uniform in the direction of 
travel so that errors in reading in- 
struments occur. 

8) Switches. Switches are felt to be 
the most dependable mechanical units 
in the vehicle, but their location, 
especially those needed while in mo- 
tion, to reconsidered. 


needs be 
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Switches should be standardized as 
to location and should be accessible 
without obstruction. 

9) Brakes. Brake lag shows con 
siderable variability that the 
driver can never predict his total 
stopping distance. Both truck and 
bus drivers would like to have this 
lag reduced to a constant minimum. 
The mechanism for adjusting brakes 
is not easily accessible on the rear 
wheels of some buses and there is a 
tendency for mechanics in secondary 
terminals to evade adjusting them. 


sO 


Controls and 
Many comments indi 


winter 


10) Temperature 
Ventilation 
that 

need 


cate temperature 
trols improvement, both in 
trucks In general the 
buses are heated more adequately, 
although the maintenance of thermo 
stats is unsatisfactory. In trucks the 
firewall conducts a great amount of 
heat during the summer months, 
which suggests a change in the de 
sign of the forward air vents. Bus 
windows which open to the front of 


con 


and buses 


(Continued on the next page) 
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Highway Safety—Continued 
the vehicle 
noise characteristic at speeds above 
43 miles an hour and have to be 
closed to control the noise. Some air 


develop an annoying 


vents are permanently open and con- 
tinual intake of cold air in the winter 
causes discomfort. The location of 
air intake in some vehicles is such as 
to permit the intake of exhaust 
from vehicles ahead. 

11) Passenger entry. Icing condi- 
tions on the bottom step suggest the 
for heating the step. Hand 
rails are not designed with passenger 
needs in mind. The outside step is 
too high from the ground to meet the 
needs of very heavy or elderly pas 


need 


sengers. 


Physical Characteristics 


Problem: To interpret _ statistical 
comparisons of variations in body 
size in truck and bus drivers. 

Sample: The sample includes bus 
drivers the New England 
drivers from all the 
states, with a large number from 
Massachusetts and Texas. The num- 
ber studied was 310. The group in- 
cluded champion as well as accident 
repeater drivers. 
Interpretation: Comparisons 
made between the physical measure 
ments of New England bus and 
truck drivers, champion truck driv- 
ers and Texas truck drivers. Little, 
if any difference was found among 
This implies that the 


from 


states, truck 


were 


these groups. 
selective factors which isolate driv- 
ers for their job from the pe ypulation 
at large are much stronger than was 
heretofore realized. It also suggests 


that the layout of the driver’s work-(Paccidents included 82 fleet, 63 freight 


ing space will be very similar in the 
truck and bus, insofar as human size 
is a factor in the layout. It 
found that the drivers fell into ap- 
proximately the same distribution as 
did AAF pilots, except for those 
measurements affected by age, such 
as abdominal depth and seat breadth. 

It was surprising that approxi- 
mately 50 percent of the truck driv- 
ers could not fit their knees under the 
wheel and put a foot on the brake 
at the same time. This limitation 
requires the operator to make com- 
plex compensatory movements which 
extend his reaction time and com- 
promise safety. Other equally strik 
allowance for real 
driver cabs 


1950-51 


was 


ing defects in 
human dimensions in 
have been observed in 
models. 


A Study of Accidents 


Problem 


accidents 


To determine the nature of 
involving passenger or 
cargo vehicles in commercial opera- 
tions, as recorded in insurance com- 
pany claim files. 
Procedure: Seven hundred and fifty 
claim files were studied to determine 
their degree of completeness for ac- 
cident analysis. Three hundred and 
five were complete enough to in- 
clude 156 items for analysis. The 
amount paid in claims was over two 
million dollars. Data were collected 
on traffic movement, weather, road 
conditions, type of 
senger injuries and deaths, mechani- 
cal failure, driver error and accident 
causes. These data were transferred 
to punch cards for analysis. The 


collision, pas- 


~ Booth,Potter,Seal & Co. 


- 


Public Ledger Building 


Philadelphia 6, Pa. 


REINSURANCE 


ON INDEPENDENCE SQUARE 


truck, 34 buses and 126 long-haul ac- 

cidents 

Results: 

1. Claim file records were found to 
be very incomplete. It was felt 

that in most instances accidents 

were not really explained. 

A large majority of the accidents 

occurred under what might be 

considered perfect operating con- 

ditions. 

Accident causes relating to the 

operator concerned with 

speed, faulty maneuvering, inade- 

quate vision, fatigue, inattention 

Pedestrians 

which contributed 


were 


and _ alcohol. com- 
mitted errors 
to a large number of accidents 
\ fairly small proportion were 
due to mechanical failure. 

The analysis of the data to de- 
termine the accident liability of 
the various types of and 
trucks showed a little variation in 
the “accident proneness of the 
vehicle.” The light delivery truck 
has a significantly higher involve- 
ment in pedestrian accidents and 
it was felt that the inadequate 
visibility and the schedule pres- 
sure under which they are op- 
erated accounted for this involve- 
ment. 


buses 


Recommendations: (1) It is recom- 
mended that more attention be given 
to determining the basic causes of 
accidents rather than merely listing 
collision types as causes. (2) More 
supervision and training of com- 
mercial drivers is needed to reduce 
their tendency to make errors in op 
erating their vehicles. (3) Accident 
reporting procedure should be re- 
vised to ascertain the role of vehicle 
design in producing the accident. 
(4) More attention should be given 
to recording information relating to 
engineering rather than to legal data 


Relationship Between Errors and 
Accidents 


Problem: To determine the relation- 
ship between errors and accidents in 
routine bus operations. 


Procedure: Twenty-eight bus drivers 
were observed during each of two 55 
minute runs in scheduled, inter-city 
passenger service. Detailed observa 
tions were recorded concerning each 
error. These errors were summa 
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rized and the drivers were ranked 
from best to worst on the basis of 
critical errors. Errors were then re- 
lated statistically to the accident rec- 
ords of the drivers and also to the 
ranking of the drivers by their safety 
supervisors. 


Results: 1. The 
were described as critical : (1) errors 
at stop letters or signs, (2) follow- 
ing another vehicle too closely, (3) 
in the wrong lane of traffic for con- 
ditions, (4) improper turn, (5) writ- 
ing on day card while vehicle is in 


follow ing errors 


motion, (6) too rapid deceleration, 
(7) excessive speed, (8) improper 
pick-up of passengers, (9) improper 
discharge of passengers, (10) at- 
tention not on the road, and (11) 
miscellaneous forms of inattention 
2. The correlation between errors in 
driver performance and history of 
accidents is .61 ; the correlation with 
the judgment of the safety supervisor 
on the operators’ performance is .71. 
These high and 
indicate that there is a strong rela- 
tionship between errors and acci- 


are correlations 


dents. 

3. Errors are habituated. The sig- 
nificance of this fact is demonstrated 
in the high correlation with acci- 
dents. The habituated nature of the 
errors is indicated by the fact that 
the observations were made with the 
drivers’ knowledge and consent, and 
the time sampling adequate 
enough to go beyond the period in 
which the driver could compensate 
for for the benefit of an 
observer. 


was 


defects 


Recommendations: Study of these 
habit errors should be included in the 
training program so that the driver- 
trainer may use them in routine 
driver evaluations. Habituated errors 
are not under conscious control and 
therefore a driver applicant cannot 
compensate for them over a long 
period of time. The applicant who 
shows significant errors in his road 
check will also have accidents and 
should driver 
candidate 


not be considered a 


An Analysis of Near Accidents 


Problem: The purpose of this study 
was to observe near accidents or 
critical situations which develop dur 
ing routine operations in both the 
truck and bus industries. Such in- 
formation is needed to improve train 
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FIFTY YEARS AGO! 


This is the 50th 
writing of the first Automobile Insur- 


{nniversary of the 


ance policy in the United States cover- 
ing a car as property. On June 2, 
1902, in the office of the Boston Insur- 
ance Company, the pioneering policy 
was signed. It cast a mantle of pro- 
tection over the above Stanley Steamer. 
Since that day when we assumed the 


risk on this crude motor carriage, 


EIGHTY SEVEN KILBY STREET, 


hundreds of other have 


followed the trail we blazed. 


com pants s 
luto- 

mobile Insurance, commencing with 

the writing of this first policy has been 

a vital accompaniment of the auto- 

mobile itself. 

you rt 

uP FRONT 
with THE 
80510N 
ANo 

O10 COLONY 


BOSTON, MASSACHUSETTS 





ing and prevent real accidents in 
similar situations in the future. If 
the most critical incidents 
analyzed in considerable detail, it 
should be possible to prevent many 


can be 


highway transport accidents 


Vethod: In the first study relating 
to trucks, the observer, a former 
truck driver, collected information 
during 20 trips with 17 drivers dur 


The 


included 


ing a two month period en 


vironmental conditions 
heavy traffic during 


night operations with frequent heavy 


routine over 


so dense that 
to less than 25 


rain storms and fog 
visibility was limited 
feet. The bus study 
another trained observer during ap 
proximately 500 hours of direct ob 


was made by 


servation in 38 states. In some in 


stances photographic records were 
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Highway Safety—Continued 
obtained of near accidents. Com- 
plete descriptions and diagrams are 
presented in the final report of 48 
critical incidents in the truck study 
and 66 near accidents in the bus 
study. 


Results: (1) The results describe 
typical emergency situations and 
their relative frequency, the loca- 
tions which are characteristically 





2 BOOSTS 


to Agents’ Profits 


First, we picture the vital need of 
your service - - in fact, our en- 
tire national advertising is built 
around telling the public why they 


should see more of the local agent. 


Second, we help you cut the costs 
of running your office - - by dig- 
ging up facts through our Agency 
Management Service Department 
---and passing along this office 
management information through 
our large staff of fieldmen. For 


information write to.. 








W “PHOENIX 
CONNECTICUT 


GROUP OF INSURANCE COMPANIES 
The Phoenix Insurance Co. 
The C cticut Fire | Co. 
Equitable Fire & Marine Insurance Co. 
Minneapolis Fire & Marine Insurance Co. 
The Central States Fire Insurance Co. 
Atlantic Fire Insurance Co. 
Great Eastern Fire Insurance Co. 
Reliance Insurance Co. of Canada 
Executive Offices: 
52 Woodland St., Hartford 15, Connecticut 
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hazardous, the relations between 
driver habits and near accidents, and 
the ways in which accidents could be 
prevented. (2) The classifications of 
types of truck near-accidents are 
given below: 
Number Per Cent 
. Operator inattention 3 6.3 
Operator indecision 3 6.3 
Failure to observe posted 
“Danger” conditions 
. Failure to help other 
operator 
Highway maintenance 
Errors in passing 
7. Operator unprepared 
Dangerous assumptions 
Gross negligence 
Situation deliberately 
caused by operator 
Operator taking partial 
defensive action 
Operator taking complete 
defensive action 5 10.4 


qx 100.0% 


(3) The study of near accidents in 
the case of trucks indicated that as a 
rule’ critical situations develop very 
rapidly and are of short duration. 
The range in time was from .2 of a 
second to 3% seconds. (4) Of the 
66 near accidents observed, 53 or 
80% of them, were closely related to 
the three most common types of acci- 
dents which actually occur on the 
highway, namely, side-swipe, rear 
end, and head-on collisions. (5) The 
most important variables contribut- 
ing to the critical situations were as 
follows: (a) following too closely, 
(b) following too closely while ap- 
proaching to pass, (cornering), (c) 
operator inattention, (dozing at the 
wheel), (d) vehicle running off the 
road, (e) intersection errors, (f) 
errors in passing, (g) operating in 
wrong lane of traffic, (h) leaving and 
entering the roadway, and (i) pedes- 
trian errors. (6) Observations thus 
far indicate a characteristic failure of 
the driver to take “defensive” action, 
that is to say, there is a tendency to 
wait for the other driver to allow for 
margins of safety. This occurred in 
95 percent of the 66 incidents ob- 
served. The implications are clear 
that studies of near accidents offer an 
unusual opportunity for training the 
driver to anticipate hazardous situ- 
ations and to avoid them. 


Recommendations: (1) Since near 
accidents may cause losses due to the 
damage of cargo and injuries to 
passengers (even though there is no 
collision) more attention should be 
given such incidents in training. (2) 
\ motion picture illustrating near 
accidents should be made as an aid 
in the training program for profes- 


sional drivers. (3) A test of alert- 
ness in making emergency judgments 
should be constructed to be used in 
driver selection. 


Driving Errors 


Problem: To make a cumulative list 
of errors occurring in scheduled in- 
ter-city passenger service and to de- 
velop check lists for use in the 
driver training program. 


Errors in adapting to weather de- 
mands: Failure to increase the fol- 
lowing distance in snow, rain, ice and 
sleet; to greatly reduce speed on 
grades in snow and ice; to try to 
avoid puddles of water to aid in 
keeping brake shoes dry; to use de- 
frosters to elevate windshield tem- 
perature as a means of controlling 
icing ; to park in a safe place while 
cleaning windshield enroute ; to give 
more time in using light and horn 
warnings of the intent to pass in 
snow and on ice; to use high or low 
beams when necessary; to gain 
proper passing speed to avoid shift- 
ing when passing; to carry chains 
and chain wrench; to clear ice from 
headlamps, marker and tail lamps 
when traveling in freezing rain or 
freezing fog ; to chain up when trac- 
tion is below minimum operating 
levels; to get weather reports on a 
route before leaving a terminal. 


Errors in using horn: Failure to 
signal in time to warn a pedestrian 
at the side of the street; to warn a 
pedestrian crossing the roadway ; to 
warn an animal at the edge of the 
roadway ; to signal the intent to pass 
another vehicle ; to signal to a vehicle 
pulling away from the curb; to warn 
the operator of a parked car not to 
step into the street; to warn of ap- 
proach at a blind curve or intersec- 
tion. 


Errors in using lights: Failure to 
dim lights on approach of another 
vehicle; to use high beams when 
operating at road speeds; using spot 
light directed on approaching vehicle 
in retaliation for failure to dim lights ; 
to report defective headlamps. 


Errors in passing: Failure to give an 
adequate amount of time for the re- 
sponse of a vehicle being overtaken 
by giving an early horn signal ; to get 
in passing lane to avoid possible con- 
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tact with other vehicle; to judge ap- 
proach to pass and creep too close 
to the other vehicle. Relaning quickly 
in completing the passing maneuver ; 
forcing approaching vehicles off the 
road while making an improper pass ; 
passing in the improper lane ; passing 
at hilltops and on curves ; passing in 
no passing zones. 


Errors at railroad crossings: Failure 
to come to a full stop before cross- 
ing ; to stop with the vehicle clear of 
the track to leave a right-of-way for 
a train; to look both ways before 
starting across the tracks; to lane 
properly when preparing to make a 
railroad crossing stop; to go beyond 
edge of railroad tracks to discharge 
a passenger. ; 


Errors in making turns: Failure to 
use directional signal; to cancel di- 
rectional signal after turning; to 
lane properly for turn; to get close 
enough to the curb on right turns; 
to look to the left when making right 
turns and vice versa ; steering errors ; 
hitting curb. 


Errors in decelerating: Failure to 
follow manufacturers’ recommenda- 
tion on methods of brake applica- 
tion; to check brake drums when 
smoke smell is obvious; making 
sudden brake applications on fresh 
and packed snow; over-use of 
brakes on grade; over-dependence 
on brakes when hurrying in heavy 
traffic. 


Errors concerned with visibility: 
Failure to clean windshield; to use 
windshield wipers at the beginning 
of precipitation; to de-fog inside 
of windshields; to clean and adjust 
rear vision mirrors. 


Errors in safety procedures: Fail- 
ure to check lights, tires, fusees, 
fuses, flags, hatchet, first aid equip- 
ment, windshield wipers, brakes, 
horn, chains, fire extinguisher; to 
clean instrument panel; to report 
mechanical defect; to reduce road 
speed when fusees are visible; ac- 
ceptance of vehicle for passenger 
transport in known defective con- 
dition. 


Personal errors: Reporting for work 
without adequate rest and sleep; 
after ingesting alcoholic beverages. 
Drinking during a scheduled run. 
Protecting second section operator 
who has been drinking. 
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F meucan Squty 


AMERICAN TITLE AND INSURANCE COMPANY 


QUITY 


a) 


BALOISE FIRE INSURANCE COMPANY 


Errors with respect to traffic con- 
trol: Failure to observe stop signs, 
traffic signals, decelerate for cau- 
tion blinkers. Crossing of no pass- 
ing markers, 


Application of findings: There has 
been no attempt to describe the 
relative frequency of any of these 
errors. However, it has been shown 
that errors in operation are closely 
related to accidents. 

It is recommended that this in 
formation be used (1) to make a 
check list for driver evaluation at 
the time of employment and for use 
in interval road checks. (2) The 
materials should be used for dis- 
cussion purposes in safety meetings : 
(a) what causes the error? (b) 
What are the implications of the 
error? (3) What types of 
lisions could develop from the error ? 


col- 


Activities and Work Load of Drivers 


Purpose: To determine by direct 
observation and motion picture 
photography ; 

1) the patterns of behavior that are 
characteristic of driving ability, 
and 
the amount of time the average 
driver spends on the various 
tasks involving the operation of 
a bus during long-haul opera- 
tions. The primary objective of 
the study was to detect errors 
and develop improved methods 
of training drivers. 


GENERAL 


INSURANCE 
the 


C0 


LTD 


Procedure 
recording, on a standardized form, 
what the driver did with the vehicle, 
his eyes, hands, and feet every 15 
The observers sat in the 
right front seats to make their ob- 
servations. The study was carried 
out on the Boston to New York runs 
of the New England Greyhound 
Lines. The observers rode in both 
GMC PD 3751's and ACF IC-41 


buses 


The method involved the 


Sect mds 


Results: (1) This study has given 
a fairly complete quantitative analy 
sis of the driving operation, and has 
indicated the peak loads of activity 
and the critical components of this 
profession. (2) The work loads of 
the various parts of the body for all 
drivers, on all vehicles, were rela- 
tively constant and allowed us to 
combine the results into the follow- 
ing table: 


Vehicle Straightaway 74% of time 
a « 
a 


Eyes Front 

Left Hand On Wheel 
Right Hand On Wheel 
On Gear Shift 
On Accelerator 
On Brake 

On Clutch 
Resting 


Right Foot 
Left Foot 


(3) The results presented in the 
above table show that there are very 
heavy work loadings in relatively 
few This indicates that 
the job is likely to be a very boring 
one requiring little activity. (4) The 
table also clearly shows the value, 
from the point of view of the driver, 
of the automatic transmission 


(Continued on the next 


variables. 


page) 
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Highway Safety—Continued 

clutch and gear 
foot of 

the right 


Elimination of the 
shift would relieve the left 
all of its work and relieve 
hand of 11 percent of its work, 
This would give the driver more 
time to spend on the control of the 
vehicle. (5) Finally, this work pro 
vides an opportunity to determine the 
importance of the various 
displays and switches in positions 
where they would be easiest to read 
or operate. 


relative 


(1) The results 
should be used to im- 
location of various dis- 


switches so they 


Recommendations: 
of this study 
prove the 
plays and can be 
operated more easily and efficiently. 

Data on the use of the eyes sug- 
gests that attention is devoted pri 
marily to the roadway ahead. More 
information on and 
may be 


consistent side 


rear-vision encouraged by 


Indi 


bec« me 


more (3) 
vidual 


acutely 


adequate mirrors 
muscle groups may 
from holding a 
steady position. The lower right leg 
in emergency situ 
should be 


discharge of 


fatigued 
may react slowly 


ations. Some advantage 


taken during the pas 
intersection 
legs The left 
extent 
driver is 
while at 


sengers and = during 
stops to exercise the 
exercised to some 
(4) Since the 
almost continually 
work, the seat should be made as 
adjustable, comfortable and as free 
from shock and vibrations as possi- 


leg can be 
In transit. 


seated 


ble. (5) Data on mountain runs in 
that turning and 
shifting are required. Mechanized or 
hydraulic aids to steering would re- 
duce the possibility of errors during 
(6) The 
more at- 
keeping 


and interested dur- 


dicate continuous 


these combined maneuvers 
results also suggest that 
tention should be given to 
the drivers alert 
ing long trips 


AUTO SAFETY 


HE National Committee on 

Uniform Traffic Laws and Ordi- 
nances will hereafter recommend the 
more stringent type of automobile 
financial responsibility law which re- 
quires security for past accidents as 
well as for possible future ones. The 
subdivision of the 
Safety Con- 


committee is a 
President’s Highway 
ference and recommends a uniform 


vehicle code for State enactment. 
AUTO SAFETY LOCK 


NEW, patented safety lock for 

all car doors has been introduced 
by The Sleetex Co., Inc. Marketed 
under the name of Twistlok, the 
manufacturer states that this is the 
only lock that can be installed on the 
rain gutter, allowing all around pro- 
tection at every door while car is in 
motion or parked, Attachment is 
with a screw driver without 
holes, and takes only a 
few minutes. Once attached, it be- 
comes completely theft-proof. Twist- 
lok unlocks only from the outside, 
and has the added advantage of 
keeping children safe in the car when 
it is parked. It is precision made of 
heavy gauge steel, chrome plated to 
conform to SAE 


made 
drilling of 


specifications. 





Crop, Hail Facility wanted by General 
Agent operating Virginia and the 
Carolinas. Either Stock or Mutual. 
Now representing Mutuals. Especially 
interested writing large volume to- 
bacco business eastern North Caro- 
lina. 


Write Box 141-C 


ALFRED M. BEST COMPANY, 
75 FULTON STREET 
NEW YORK 38, N. Y. 


INC. 











POOR SAFETY RECORDS 


BOUT two-thirds of all indus 
trial accidents occur in small 
manufacturing plants with one hun- 
dred or fewer employees, W. Dean 
Keefer told President Truman's 
Conference on Industrial Safety re- 
cently. Mr. Keefer, who is chairman 
of the engineering committee of the 
National Association of Mutual Cas 
ualty Companies, said that steel and 
other industrial titans produce the 
best safety records each 
that their accident frequency rate is 
annually being engineered down- 
ward. On the contrary an opposite 
trend is evident among small busi- 


year and 


nesses. 


WARNING TO EXCESS 
LINE BROKERS 


HE New York 
partment has issued a 
and more forceful warning to excess 
brokers placing risks in unau 
warning 


Insurance De 
second 


line 
thorized 
was included in a decision of Deputy 
Kline 
$250 


companies. The 


( se0rTge H 
$500 and 


Superintendent 


fining two brokers 


respectively censoring two 
others. In the department’s first 
warning, in January, 1951, it called 
attention to the brokers’ responsibil 
ity to investigate the financial stabil- 
ity, claim practices and legal right 
to issue policies of companies with 
which they planned to place policies 
In the latest warning, Mr. Kline sug 
gested to the brokers that they con 
sider concerted action to eliminate 
abuses or face the possibility of more 
stringent state regulation and legis 
lation. 

Last year the 57 
brokers licensed by the department 
4.515 risks with 
premiums of $2,473,061 
authorized carriers. 


and 


excess line 


placed aggregate 


in 42 un 
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SERVICE 
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COSTS can be reduced through our method of pro rating traveling expense, and obtaining 
isolated cases at no increase in fee. 
SERVICE can be maintained in urban and rural areas by our complete coverage of the country. 
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AMERICAN MANUFACTURERS 
MUTUAL INSURANCE COMPANY 


Since its birth 200 years ago, the 
mutual insurance industry has pioneered 
in loss prevention. The challenge to 
the appalling rise in the national fire loss 
receives national recognition when the 


nation commemorates Fire Prevention Week. 


Fire prevention is a year. ‘round 
program for American Manufacturers 
Mutual representatives . . . last 
year they distributed over half a million 
pieces of literature. This year they 
will surpass all previous efforts through 
speeches, radio announcements, 
movies, newspaper ads, direct mail 
campaigns and the distribution of 
an assortment of 32 different 


pieces of literature. 











FORTIETH ANNIVERSARY 


NE of the biggest birthday 

parties to be held anywhere this 
year—12,000 guests in five hotels 
will be the fortieth annual National 
Safety Congress in Chicago Oct. 
20-24. The Congress is the annual 
convention of members of the Na- 
tional Safety Council, and the Coun 
cil is planning to make the one this 
year something special in celebration 
of forty years of study development 
in accident prevention. 

It was in October of 1912 that a 
group of safety engineers for various 
steel companies met at the Hotel 
Pfister in Milwaukee in the First 
Cooperative Safety Congress. They 
were few in number and were re- 
garded with a touch of bewilderment 
by their colleagues in the steel plants, 
but they were determined to put a 
stop to the accidents that were hap- 
pening too often in the steel mills. 
Out of their discussions in that six 
day meeting came the National In- 
dustrial Safety Council. The Council 
soon shed the word “Industrial” and 
became the National Safety Council, 
the clearing house and major-domo 
of organized safety today. 

When the fortieth annual 
gress convenes this fall, more than 
six hundred speakers will appear at 
two hundred sessions, covering every 
conceivable phase of safety. In addi- 
tion, the Congress exposition will 


Con 


contain about two hundred fifty ex 
hibits covering all types of safety 
aids. 

Throughout the 
phasis will be placed on the progress 


Congress em 


that has been made in accident pre- 
vention in the four decades that have 
followed the first Congress in Mil- 
waukee. But no effort will be made 
to minimize the size of the accident 
toll today and the huge problem it 
presents. 

Awards for exceptional service to 
safety will be made to six member 
trade associations. The groups to be 
honored are: American Hospital As- 
sociation, American Meat Institute, 
Associated General Contractors of 
America, Inc., Folding Paper Box 
Association of America, Portland 
Cement Association and United 
States Brewers Foundation. 

The National Safety Council 
estimates that 500,000 have 
been saved through the combined 
efforts of thousands of safety people 
since the organized effort to cut the 
accident toll began forty years ago. 
This figure is based on the accidental 
death rate in 1913 and the rates for 
succeeding Theme of the 
fortieth Congress will be the need 
for cooperation in the safety move- 


lives 


years. 
ment. 


LET'S APPRECIATE 
OURSELVES 


AVE you ever noticed, in a 
Hi crterve of various business 
and professional men, how hesitant 
the insurance employee is in dis- 
cussing his work, though the others 
may be boasting of theirs? Just to 
get personal for one moment, have 


SERVING THE MIDDLE WEST... 


WITH COMPLETE UNDERWRITING FACILITIES FOR 


e@ CASUALTY 
@ FIRE AND 
@ ALLIED LINES 


PLUS A BROAD CLAIMS POLICY, UNSURPASSED 
FOR PROMPTNESS AND FAIRNESS 


INSURANCE 
COMPANY 
315 Pine St St. Louis 2 


UTILITIES 


f * 
PREFERRED FIRE INSURANCE COMPAN 
701 Jackson St., Topeka 


4 


you, in such a group ever said that 
you worked in the greatest business 
in the world? Perhaps the trouble is 
that we who are to the 
work find ourselves in the position 
of the traveler who couldn't see the 
forest for the trees. We think only 
of policies and endorsements, credits 
and bills, rates, premiums and com 
missions. These are not insurance 
any more than a bottle of pills is the 
profession of medicine. We don’t 
sell policies. They are only pieces of 
paper. 


so close 


This We Do 


We rebuild burned-out homes and 
restore cherished possessions. When 
the factory goes up in smoke, or is 
blasted by the tornado, we step in 
so the life work of its owners and 
all their hopes for the future do not 
lie in the tumbled ruins. We send 
John and Mary through college 
when Dad isn’t here to do it. We 
fulfill dreams for a careftee old age, 
secure from the dread of poverty and 
want. We lift the mortgage on a 
bereaved home, and satisfy those 
last, sad expenses. We put food on 
the table of the crippled wage 
earner, and clothe his children. We 
provide the peace of mind, and 
freedom from the heavy weight of 
financial responsibility for the tragic 
accident that brings death or in- 
jury to some one. We keep solvent 
the business threatened with bank- 
ruptcy by thievery from within. 
How many lives have been saved, 
how many shattered limbs prevented 
by the work of the Safety Engineer 
—and who can place a value on this? 
This, then, is insurance. This is 
what we do. 

And it is done in such a way 
there is no trace of charity to weaken 
it. It is done by a voluntary sharing 
of burdens—a method acceptable to 
a proud and independent people. 
Can you think of any business more 
vitally important to the individual, 
to the family, to industry? Can you 
think of any business in which the 
workers could have more pride in 
the knowledge that what they do is 
a service of supreme value to their 
fellow man? Let’s get that story 
across to the public!” 

As quoted by FE. H. Luecke, Production 


Supervisor, The nary | and Casualty Company, 
before the Insurance Club of Pittsburgh 
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W. C. RATE INCREASES 


N INCREASE in 
compensation rates averaging 
13.5% has been approved by the 
Maryland Insurance Department. 
The new rates which were filed by 
the National Council on Compen- 
sation Insurance became effective 
September 1 and reflect the latest 
available experience on the line. 
Higher workmen’s compensation 
rates became effective September 18 
in Michigan. The increases, which 
will average 8.2% are designed to 
compensate for the liberalized bene 
fit schedule authorized by the legis- 
lature. 


workmen's 


AUTO RATE CHANGES 


NCREASED automobile liability 

and property damage rates became 
effective August 25 in New York 
State. On November 1, a driver 
classification plan will go into effect. 
The rate revisions apply to both basic 
limits ($10,000/$20,000 for bodily 
injury and $5,000 for property dam 
age) and excess limits and to both 
private passenger and commercial 
vehicles. Excess limits rates are 
raised in line with the program 
adopted in most other jurisdictions 
in February of this year. The basic 
limits rate 
follows: 


levels are increased as 








changes. 
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Insurance Company 
Stocks 


Many years of close association with leading insur- 
ance companies and the maintenance of primary 
markets in the shares of these companies keep us 
fully abreast of current developments and market 


We are equipped to handle the sale and purchase 
of insurance company stocks in blocks of any size. 
Information regarding leading companies and 


their shares can be obtained by communicating 


FIRST BOSTON 
CORPORATION 


CLEVELAND 
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PRIVATE 
PASSENGER CARS 
Sodily Prop 
Injury Damage 
6.7% 17. 8% 
14.3% 26.4% 

23.9% 


COMMERCIAL 
VEHICLES 
Bodily Prop. 
Injury Damage 
6.6% 
21.2% 


15.9% 


rates filed in Florida by the National 
\utomobile Underwriters 
tion became effective September 15 
The increases amount to approxi- 
mately 812% for private passenger 
cars and 13% for local commercial 
vehicles. 


Associa 


New York City 
Balance of State . . 
Entire State 


6.8% 
3.8% 


The new driver classification plan 
was developed by the National Bu- 
reau of Casualty Underwriters and 
the Mutual Insurance Rating Bu- 
reau at the suggestion of Super 
intendent Alfred J. Bohlinger. Under 
this demerit rating plan the careful 
driver will pay approximately 10% 
less than one who has been in an 
accident causing bodily injury or 
two accidents causing property dam- 
age during an_ eighteen-month 
period. Similarly he will pay ap- 
proximately 20% less than the driver 
who has been in more than two ac- 
cidents. 

Automobile liability and property 
damage rates have also been in- 
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creased, effective August 25 in 
Florida and Oregon. As in other 
states where rate increases have been 
granted, the revisions are not uni- 
form statewide but vary according 
to the experience of the various rat- 
ing territories. The Florida changes 
are of a temporary and emergency 
nature and range from $5 to $24 for 
private passenger cars and from $1 to 
$16 for commercial vehicles for 
bodily injury and property damage 
coverage combined. The Oregon in- 
creases range from $3 to $20 for 
private passenger cars and from $7 
to $16 for commercial. 

Increases in automobile fire, 
theft, comprehensive and collision 


Automobile liability rates, filed by 
the National Bureau of Casualty 
Underwriters, have been revised in 
Tennessee and West Virginia. The 
Tennessee rates were increased 
15.5% for bodily injury and 37% 
for property damage. The West 
Virginia increases, which are on 
private passenger cars only are from 
$7 to $11 for bodily injury and 
property damage combined 

National Bureau private passenger 
auto liability and property damage 
rates have also been increased from 
$9.50 to $26.50 in Minnesota, while 
some commercial vehicle rates were 
reduced $4 and others increased 
from $7 to $19. 
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Automobile Situation 
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Appraisals, The Need for—Louia FP. Koring, Jr. 
Automobile Accident Vroblem, The—H. FF. Curry ... 
Automobile Lines, Outlook for—Thomas O. Carlson ... 
Auto Problems Hold Spotlight ... eee 
Auto Still the Big Problem .. 
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tehind the Losses (monthly) 
Business Interruption, tf nderwriting—Henry C. 
Buyer and The Agent, The—R. B. Gallagher 
tuver Expects, What the--lMemward HU. look 
Buyers’ Round Table (monthly) 
Car Rating, Individual—Jamesx 
Casualty Profit Factor—W. Ellery Allyn 
C.P.C.0. Questions and Answers—American Inetitute 
Part I—Insurance Principles and l’ractices y 107, June 91 
Part IIl—Insurance Principles and Practices ......4 July &5. Aug. 43 
Part I1l—Genersal Education . Sept. 99, Oct. 71 
“Comprehensive-Type” Coverage ~Fred J 
Excess for the Millions—i/, &. Gates 
Fire, The Future of—Fred H. Merrill .... 
Fire Prevention Activitles—J. A. Neale 
Fire Prevention Week 
Fraud, Losses Through—Lyne 8 "Metcalfe 
Future of Fire, The—Fred Mi. Merrill od 
Harmony in Zone Examinations—Joseph R. Glennon Aug. 33. Sept. 93 
Heart Specialists of Industry—Fdwin B. Peas Ma 29 
Human Factors in Highway Safety—Dr. Ross 
Improvi ing Coordination— 
Finance—Joxeph W. Oliver 
Production—Lester D. Mills, 
Legal—Charles J. Fellrath 
Insurance Costs, Keducing—Prof. John J. Ahern .. 
Judgment Factor, The—/rving J. Maurer 
Keep Pace with Demand—Percy Chubb, II 
Loss Control .. 
Losses Through ‘Fraud—iyne 8. Metcalfe 
Luxury Liner Safety—Harry Armand 
More Insurance Exxential—Agency Sales Bulletin .... 
Multiple Location Rating Mans—Walter M. Sheldon . 
National Building Code, The—James K. Evans 
New Publications ve 
New York Sufety Responsibility law—Vietor P. Venes 
Outlook for Automobile Lines—Thomas 0. Carlson 
Profit Factor, Casualty—W. Ellery Allun 
Progressive Repetition—Kenneth J. Bidwell 
Rating the Driver—Donald Knowlton 
Reducing Insurance Costs—Prof. John J. Ahern 
Service with Economy—Thomasr O. Carlson 
Some Personal Opinions—F. Chandler ane 
Sound Principles—S. Alezander Bell . 
Special Lines—Ralph 8. Henderson 
Underwriting Business Interruption—Henry Klein 
What is My Ageney Worth—Guw Fergason ...........-00eee May 
You Can't Afford to Guess—Richard L. Fre . Oct. 45 
Zone Examinations, Harmony in—Joseph R. Giinnse Aug. 33, Sept. 93 
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Accident & Health Claims Relations .. 

Cumulative Liability under Surety Bonds—E. Vernon Roth ..2 
Federal Taxation—Charles W. J 
Fire Legal Liability—A. Mason Blodgett 
Frandnient Claimants ee Malingerers— Bert B. 
Good Faith—S. M. Flilio 
Judge Says, The ¥ E 
Legal Spotlight, The 


‘Strubinger.. 


Lipscomb (monthly) .. 
(monthly) ae vee 
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Loading and Unloading—Allan P. Gowan 

Loss Logie (monthly) 

Motor Carrier Losses—Charles W. Mor 5 
Surety Bonds, Cumulative Liability ender—2. wanen Roth . ‘a 23 
Valued Policies—Howard D. Heath Aug. 57 
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Around the Office—Guy hy ee geen) 
Retter Letters—Hichard H. Morr 

tooklets (monthly) 
Catechism for a Career Girl 
Centralized be ay Branch 
Clean Desk, A—Guy Fergaxo 
Clerical Accuracy, Improving —Bennet B. Murdock .. 
Coffee Hour, The—Guy Fergason . 
Determining A. & H. Claim Liabilities—2Z. H. Mino 
Does Management Really Want —_ ed Forgeson Aug. #4 
Do Job Specifications Help? Fergason July 64 
Employee Economic Education—’ "homasx Kk. Reid 
Home Office Associates, To All—Powell B. McHaney . 
Interviewing—Laurence J. Ackerman 
Management's Responsibility—George A. Conner . 
Modern Aids to Office Efficiency (monthly) 
Office Equipment Directory (monthly) 
Office Unionization—Guy Fergason 
Personnel Administration—Wade EF. Shurtleff . 
Records Management—Earl P. Strong 
Work Scheduling and Production—Guy Fergason” 


RATE CHANGES 


Automobile 

Oe 2 Ee ee eee May 102 
Conn., Del., Mates, R. I. D. of C., Neb. N. H., Vt., 

RE A Ree ete tate tpt ‘June 105 
New Jersey ae Pennsylvania July ! 
Cal., Del., Idaho, Mo., Vt., Dist. of Col., Palas. Mass., Md. Aug. 99 
Ariz... Conn., vt . Ga., Ind., Kansas,’ Ky., aine, 

Mich., weeny . J. Nev., N. M., Utah, Wis. 

Kansar . 

Fla., Minn., N.Y. 
Employers’ Liability 

New Jeraey 
Excess Limits 

California 

re 


“Ore., Tenn., 


Kentucky .. 

Arkansas 
Glass 

aay ey ese Louisiana) 

New 
Soapttetiontien 

Masenchusetts, Maine, Pennsylvania 

Virginia Oct. 76 
Increased Limit Tables 

Florida, Virginia 
Liability 

Ohio, N. Y. 
0. 


COP ccescsccccsccccecceseces May 102 
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.. Ariz. Cal, Conn., Del., D. of C., Fla., a m.. 
Maine, Mans... Ma., Mtont.. one , Nev., N. H., N. 
N. D.. Okla. 'S. D. Trt 
. Georgia, Matitout ‘Mchtenn. “Washington 
iriz.. Conn., Del.. D. of C.. hs —.. 
Md., Mass.. Mich., Neb., Nev., N. i N. M., N. D. 
Utah, Va., Vt., W. ‘ash., Ww yo., Puerto Rico 
Workmen's Compensation 
Michigan ones +-May 134 
New ow Minnesota .. ees ° ..June 134 
Virgin July 54 
Calttornta North Dakota, *Pennayivania, mee 7, Texas ise R2 
Maryland, Michigan 14: 
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Business Builders nat H. Blackburn 
Challenging Job, A—Employers’ Pioneer Oct. 
Fidelity and Public Cmnciat Ronds—Donald H. Colyer ......4 Aug. 
First Ten Words. The—Ralph L. Davidson .. ie 
Four Partners—Prof. Laurence J. 
Meeting Competition—J. Price 
Miscellaneous Bonds—Standard Service 

Multiple Location Rating Plans—Walter M. Sheldon ... 
Planned Programs—B. J. Daenzer 

Public Official Ronds. Fidelity and—Donald H. Colyer . 
Sales Slants from Other Fields (monthly) 

Salea Record Syatem—D. A. Rartlett 
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Talking Business, A—W. G. Strathern 


—John M. Wilson ....Sept 
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Company Developments .. 
Conventions Ahead 


Wagoner 


. Sept. 47 Editors’ Corner 
July 43 


Fire Losses, Monthly 
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.-Oct. 11 
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Stock Index, Best’ 
Quiz of the Month 


Casualty Claim Adjusting 
Fire Insurance Inspection 
Inland Marine Contracts 


May 97, ome 109 
July = 
Aug. 101, Sept. 


INSURANCE COMPANIES REPORTED UPON 


Aetna (Fire) Group, Hartford 
(Executive Changes) eave 121 
Alamo Casualty, San Antonio 
(Merger) ......scccessecescses+++eMay 117 
America Fore Group, New Yo: rk 
(Appointments) . -May 117 
(New Director) ... -May 117 
American-Associated ‘Cos., "St Louls 
(New Vice President) --»-Jduly 105 
(Doenges, Vice President) . ll 
(Discontinues Commission 
DEOGNNND accccccecenecce ooeee-Aug. 111 
(New Vice President) Oct. 109 
American Farmers Mutual, Caten 
(Dahlmann, Vice President) 
American aed 6 Casualty 
(Suit Filed) eee 
(Not Licensed in D. Ju 
American Fire & Casuaity, ‘Oriando 
(New Director) 
American General, 
(Licensed) 
American Manufacturers, New York 
(See National Ketailers) J 
American Mercury, Washington 
(Reorganized ) 
(Capital Increased) 
American Motvrists, 
(Official Changes) Ju 
American Mutua! Liability, Boston 
(New Director) ........ .-Ma 
American Title, Miami 
(New Vice President) Ju 
Associated Reciprocal, Port Chester 
(Advancement8) .......+seeeeee. Sept. 
Bankers & Shippers, New York 
(Stock Splits) July 
Bituminous Companies, Rock “Island 
(Official Changes) 
Blackstone Mutual Fire, Providence 
(Brightman, President) ....... ese 
Caledonian Group, Hartford 
(Increases U. Funds-Capital) 
Sec sainewt 
y lodemnity, Hartford 
( raws from Canada) 
church Mutual, Merrill 
(See Wisconsin Church Mutual) . 
Citizens United, Indianapolis 
(Trankle, Exec. Vice aug Ee 
Commercial Credit + ot aaa Balitim 
(Van Horn, Director or May 
Commercial Standard, Fort Worth 
(Buck, President) .....-..cccee- Sept. 125 
Consolidated Mutual, Brooklyn 
(See Consolidated Taxpayers) ....July 105 
Consolidated Taxpayers Mutual, Brooklyn 
Changes Name) «July 105 
Continental Casualty, Chicago 
(To Buy U. 8. Life 
(Doubles i he Tp 
(Acquires Life Affiliate) ..... 
(New U. 8. Life Omeals) 
Continental Insurance, New York 
(New rector) 
(Dividends Increased) 
Continental Union, Birmingham 
(New Company) 
Dearborn National Group. Detroit 
(Controversy Resolved) 


Delta Fire & Casualty, Baton te 
m 


(New Company 
Dixie Fire & Casualty, Greer" 
(Capital Increased) 
Dorchester Mutual Fire, Boston 
(New President) 
Druggists Mutual, Mansfield 
(Jones, Manager) 
Eastern Insurance, Wilmington 
(Order of Conservat 
Employers’ erate Boston, 
~ ane ee 


Chicago 


.May 
~ pape 


ced) .. 
(Executive Change) 
= 1 Reinsurance, Kansas Cit 
ains in Firet Quarter ne 
tem Mutual Fire, Phitadeipbia’ 
(Sus D « Aug. 
(L iquidating) 
Excelsior Insurance, Syracuse 
(Capital Increase) 
excess Insurance, New York 
(Reinsurance Facilities 
Expanded) 
Farm Bureau Cos., Columbus 
(New Vice President) .. 


For October, 1952 


Farm Bureau Mutual Auto., Columbus 

(Polio Coverage Increased) 

(New Directors) ++++May 118 
Farm Bureau Mutual Fire, Columbus 

(New Directors) ~++-May 118 
Fidelity and Deposit, Baltimore 

(New Director) ... 
Fideltity-Ihenix Fire, New Yor 

(See Continental Insurance) 
Fire Assoc’ lution, I’hiladelphia 

. Executive Vice 


.. July 106 


June 122 


July 106 
San Francisco 


Fire Insurance, - pees 
(Revises Title 
Fuceuas) 8 Fund. Insurance, 
3 irector) July 1 
Fireman’ « Fund Group, San Francisco 
(Official Changes) -.June 122 
First Security, Washington 
(New Company) May 119 
Foremost a Grand Rapids 
(New Company Sept. 126 
General America beens. Seattle 
(Executive Changes) 
General American <ysnatts, San Anteate 
(See Alamo Casualty) May 117 
General Inxurance, Forth Worth 
(Vasen, Exec. Vice l’resident) ..Sept. 126 
— Livyds, San Antunio 
Alamo Casualty) May 117 
PF Keinsurance Group, New York 
(Executive Appointments) June 122 
(Dividend Action) ..Oct. 110 
Globe & Kutgers Group, New York 
(Joins A, U.) Sept. 127 
Government Em oy es Life, W. ashington 
(Enters A. & Field) Sept. 127 
Great Northern, Sentenneis 
(See Undrs. at Livyds) 
Great Southern Insurauce, AUlanta 
(Changes Name) 
(Official Changes) 
Grocers Cash Deposit Mutual, 
(Changes Title) 
Grocers Mutual, Huntingdon 
(See Grocers Cash Mutual) 
Halifax Insurance, Halifax 
(Watker, President) ....- Oct. 110 
Hamilton Fire, New York 
(Change in Control) Oct. 110 
Hanover Fire, aed York 
(New Director) 
a a “sutual, 
(New Vice Presi 
Home heeanenen men York 
(Official Changes) ... 
(New Pireetor) 
(Fitzpatrick Resigns) Au 
Houston Fire & eg Fort Worth 
(See Genera! Ins, 
Iilinols Fire, C tron ta 
(Capital Increaxe) ug. 112 
Industrial Indemnity, San Minin 
(Capital Increase) . Aug. 112 
Insurance of N. A., 
(Promotions) *t. 111 
Insurance Co. of the South, Jacksonville 
(New Company) July 107 
Insurance Co. of Texas, Dallas 
(Capital Increase) 
Jersey Insurance, New York 
(See Bankers é Shippers) 
Jewelers Mutual, Neenah 
(See National "Jewelers Mutual). 
Liberty Mutual Insurance, Boston 
(New Vice Presidents) une 
Lumbermens Mutual Casualty, Chicago 
(Ss American Motorists) July 105 
(Dividends Revised) 
Manufacturers & Merchants, Cincinnati 
(Executive Changes 
Marquette Casualty. New Orleans 
(New Vice President ---June 124 
Maryland Casualty, Baltimore 
(New Director) July 108 
Massachusetts Ronding, Boston 
(Passes Dividend) Sept. 127 
Midway Insurance, Cleveland 
(New Reciprocal) ...........++6. Sept. 127 
Mission Indemnity, Pasadena 
(Licensed) Aug. 112 
Mixsourt Lnsurarre, 
(Tax Suit Filed) 
Motors Insurance, New York 
(Makes Final Appeal) ..........Sept. 128 


J 
Michele 
July 107 


July 107 


July 107 
Tlarleysville 
jen June 123 


May 119 
..-May 119 


July 105 
-Aug. 113 


Mutua! Auto Fire, Harleysville 
(See Harleysville Mutual) 
Mutual Benetit Health & Acc., Omaha 
(New Policy) July 108 
(Ruling on U. Benefit Stock) -Aug. 113 
Mutual Service Casualty, St. Paul 
(Absorption Completed) 
Mutual Service Fire, St. 
(See Mutual Service Casualty) ..May 120 
National Jewelers Mutual Fire, Neenah 
(Changes Name) Aug. 113 
National of Hartford Group, “Hartford 
(Rolfe Promoted) . et. 111 
National Retailers Mutual, ‘New York. 
_ nae Changed) July 108 
. nnock Mutual 
vertens Title) ° 
New Hampshire Group, 
(New Secretary) . 
New Zealand Insurance, Auckland 
(Masters, Asst. Manager) g. 113 
North American Accident, Chicago 
(New President) Oct. 112 
North American Mutual, Wilmington 
(Merger Meeting Postponed) ....Sept. 128 
Northampton Mutual, Easton 
(See Fire Insurance) 
Northern Insurance, New York 
(New Director) . 
Northwest Casualty, Sez 
(See Northwestern Mutual Fire) .Oct, 112 
Northwestern Mutual Fire, Seattl 
(Official Changes) Oct. 112 
Ohio Farmera, Leroy 
(Rowe, Vice President) 
Ohio Tlardware Mutual, 
(New President) 
Ohio Mutual, Salem 
(New President) 
Pacitie Fire, New Yark 
(See Rankers & Shippers) 
Pawtucket etary Fire, Pawtucket 
(Changes Title) 
Pearl-American Group, 
(Executive Changes) 
Peerless Casunity, Keene 
(Buys United Life & Accident) ..July 108 
(Additional Financing Proposed) .Aug. 114 
Penn-liberty In<urance, Philadelphia 
(Davis, President) . Aug. 114 
Permanent Insurance, Columbus 
(New Treasurer and Mirectar) June 124 
Preferred Insurance, Grand Rapids 
(Brink, Advanced) ses .. Oct. 112 
Progressive Fire. Atinnta 
(Increases Capita July 100 
(Underwriting A 
Formed) 
Public Service Ineurance, > 
(Conservator Appointed) 
Reliance Life & Casualty, 
(Tilinois Dept. Upheld) 
Republic Mutual Fire, Kansas ( ‘ity | 
(Collins, resident) 
Roval-Liverpoal Group, 
(Executive Changes) 
St. Paul Group, St. Paul 
(Official Changes) Sept. 129 
Southern Fire & Casualty, Knoxville 
(New Directors) une 100 
Southern Fire & Marine, Atlanta 
(See Progressive Fire) 
Southern General Insurance, Atianta 
(See Great Southerr) June 123 
(See Progressive Fire) .... Aug. 114 
Southwest General, Dallas 
(Capital Increase) 
Standard Casualty, Sioux Falls 
CEOURUEIEE. nw vt0deeseerseboccceens May 121 
Standard National, Atlanta 
(See Progressive Fire) ° 
State Farm Group, Bloomington 
(Attempt to Unionize Agents Fails) 
Mav 121 
(Further Attempt to Unionize Agent«) 
Jnuty 1m 


Fire, Mercer 


“Ms an hesté m 


TTT TITY May 120 


Coshocton 
May 120 


Sept. 128 
July 105 
. July 108 


New Y ork 
Aug. 114 


-Aug. 114 


Phoenix 


Liverpool 


June 124 


..-Aug. 114 


(Fxeentive Promotions) 

(Executive Changes) 

(Further Attempt to Unionize).. 
Stock Insurance, ~~ mangas 

(Capital Increased) . 
Underwriters at Lioyd’s, “London 

(Premiums and Claims—1951) 


Aug. 116 


. Aug. 117 





Underwriters at Lloyds, Bnncagelte 
(Converts to Stock Basis) 

United Benefit Fire, , ae 
_ (Adams, Pres iden 


Sept. 129 
May 121 


(See Mutual Benefit) .. Aug. 113 
United Insurance, Chi 

(False Advertising ¢ rged) Oct. 112 
United Life & Accident, Concord 

(See Peerless Casualty) July 108 


(Nelson, Presid 
(New Company) 


(Capital Increase) 


United Pacific, Tacoma 
(Brown, Vice President) 
U. 8. Casualty, a York 
ent) 
Universal Security, Memphis 


Utah Home Fire, Salt Lake City 


Vehicle Insuran \ervewensed 
(New Reciproca 


Wisconsin Charch Aesesie Merrill 
(Changes Name) 


World Insurance, Omaha 
(False Advertising Charged) 


World Life & Accident, Richmond 
(Department Acts) 
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N.A.D.A. Official Used Car 
Guides will come to you every 
30 days, wire-o-bound more 
than 250 pages quarterly ... 
with supplements for the inter- 
vening months to keep you 
abreast of continuously chang- 


ing facts and figures .. + 


Annual subscription only $7 


up-to-date average retail, average loan, 
and average “‘As-Is” values; current O.P.S. 
Ceiling Prices; insurance symbols; factory 
A.D.P. prices, motor and serial numbers, 
model identification and mechanical speci- 
fications plus average loan and average 
retail values on most trucks up to 16,000+ 
G.V.W. and, that’s not all! You get illus- 
trated serial and motor number locations, 
identification data .. . everything you'll 
want to know! 


NATIONAL AUTOMOBILE DEALERS USED CAR GUIDE COMPANY 
1026 17th Street, N. W. 6 Washington 6, D. C. 





Insurance Company of North America, founded 1792 in Inde- 
pendence Hall, is the oldest American stock fire and marine 
insurance company. It heads the North America Companies 
which meet the public demand for practically all types of 
Fire, Marine and Casualty insurance; Fidelity and Surety 
Bonds. Sold only through Agents or Brokers everywhere 


PROTECT WHAT YOU HAVE® 


If you’re not sure you have the right answers 
to questions like these, call on the nearest 
North America Service Office for dependable 
technical assistance. 


A North America Technical Representative 
will help you prepare a comprehensive re- 
port on your client’s insurance requirements. 
This is an important example of the way 
your North America Service Office operates 
to help you provide better service to your 
clients. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


1600 ARCH STREET, PHILADELPHIA 1, PA. 





